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If your customers are looking for a faster, cheaper method of duplicating forms and letters, tell them about 
Webster’s new SPIRO-SET. It’s a spirit carbon with some haunting possibilities for direct process duplicating. 





























1. SAVES TIME. The master paper 
and spirit carbon are together in one 
folded sheet. No time is wasted assem- 
bling separate masters and carbons. 





4. PERFECT REGISTRATION. Office 
forms may be printed on the master 
sheet. This permits duplication with per- 
fect registration. 
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2. MAKES A GOOD IMPRESSION. 
300 or more clear, sharp impressions 
can be made. What’s more, it may be 
used with any typewriter—standard, 
noiseless or electric. ~ 
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5.11's CLEAN. Typists never have to 
touch the carbon surface. An uncoated 
edge permits easy handling, prevents 
dirty hands. 





3. TWIN USES. Webster's SPIRO-SET 
works equally well on any type of hec- 
tograph duplicating equipment — direct 
process or gelatin. 





G6. 11's PROFITABLE. SPIRO.SETS move 
lightning fast off your shelves. The de- 
mand for good duplicating carbon has 
never been better. 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers: and 
customers. They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 
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T WANTS AND TOR SAIL _ 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED MAN OR WOMAN with stationery experience—We offer an attractive city sales 
position to capable person. This well established Rocky Mountain firm has oppor 
tunities for the future in an ideal location. Give full details. All replies confi- 


YOUNG AND ENERGETIC SALESMAN with wide experience in selling office dential. Address P-174, care Office Appliances, Chicago 6. 

supplies and equipment, including managing and buying in retail store, 10 years 

experience. Age 27 and married. Now employed but desires connection with MAN OR WOMAN with enough Commercial experience to intelligently handle 
reliable and growing concern. Can furnish best of references. Prefer road job Telephone Sales. Freedom to develop and expand this portion of a large business 
with manufacturer that has territory opening in South. Will accept job with Expenses paid for interview. Permanent position. A, Pomerantz & Company, 
Stationer that can offer good proposition. Address C-54, care Office Appliances, 1525 Chestnut Street, Philadelphia 2, Pennsylvania. 


Chicago 6. 
VICTOR ADDING MACHINE CO. has openings for experience mechanics and 
— ' — _ ae <= ‘ ‘ ; 2 aia a salesmen in Los Angeles, San Francisco, and Seattle Permanent positions with 
ent. ogee gee Toe connie P a se Ree ee — a 2 sed good income. Give full details in first letter. Replies held confidential. K. Vasen, 
C53 sane Office “Seelienees, Chicago 6 ee een, ee Western Regional Manager, 720 So. Flower St., Los Angeles 14, California. 
“Je, Lee) 2 a . . 


EXECUTIVES WANTED 
SALESMEN WANTED 





WANTED—A MANAGER : We have a prosperous Technical Instrument and 
‘ wTTER A CORT TIO , 7 - ; Se ili saat Supply Department, also Blue Printing and Photostating plant in connection with 
Soa sae Geeks aad tee aed oelien yo Ay hve —— our Commercial Stationery, Office Furniture, Lithographing and Printing Depart- 
papers, etc., has territory openings for steady, reliable type of salesmen who are ments. We are exclusive dealers for K&E and other leading manufacturers. We 
workers New exclusive products have created an unusual opportunity for able php nes oe ere P nad - sy ated = —_ P er meng mee ee, ee 
representatives. Permanent post war employment. Opportunity for excellent earn anager for our Technical Supply a da fe ka Ren ea ce x : 
ings. Salary and expenses paid. See display ad in this magazine. Write Old an inside store job, stock keeping, buyer, with sales and managerial experience 
Tows Ribbon & Carbon Co.. Inc.. 750 Pacific Street Renskivn 17 N.Y and ability. We want a man who would enjoy association with our good company 
secs : ° idee fie . ’ ad iecr Mies and live in Atlanta permanently. We are willing to pay all he is worth. Please 


write to Ivan Allen, in care of Ivan Allen-Marshall Company, Atlanta, Georgia, 
LEADING MANUFACTURER of steel files and office furniture has Eastern giving background and experience in these lines. All correspondence will be 
Pennsylvania territory open for experienced steel equipment salesman Require strictly confidential. 
man well acquainted with office equipment dealers. Address P-183, care Office 
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WANTS AND FOR SALE, Continued from page 4 (opposite) 


MECHANICS & REPAIRMEN WANTED 


TYPEWRITER AND ADDING MACHINE MECHANIC wanted by leading dealer in 
prosperous Michigan city. Work involves all makes Liberal commission arrange- 
ment or combination salary and commission Excellent opportunity Address 
P-178, care Office Appliances, Chicago 6. 


WANTED EXPERT MECHANIC on Burrough machines who could learn repairing 
of Remington Accounting Machines and other makes. Should make not less than 
$400.00 a month on our profit-sharing plan. Address P-175, care Office Appliances, 
Chicago 6. 


MECHANIC FOR NIAGARA duplicators, typewriters and adding machines. 


Ideal working conditions, highest income, permanent Correspondence invited, 
confidential Lamont Office Equipment Co., 1544 Broadway, Detroit 26, Michigan. 
FIRST CLASS TYPEWRITER and adding machine Mechanic wanted. Must be 
reliable and _ sober. Permanent, Good Salary to qualified mechanic Southern 


California location sox P-176, care Office Appliances, Chicago 6 


ENTERPRISING DEALER in southwestern city having many natural advantages 
including most healthful climate, has opening for first-class typewriter mechanic 


Direct factory agencies. Good pay to qualified person. Send full particulars in 
cluding references to P-186, care Office Appliances, Chicago 6 


WANTED 
Good salary 


Combination Typewriter and Adding Mechanic 
Peter Paul Mechanical Service, 330 S. Wells St 


Permanent 
Chicago 6, 


position. 
Thlinois. 


BUSINESS MACHINES MECHANIC, $50 per week 
more. Muncie Typewriter Exchange, Muncie, Indiana, 


guaranteed. Possible to make 


GOOD OFFICE MACHINE MECHANIC wanted. Dealer 
Victor and Friden. Address P-185 care Office Appliances, 


for Royal, 
Chicago 6 


Dictaphone, 


REPRESENTATIVES AVAILABLE 


PHILADELPHIAN with following among office furniture dealers in Penna., N. J 
Delaware, Maryland, Dist. of Columbia and Southern Atlantic States. Have repre- 
sented nationally known metal furniture manufacturer in territory 16 years on 
stock, special work Developed present dealer organization, also experienced in 


government contract work Excellent references Address C-55, care Office Appli 
ances, Chicago 6 
WELL-ESTABLISHED RETAIL stationery and office equipment firm is inter- 


ested in a line of adding machines, 
Doing business in Fort 
Fort Worth 2, Texas. 


typewriters, 
Worth for the past 


duplicators, and register machines. 
67 years E. R. Conner & Co., 


WELL KNOWN SALESMAN with headquarters in Kansas City, wants one or two 
lines to handle, to be sold to stationers or office machine supply stores. Covering 
Missouri, Kansas, lowa, Arkansas, South Dakota, Nebraska and cities on bordering 
state lines. Now carrying well established carbon and ribbon line only. Address 
C-56, care Office Appliances, Chicago 6 


SALES REPRESENTATIVES traveling Washington, 
New York state except metropolitan area, is available for additional line of com- 
mercial stationery or office furniture Stands tops with dealers in his territory. 
Always a good producer. Can furnish convincing assortment of references. Address 
C-52, care Office Appliances, Chicago 6. 


Saltimore, Pennsylvania and 


EXPORT REPRESENTATIVES AVAILABLE 


WELL ESTABLISHED COMPANY with 15 years’ experience in sale and servicing 
of modern electric invoicing and accounting machines are at present handling a 
machine of European manufacture, and would like for post-war development, the sale 
distribution for Great Britain of a sound American office machine. Adding, Calcu- 
lating, Bookkeeping machines preferred but would consider any other high-class 
office appliances. Ample resources exist including excellent premises, good connec- 
tion and skilled sales and service staff. Please write to Mercedes Sterling Book- 
nine, & Calculating Machines Ltd., 60, St. Paul's Churchyard, London, E.C.4, 
Eng lan 


MOHD 
Agents, 


NOUR 
Jeddah, 


SALH 
Hijaz, 


JAMJOOM & 
Saudia 


BROS. General Merchants & 
Arabia Let us represent you in 


Commission 
Saudia Arabia. 


REPRESENTATIVES WANTED 


BRITISH COMPANY, PATENTEES, MANUFACTURERS of Loose Leaf Mecha- 


nisms, wish to contact modern Bookbinders 


n United States to participate in 


¢ 


establishing production and sale of finished binders for American Continent. 


Address P’-177, care Office Appliances, Chicago 6 


WANTED:—NEW PRODUCTS AND IDEAS 


LONG ESTABLISHED CONCERN wants new ideas and products in Office Appliance 
and Equipment lines and stationers’ items—for postwar manufacture and distribution. 
If you have a new product or idea, whether patented, patent applied for, or merely 
on paper,—we would like to hear from you Address: P-181, care Office Appliances, 
Chicago 6. 


RETAIL BUSINESS FOR SALE 


For Sale: Established office supply and equipment store Have complete office 
machine repair department. This is a manufacturing town of 14,000 and is 100 
per cent on war work now Good post-war business Owner is leaving state. 
Address P-180, care Office Appliances, Chicago 6 


WANTED TO BUY RETAIL BUSINESS 


ESTABLISHED RETAIL 
Young man, 25 years’ 
Chicago 6. 


OFFICE SUPPLY business, small town 
business experience. Write box P-184, care Office 


preferred. 
Appliances, 


STORE SPACE TO RENT 


Fine opening for office supply business. Will rent 1000—Square Feet in the biggest 


office furniture store in SW. If you know the business this is a honey. Write 
for particulars. Address P-182, care Office Appliances, Chicago 6 

TRADE SCHOOLS 
TYPEWRITING REPAIRING—Original, simplified Home Study Course. Students 


operating own repair shop. Weber Typewriter Mechanics School, Box 269, Osborn, O, 
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FOUNTAIN PEN REPAIRING 


WELTY'S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, eo KA 
Repaired at standard prices but now require 90 to 150 days’ time. SHEAP. 
feature “‘CONKLIN,’’ SWAN, WATERMAN, WAHL, PARKER, Weurt, 8 8 

FER, MOORE, etc., but can repair all other makes. We feature Gold Pen ints 
and Repairing. Mail all makes to ONE place for better service. ASK ABOUT 
NEW WELTY PENS, $1.50 to $10.00 LIST. Welty Pen and Repair Co., (Est. 
1904), 38 So. State St., Chicago 3 


Largest and best equipped pen shop in Middle 
Fountain Pens and Mechanical Pencils. 
Authorized and recommended by Sheaffer, Parker, Eversharp, Waterman and other 
leading manufacturers Factory prices All work guaranteed. We pay return 
postage, furnish dealer repair envelopes. Price list and envelopes on request. Collins 
Pen Shop, 150-52 E. Fourth Street, Cincinnati 2, Ohio. 


FOUNTAIN PEN REPAIRING 
West gives TWO-DAY SERVICE on 


TYPEWRITER OVERHAUL CHECK SHEETS 
INCREASE Your Typewriter Overhaul capacity up to 25 per cent. Checking sheet 
invented by former instructor eliminates oversights—reduces service calls. Simnie 
to use. Fits all makes. Cost only 2c per machine. Trial order of 100 sheets $2. 
Postpaid. Business Machine Service, Wahpeton, North Dakota. 


ADDING MACHINE PARTS, TYPE, ETC. 


Adding and Calculating Machine Parts available. 
ehn, Jr., 1643 101st Ave., 


LARGE STOCKS of new and used 
Quotations furnished on specific parts upon request. I. A. 
Oakland, Calif. 


FOR SALE AND WANTED TO BUY, USED pinaster 


Adding-Calculating Machines, Dicta- 


ELLIOTT-FISHER, Burroughs, 
529 S. Wells &St., 


phones, Ediphones, bought and sold 
Chicago 7. 


Moon Hopkins, 
Chicago Office Appliance Co., 


Burroughs and 
Teeter- 


Machines, Adding Machines, Comptometers, 
Typewriters and all office machines bought and sold. 
3rd St., Milwaukee 3, Wis. 


ELLIOTT-FISHER 
Monroe Calculators, 
Warsh Co., 849 N. 


Bookkeeping Machines, Comp- 
Dorrell-Markel, 93 8. 11th, 


MOON 
makes calculators 
Minn. 


HOPKINS, Elliott-Fisher 
bought and _ sold, 


BURROUGHS, 
tometers, all 
Minneapolis, 
Remington Accounting Machines, 
serial number and we 
Inc., 326 Broadway, 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, 
and everything in the office machinery line. State model, 
will quote highest eash prices. International Office Appliances, 
New York 7, N. Y. 


ELLIOTT-FISHER. We buy, sell, repair, 
dealers. Adding and Bookkeeping Machine 
Missouri. 


HOPKINS, 
service for 
Kansas City 6, 


BURROUGHS, MOON 
rebuild. Comprehensive 
Service Co., 1307 Grand, 
machines, adding machines—all office 


ELLIOTT-FISHER machines, calculating 
Company, 434 Caswell Bldg., Mil- 


equipment, bought and sold Ww. J. Crowley 
waukee 3, Wis 

QUANTITY of Monroe and Marchant Calculators, hand and electric, rough, complete. 
Inquiries solicited on all types of other machines. American Business Machines, 
135 Grand St., New York 13, N. Y. 

specialists in rebuilding, sales and 
American Dictating Machine 


Foremost 
Write for catalog. 
I ¥ 


DICTAPHONES—EDIPHONES 
purchases of dictating equipment 
Co., 235 Fifth Ave., New York ; 


filing equipment. ‘Thousands of recon- 
Special service and prices to 
Nathan, Inc., 548 


KARDEX, ACME, all makes used visible 
ditioned cabinets, panels, books, always on hand. 
dealers for purchase or sale Get our quotations. Chas. 8. 
Broadway, New York 12, N. Y¥ 

other visible systems, attractively refin- 
moderately priced. Used 
7-9 Waverly 


GUARANTEED REBUILTS, KARDEX, 
ished, thoroughly rebuilt for years of additional service, 
equipment also bought and exchanged Universal Office Equipment Co., 
Place, New York & a 


visible filing equipment of all types bought 


KARDEX, ACME, POSTINDEX, etc., 
Com- 


and sold. We specialize in this field and offer full cooperation to dealers. 
mercial Card System, 135 Grand St., New York 13, N. Y. 

ACME (Insite) 8x5—14 and 23 drawer units, also 6x4 and 5x3 size. ‘Cunatie of 
McCasky Production Panels. Commercial Card System Co., 135 Grand St., New 
York 13, N. Y 


VISIBLE EQUIPMENT bought, sold and exchanged. We spinbition in rebuilt 


Kardex, Acme and International Visible Factograph cabinets, as well as other 

makes. Write and tell us what Visible Equipment you need or have for sale, 

Special prices to Dealers. E. H. Heineman, 4 North Eighth §t., St. Louis 1, Mo. 
WANTED 


cabinets, in 6 and 12 drawer 8x5 size, 
International 
Heineman, 


INTERNATIONAL Visible Factograph 
complete with card holders We are also interested in extra 8 in. 
eard holders in any quantity Advise what you have available. E. H. 
Box 552, St. Louis 1, Mo 


FOR SALE—TYPEWRITER MECHANIC’S HAND TOOLS, tool kit, factory 
typewriter and adder instructions and charts, parts for Uncerwood, Royal, Remington, 
Smith, Woodstock, Monarch, Oliver, Box 1556, Wichita, Kansas. 


FIVE MEILICKE all metal frames to hold cards about 10 in. 
Smith & Butterfield, 305-307 Main St., Evansville 2 


WANTED TO BUY 
wide x 8 in. tall, any capacity 
Indiana. 


Meilink safe interior equipment, all green finish: one No. VCA 
two No. P12A partitions. Address P-179, care Office Appliances, 


WANTED TO BUY 
vertical cap drawer; 
Chicago 6. 

Standard Johnson and 
& Service Co., 00 


COIN COUNTERS and Coin Sorters; Abbott, 
Hand and electric Adding Machine Sales 
Cleveland, Ohio 


WANTED: 
Coin Audit. 
Prospect Ave., 


WANTED TO BUY Surplus equipment of all types. Ready buyer. Columbia Trad- 
mG 


ing fesssnis 7 Waverly Place, New York 3, 


WANTED—Gelatin and Liquid Duplicators. size and ori pre 


P-187 care Office Appliances, Chicago 6 


State name, 


ribbons re-manufactured, also 
Dealer proposition. Lewis, 


MULTIGRAPH RIBBONS—and other wide inked 
silk ribbons. New ribbons of all kinds in the reel 
413 West State, Milwaukee 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 











obligation. 
Adding Machine Parts Coleutating Machines, Used Desk Pads & rene 
Ames Supply Co 64 Mailers’ Service & Equip. ¢ 163 Aigner, G. J 76 
Adding Machine Rolls & Paper Carbon Papers + lg, nna lg i’ 
Rockwell-Barnes Co 185 See Ribbons and Carbor Wilson Jones (Co 37 
Adding Machines Card Index Boxes and Trays Desk Pen & Ink Sets ina 
Allen Calculators, Inc 17 All-Steel-Equip. Co 31 Gregory Fount-O-Ink (< 4 
Friden Calculating Mach. Co 178 Amberg File & Index ¢ 12 ee ag eye ode al 
Monroe Calc. Machine Co 149 Art Metal Construction 53. 65 Sheaffer, \V A Pen (¢ 81 
Remington Rand, Ine 13 Art Steel Sales Corp 3, 94, 95.96 Desk Trays 
Smith, L. C., & Corona Type Cole Steel Equipment Co Aigner, G. J Co 
writers 23 Columbia Steel Ce 2 Art Metal Construction Co 
Victor Adding Machine Co 145 Genweal Fivepee Co st nila -pr all eel siggeg ahd 
’ 3 “ renera fireproofing Co The....38, 39 Corry-Jamestown Mfg. (< 
oo Machines, — & Used ‘ Globe-Wernicke Co., The 50, 51 General Fireproofing Co., The 
ailers’ Service & Equip. Co 63 Guide System and Supply Co 144 Globe-Wernicke Co., The : 
Underwood Elliott Fisher....Back Cover Imperigl Methods Co 161 Imperial Methods Co } 
Adhesives Invincible Metal Furn. Co 1 Peerless Steel Equip. Co 181 
(See Inks, Adhesives. etc.) Metal Office Furniture ( 91 Service Products Co 175 
. ay vit New England Woo iworking Co.....146 Shaw-Walker Co 59 
Arch ang Clip Board Files ae Noreor Mfg. ¢ 167 Weis Mfg. Co 71, 72, 73, 74 
reer = od C rhe a) Re anion Steel tip. Co 181 Yawman and Erbe Mfg. Co 115 
e barn 0 ’ ronto File Corp 129 D ; 5 
nipvine Products .C 17s 4 “Saya teen x4 + esk Work Distributors 
Shaw-Walker ; = xo Shaw-Walker  ( sectncaccercserse DU Art Steel Sales Corp 93, 94, 95, 96 
sha a “oO : ) Weis Mfg. Co. 71, Ter 40 4% Globe-Wernicke (Co TT 50. 51 
Yawman and Erbe Mfg. Co 115 Wells Office Furniture Co 142 Victor Safe “fe Eq ip Co . 138 
Ash Trays and Stands Yawman and Erbe Mfg. Co 115 Wilson Jones Co....... 37 
Century Leather Furniture Co 139 Cash Boxes Desk 
Fair Furniture (¢ 126 Art Steel Sales Corp 93, 94, 95, 96 s 
cestetions Cole Steel Equipment Co... ....100 re teas gy hey 4 4 ee 
Wood Office Furniture Institute 102 General Fireproofing ( Phe....38, 39 Browne- Morse Co. of etaeaesd 
Atlases, Geographical Casters, Caster Bearings, Slides Columbia Steel Equip. Co 121 
Cram, George ; 170 Darnell Corp 180 Corry-Jamestown Mfg. (< 157 
Celluloid Envelopes General Fireproofing Co., The....38, 39 
Autoaranhie.Reaisters Register Co & (See Envelopes, Celluloid Globe-Wernicke Co., The 50, 51 
ec graphi »giste ( : Gunn Furniture Company 189 
Bank Supplies —— Se oar 194 Imperial Desk Co 173 
Downey. ¢ L., Ce 167 ine t —— x ne Desk Co 153 
air ats nvincible Metal Furn. (« 135 
oo rg key Pe rp 93, 94, 95, 96 Service Products Co 175 Jasper Desk Co 122 
General Fireproofing Co........38, 39 Chairs, Folding coer Office Furniture Co 130 
Globe-Wernicke (Co The 50, 51 Adirondack Chair Co 158 + pew —-. ; a ge a = 
Victor Safe & Equip. Co 138 Norcor Mfg. Company ---- 167 sie Feo esk ~ ++ 
; iagortage Royal Metal Mfg. Co 192 Myrtle Desk Co 138 
Binders, Catalogue and Periodical : National Desk Co., Inc 104 
Aeco Products. Ine BR Chairs, Office | ; Peerless Steel Equip. Co 181 
Amberg File & Index Co 125 Bright Chair Co 159 Royal Metal Mfg. Co 192 
Master-Craft Corp., Div. S-W =9 noua Posture Chair Co 105 Shaw-Walker Co 59 
National Blank Book Co 119 ae tage 103 Victor Safe & Equip. Co 138 
Sheppard, The C. E., Co 168 vhriich = Uphoistery orks 185 Wells Office Furniture Co 142 
Wilson Jones (Co . "87 Fritz-C ross Company 171 Yawman and Erbe Mfg. Co 115 
ante General Fireproofing (C« The 38, 39 a 
oigtere. fyi eee Storage Gunlocke, The W. H. Chair Co.....141 Diaries (See Memo Books 
oorum & Pease Co 57 Harter Corporation 23 ; ; 
Master-Craft Corp., Div. S-W 79 High Point Bending & Chair Co 1d Pens rig & Equipment 
Sheppard The | = Co 168 Jasper Chair Co 134 Cardinell gis & Bro 15: 
Smead Mfg. Co 67 Jasper Seating Co 162 tienes sas 179 
Wilson Jones (« 37 Metal Office Furniture Co 91 Duplicating Machines & Supplies 
Blackboards Michigan Desk Co 150 Autocopy, Inc 174 
Service Products Co 175 New Indiana Chair Co 112 Bainbridge, Kimpton & Haupt 108 
ies: Gini Revel Metal Mfc. Co 192 Columbia Rib. & Carb. Mfg. Co...101 
Shaw-Walker Co 59 Copy Papers, Inc 176 
Boorum & Pease Co .. DT Sikes Co The 61 Dick, A B., Company 3 
National Blank Book Co 119 Sturgis Posture Chair Co 132 Graphic Duplicator Co 59 
Rockwell Barnes Co 185 Wells Office Furniture Co 142 Heyer Corp., The 193 
Wilson Jones Co 37 Chairs (Posture) rn Supplies Co 35 
Blue print and Plan File Cabinets sright Chair Co 159 ittag & V : 
All-Steel-Equip. Co 131 Cramer Posture Chair Co 105 Mittag & Voiger, In 113 
TeckceancMaben tin De Domore Chair Co 103 Old Town Ribbon & Carbon Co 41 
Art Metal Construction Co 53, 65 Fritz-Cross Company 171 Red Feather Products, Ltd 63 
Art Steel Sales Corp 93, 94, 95, 9 General Fireproofing Co., The....38, 39 Rex-O-Graph, Inc 172 
Browne-Morse Co te Gunlocke, The W. H. Chair Co 141 Shallcross Co., The : 163 
Cole Steel Equipment Co 100 Harter Corporation 123 gs Ae ig ge gf 
Columbia Steel Equip. Co 19] High Point Bending & Chair Co...114 + era ts eee esas ae 
Corry-Jamestown Mfg. © 57 Jasper Chair Co 134 “pps ‘a: ’ rae 
General Fireproofing Co es Tr ag 4 Jasper Seating Co 162 Starkey Paper & Supply Co 184 
Globe Wernicke Co The F 50, 5] Shaw-Walker Co 59 Technygraph, The... . 175 
Invincible Metal Furn. Co 135 Sikes Co., The 61 vite Ware & Syuip. Co ape 
Peerless Steel Equip. Co : 181 Sturgis Posture Chair Co 132 Dupileating Machines, Used 
Pronto File Corp ‘ 129 Wells Office Furniture ¢ 142 Mailers’ Service & Equip. Co 163 
Shaw-Walker Co 59 Chairs, Tablet Arm 
Yawman and Erbe Mfg. Co 115 Jasper Chair Co 134 Envelope Sealers & Openers 
Mtge . need eer i me 189 Commercial Controls Corp 127 
on oxes N eee ite : tr 
Art Steel Sales Corp 93, 94, 95, 96 New Indiana Chair Co 112 ry . 
General Fireproofing Co.. The.38, 39 Check Book Covers & Passbooks Globe = a . al 10 
Globe-Wernicke Co., The 50, 51 Amer. Passbook Co ---.184 on tage: oll ag e 
Phen ; natch Ceteeiters & Wether Northern States Envelope Co. 136 
00 ases ‘ ; s Quality Park E 0 C g 
All-Steel-Equip. Co 131 Hall-Welter Co 191 mer gd mgt . The pl 
a Metal Construction Co 53, 65 Checks, Stamped Metal Wilson Jones Co 37 
trowne-Morse Co 55 Dayton Stencil Works 3 
Corry-Jamestown Mfg. Co................. 157 Meyer & Wenthe Tne 7 — a. 
Piceiete ~ se . - ge + Aigner, a, ew 0 76 
Gio! ; Wernieke = “Ti - 50° 51 Cte Beards ne 184 
ilob ernic . ’ 50, 5 (Ss na ‘lip Bo —e hee 7 F 
Gunn Furniture Company 129 See Arch and Clip ard Files Meier, Joshua Co 120 
Michigan Desk Co "15 Coin Bags, Trays & Wrappers Erasers 
New England Woodworking Co 146 Art Steel Sales Corp 93, 94, 95, 96 Blaisdell Pencil Co 171 
Peerless Stee Passin 7 Downey, ( L. Co 167 i > ‘ruc ’ sh 
: § 1 Equir Co 181 Dixon, Joseph, Crucible Co 156 
Shaw-W alker Co ; 59 Copyholders Faber, Eberhard Pencil Co 143 
Wabash Filing Supplies, Inc Acco Products, Inc 68 Koh-I-Noor Pencil Co 162 
Weis Mfg. Co.. 71, 72, 73, 74 Dawn Mfg. Corp., The 191 Roberts, Weldon, Rubber Co 191 
Yawman and Erbe Mfg. Co.............115 Rite-Line Sales Co Inc 170 E Book 
Bookkeeping Machines Wells Office Furniture Co 142 g eyed Publishit — 18h 
nderwood Elliott Fisher....Back Cover Costumers noodle =, 
Fair Furniture Co 126 Eyelets & Eyelet Fasteners 
a my Anal Index ( 12: Globe-Wernicke Co., The 50, 51 Sates Mfg. Company 109 
) e & de ) 2 ee Ss Stee ‘quip 0 ? 5 
Art Steel Sales Corp 03, 94. 95, 9F sat Oy pom ‘ 181 Rivet-O Mfg. Co 185 
— oe Equipment Co. - 100 Vogel-Peterson Company 180 File Boxes, Fibre Collapsible 
_ tty, ome Ca. The ; met Wells Office Furniture Co 142 Bankers Box Co 137 
om p arnes ri) &5 Sarkley, C. L & Co R2 
Weis Mfg. Co 71. 72. 73. 74 Crayons Globe-Wer : T 51 
iia ‘ Dixon, Joseph, Crucible Co 156 dlobe-Wernicke Co The 0, 51 
Brief & Zipper Cases . , , aUuCe ae Guide System & Supply Co 144 
Master-Craft Corp., Div, 8-W.......79 Cushions & Pads, Chair Gutord Ziling Supply Co 85 
Stationers Loose Leaf Co ‘ 187 wae Leather Furr . 139 Pronto File Corp 129 
Stein Bros., Mfg. Co., Inc 133 fair Furniture Co 126 Weis Mfg. Ce 71, 73, 20, 08 
Calculating Devices oes. i ie 109 File Boxes, Metal 
( colonial Company ....182 Consol ic a re a Mf ( 184 Art Metal Construction Co 53, 65 
Consolidated Business Systems, Inc. 180 Fulton Specialt s "Co. s 158 Art Steel Sales Corp 93, 94, 95, 96 
Meilicke Systems, Inc 183 Meyer & Wenthe, Ir 167 Cole Steel Equipment Co 100 
Victor Safe & Equipment Co 138 Rivet-O Mfg ( ) 185 Globe renee ate. Ne 4 
7 aoa . . - 4 Globe ernicke Co The 50, 51 
Calculating Machines # “a acer he — A Png Co -----e- 187 Peerless Steel Equip. Co 181 
Allen Calculators, Inc 7 Superior ype - 1, 18% Pronto File Corp 129 
Friden Calculating Mach. Co 178 Desk Lamps Remington Rand, Inc 13 
Monroe Cale. Machine Co ...149 Dawn Mfg. Co 191 Rockwell-Barnes Co 185 
Victor Adding Machine Co 145 Van Dyke Industries 164 Shaw-Walker Co 59 





Victor Safe & Equip. Co 138 


Weis Mfg. Co 3 71, 72, 73, 74 
Filing Cabinets, Insulated 
Meilink Steel Safe Co 106 
Shaw-Walker Co. 59 
Victor Safe & Equip. Co 138 
Filing Cabinets, Metal 
All-Steel-Equip. Co. 131 
Anderson-Hickey Co 98 
Art Metal Construction Co 3 65 
Art Steel Sales Corp 93, 94, 95, 96 
Browne-Morse Co 55 
Cole Steel Equipment Co 100 
Columbia Steel Equip. Co. 121 
Corry-Jamestown Mfg. Co. 157 
General Fireproofing Co., The 38, 39 
Globe-Wernicke Co., The : 50, 51 
Invincible Metal Furn. Co. 135 
Metal Office Furniture Co 91 
Peerless Steel Equip. Co 181 
Shaw-Walker Co. 59 
Victor Safe & Equip. Co. 138 
Weis Mfg. Co. 71, 72, 73, 74 
Yawman and Erbe Mfg. Co 115 
Filing Cabinets, Wood 
Art Metal Construction Co 53, 65 
Art Steel Sales Corp. 93, 94, 95, 96 


Bainbridge, Kimpton & Haupt, Inc 4 
Browne-Morse Co 


Business Efficiency Aids 186 
General Fireproofing Co., The 39 
Globe-Wernicke Co., The 50, 51 
Imperial Methods Co 161 
Indiana Desk Co 153 
Michigan Desk Co 150 
New England Woodworking Co. 146 
Peerless Steel Equip. Co 181 
Perma-Bilt Equipment Co 185 
Shaw-Walker Co 59 
Victor Safe & Equip. Co. 138 
Weis Mfg. Co 71, 72, 73, 74 
Wells Office Furniture Co. 142 
Yawman and Erbe Mfg. Co 115 
Filing Supplies 
Acco Products, Ine 68 
Aigner, G. J., Co 76 
Amberg File and Index Co. 125 
Art Metal Construction Co 53, 65 
Barkley, C. L., & Co 82 
Browne-Morse Co. 55 
Cooke & Cobb Co 110 
Corry-Jamestown Mfg. Co 157 
General Fireproofing Co., The....38, 39 
Globe-Wernicke Co., The 50, 51 
Guide System & Supply Co. 144 
Imperial Methods Co 161 
Metal Office Furniture Co. 91 
Northern States Envelope Co 134 
Oxford Filing Supply Co................. 85 
Pronto File Corp 129 
Quality Park Envelope Co. 80 
Rockwell-Barnes Co ; 185 
Shaw-Walker Co. 59 
Smead Mfg. Co.. Inc., The................. 67 
Victor Safe & Equip. Co. mane 
Wabash Filing Supplies, Inc 155 
Warshaw Mfg. Co 166 
Weis Mfg. Co. 71, 72, 73, 74 
Yawman and Erbe Mfg. Co. 115 
Finger Pads 
Speed Products Co 111 
Flags, Reemployed Service Men’s 
Service Flag & Emblem Co. 159 


Folders (See Filing Supplies) 
Fountain Pens, Mfrs. 


Esterbrook Pen Co 70 
Eversharp, Incorporated ai 117 
Se eS .. 87 
Sheaffer, W. A. Pen Co 81 
Globes, Geographical 
Cram, The George F., Co 170 
Gummed Cloth Rings 
traff, Geo. B., Co 166 
Warshaw Mfg. Co 166 
Gummed Tape & Sealing Machines 
Metal Specialties Mfg. Co. 75 


Honor Rolls 
Acme Bulletin & Dictionary Corp. 185 
U. S. Bronze Sign Co. 182 


Income Tax Data Files 


Bureau Systems Co 158 
Index Card me 
Cook, H. , ©o 162 
Graff, Geo. ie RS oda 
Victor Safe & Equip. Co. 138 
Index Tabs 
Aigner, G. J., Co. “sh 76 
Amberg File and Index Co 125 
Barkley, €. L., & Co R2 
Globe-Wernicke Co The 50, 51 
Guide System & Supply Co 144 
Markilo Co 184 
Master-Craft Corp., Div. S-W 79 
Shaw-Walker Co. 59 
Sheppard, The ©. E., Co . 168 
Speed Products Co 111 
Victor Safe & Equip. Co 138 
Inks (Writing), Adhesives, Ete. 
Higgins Ink Co., Inc. ; 189 
Rivet-O Mfg. Co 185 
Stewart, R. A., & Co 187 
Inkstands 
Sengbusch Self Ci. Inkst’d Co....186 
Knives, Office 
Riolem Company 1 85 


(Continued on page 7) 
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THE CLASSIFICATION 


(Continued from page 6) 


Labels 
Imperial Methods Co. 161 
Oxford Filing “tated Co 85 
Smead Mfg. Co , 67 
Warshaw Mfg. Co...... 166 
Weis Mfg. Co 71, 73, 73, 74 

Ladders, Library, Store & Vault 
Cotterman, I. D J 83 


Leads for Mechanical Pencils 
Autopoint Company a 
Dixon, Joseph, Crucible Co 15 
Eversharp, Incorporated 11 
Faber Eberhard Pencil Co 14 
Kahn, David, Inc aay ~ 
Rite-Rite Mfg. Co 18 
Sheaffer, W. A., Pen Co 8 

Leather Goods 
Stein Bros. Mfg. Co., Inc. 133 


Leather Upholstered Furniture 


Bright Chair Co. 159 
Ehrlich Upholstery Works ae | 
Gunlocke, The W. H. Chair Co.....141 
Jasper Chair Co. 134 
New Indiana Chair Co.. 112 


Letter Trays (See Desk Trays) 
Library Equipment 
All-Steel-Equip. Co. a 3 
Art Metal Construction Co 5. 5 
Art Metal Sales Corp. 3, 94, 96 
Corry-Jamestown Mfg. a int 
General Fireproofing Co., The ....38, 39 


Globe-Wernicke Co., The..... 50, 51 
Peerless Steel Equip. Co....... 181 
Shaw-Walker Co. . 59 
Yawman and Erbe Mfg. Co 115 
Lockers and Storage Cabinets 
All-Steel-Equip. Co. eee 
Anderson-Hickey Co oR 98 
Art Metal Construction Co 53, 65 
Art Steel Sales Corp ...93, 94, 95, 96 
Browne-Morse Co. : : 55 
Corry-Jamestown Mfg. Co. 157 
General Fireproofing Co., The...38, 39 
Globe-Wernicke Co., The .. 50, 51 
Invincible Metal Furniture Co 136 
New England Woodworking Co. 146 
Shaw-Walker Co. : ~ 59 
Yawman and Erbe Mfg. Co. 115 
Loose Leaf Books & Systems 
Amberg File and Index Co.............125 
Booram B PeaSO CO. .cccccccccoccscsse... 57 
Feldco Loose Leaf Co............. 177 
Master-Craft Corp., Div. S-W. 79 
National Blank Book Co.. ; 119 
Sheppard, The C. E., Co........ 168 
Stationers Loose Leaf Co...... 187 
Wilson Jones Co. ; m 5 37 
Loose Leaf Metals and Devices 
Columbia Trading Corp : em 
Sheppard, The C. E., Co 168 
Wilson Jones Co. 37 
Loose Leaf Sheet Covers, Celluloid 
Aigner, G. J., Co. : 76 
Markilo Co...... 184 
Meier, Joshua Co ‘ 120 
Wilson Jones Co. 37 
Mail Distributors 
Globe-Wernicke (Co., The 50, 51 
Victor Safe & Equip. Co 138 
Mailing Machines 
Commercial Controls Corp 27 
Map Tacks 
Graff, Geo. B., Co...... 166 
Moore Push Pin Co.... ---.182 
Maps 
Cram, The George F., Co 170 


Matched Office Suites 
Art Metal Construction Co 
General Fireproofing Co., The 





Globe-Wernicke Co., The............50, 51 

Leopold Co oe piles 165 

Royal Metal Mfg. Co.......... 192 

Shaw-Walker Co.... Lisvacentichetet 59 
Memorandum Books 

Boorum & Pease Co _ . 67 

Gibbons, Thomas H., & Company.... 99 

Master-Craft Corp., Div. S-W........ 79 

National Blank Book Co.......... 119 

Rockwell-Barnes (Co..................-.- 185 

Wilson Jones Co..........00........ ’ sae 
Memorandum Devices 

Autopoint Company luckevccoee 

Bates Mfg. Company ....109 
Mending Tape 

Warshaw Mfg. Co.......... ...166 
Metal Badges, Checks, Tokens, Ete. 

Dayton Stencil Works 183 

Meyer & Wenthe, Inc. 167 
Metered Mail Systems 

Commercial Controls Corp 127 
Moisteners 

Metal Specialties Mfg. Co... 175 

Mohler, A....... : 183 

Rivet-O Mfg. Co. ....185 


Sengbusch Self Cl. Inkst’d Co 186 
Numbering Machines 


Bates Mfg. Company 109 
Roberts Numbering Mach. Co 163 
Office Partitions and Railings 
Globe-Wernicke Co., The 50, 51 
Office Printing Outfits 
Fulton Specialty Co : 158 
Pads, Figuring 
Boorum & Pease Co. : 57 
National Blank Book Co 119 
Rockwell-Barnes Co exvnaseisees ane 
Wilson Jones (Co.... . 37 
Paper 
Agency Paper Co 89 
Eaton Paper Corp 179 
Rockwell-Barnes Co. 185 
Wansco Paper Products Co.. In 69 
Paper Clamps 
Acco Products, Inc 68 
Cook, EK: C., Coa 162 
Esterbrook Pen Co 70 
Graff, Geo. H., Co 166 
Hunt, C. Howard Pen Co 166 
Vail Manufacturing Co.. . 90 
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Paper Fastening Machines Rubber Stamps 

Ace Fastener Corp 75 Meyer & Wenthe, Inc 167 
Acme Staple Co 182 Stewart, R. A & Co 187 

Bates Mfg. Company 109 Superior Type Co 154, 187 

Markwell Mfg. Co 62, 116 

Neva-Clog Products, Inc 107 Rubber Type . a . - 

Sneed Products Co 111 — 5 ee Co , 8 

Vie Safe & E m 8 Stewart, A., & Co 87 
sine afe & Equip. ¢ 138 Superior Type Co 154, 187 


Paper Fastening Stickers 


Feldco Loose Leaf Corp 177 Rulers, Transparent 


C-Thru Ruler Co 140 
Paste (See Inks, Adhesives, Etc.) 
Safes 
Pencil Sharpeners Art Metal Construction Co 53, 65 
Hunt, C. Howard Pen Co 166 General Fireproofing Co., The... 38, 39 
. 3 Globe-Wernicke Co., The 50, 51 
rea tee 169 Herring-Hall-Marvin Safe Co 118 
Rite-Rite Mfg wr 184 Invincible Metal Furniture Co 135 
Rhentes: Ok Pon te 81 Meilink Steel Safe Co 106 
ieee. = Remington Rand, Inc 43 
Pencils, Paper Wound Shaw-Walker Co. 59 
Blaisdell Pencil Co 171 retad Safe & Equip. Co 138 
av an urbe g ‘o 5 
Pencils, Weed Cased Keat awman and Erbe Mfg. ¢ 11 
Blaisdell Pencil Co 171 Scrapbooks 
Dixon, Joseph, Crucible Co. 156 Globe-Wernicke Co., The 50, 51 
Faber, Eberhard Pencil Co 148 Weis Mfg. Co. 71, 72, 73, 7 
General Pencil Co 78 Wilson Jones Co 37 
es Pent — . In . Secretary Desks 
Swan Pencil “Co 158 Art Metal Construction €o 53, 65 
sess ‘ General Fireprocfing Co., The...38, 39 
Penholders Globe-Wernicke Co., The 50, 51 
Dixon, Joseph, Crucible Co. 156 Peerless Steel Equip. Co 181 
Shaw-Walker Co. 59 
Pens, Steel } Wabash Filing Supplies, Inc 155 
Esterbrook Pen Co : ses : 
Hunt, C. Howard Pen Co 166 Shelving 
Sengbusch Self Cl. Inkst’d Co 186 All-Steel-Equip. Co. 131 
Art Metal Construction Co 53, 65 
Pins and Pin Containers Browne-Morse Co. 55 
Vail Mfg. Co...... 90 Corry-Jamestown Mfg. Co. 157 
General Fireproofing Co., The....38, 39 
a Pb cna 64 Globe-Wernicke Co., The 50, 51 
Rectal ten ¥ Shaw-Walker Co. 59 
osta eters 
Commercial Controls Corp 127 Signs, Changeable Letter . 
Acme Bulletin & Dir. Corp 185 
Postal Seales 2 
Commercial Controls Corp 127 Slide Rules 
‘ C-Thru Ruler Co 140 
Presentation Covers 
Amberg File and Index Co 125 Stamp Affixers 
Oxford Filing Supply Co. &5 Commercial Controls Corp 127 
Smead Mfg. Co : 67 Sinsin Haile 
Price & Sign Markers Fulton Specialty Co 158 
Fulton Specialty Co 158 Meyer & Wenthe, Inc 147 
Stewart, R. A., & Co. 187 Phillips Process Co 182 
Superior Type Co 154, 187 Rivet-O Mfg. Co 185 
Publishers Rockwell-Barnes Co.. 185 
British Stationery Exporter 183 Stewart, R. A.. & Co. --- 187 
Superior Type Co. 154, 187 
Punches 
Acco Products, Ine : 68 Stands for Office Machines 
Bates Mfg. Company 109 All-Steel-Equip. Co 131 
Boorum & Pease Co., The 57 Allied Metal Products Mfg. Co 181 
Globe-Wernicke Co The 50, 51 Ames Supply Co. 64 
Metal Specialties Mfg. Co 175 Anderson-Hickey Co 98 
National Blank Book Co. 119 Art Steel Sales Corp. 93, 94, 95, 96 
Wilson Jones Co 37 Fair Furniture Co. 126 
. General Fireproofing Co., The....38, 39 
Push Pins 5 . Globe-Wernicke (o., The 50, 51 
Moore Push Pin Co 182 Harter Corporation 123 
Ribbons and Carbons Peerless Steel Equip. Co 18} 
Allen & Co.. ; 162 Sturgis Posture Chair Co 132 
Ames Supply Co..... 64 Wells Office Furniture Co 142 
tm Rib. & Carbon Co 159 Staple Extractors 
odo Mfg. Corp 160 2 “yates . on 
Columbia R. & C. Mfg. Co 101 r pee ( nt oe e . 175 
Copy Papers, Inc 176 Setal Speciality Aire. baa ie’ 
Little, A. P., Ine... 170 Staples and Stapling Machines 
Manifold Supplies Co.. . 35 Ace Fastener Corp 75 
Mittag & Volger, Ine 113 Acme Staple Co 182 
Old Town Rib. & Carb. Co wee 41 Bates Mfg. Company 109 
Pacific Car. & Rib. Mfg. Co 151 Markwell Mfg. Co... 62, 116 
Peerless Imperial Co. 45 Neva-Clog Products, Ini 107 
Phillips Process Co 182 Speed Products Corp. 111 
Regal Typewriter Co. 174 Vail Manufacturing Co aoe 
Remington Rand, Ine. .. 43 
Royal Typewriter Co., Inc 49 Stencils, Brass 
Shallcross Co., The 163 Dayton Stencil Works ' 183 
Storms, H. M., Co 88 . 
Underwood Elliott Fisher. Back Cover | Stenographers’ Note Books 
U. S. Typewriter Ribbon Mfg. Co. 147 National Blank Book Co 119 
Lo 3 3G eae 2 Rockwell-Barnes Co. 185 
Write, Ine. 166 Stools 
Rubber Bands Harter Corporation 123 
Faber, Eberhard Pencil Co ---.143 Wells Office Furniture Co 142 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 
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Typewriters, Rebuilt and Used 


Storage and Transfer Cases 


All-Steel-Equip. Co, ...131 
Amberg File & Index Co 125 
Art Metal Construction Co 43, 65 


Art Steel Sales Corp.........98, 94, 95, 4 
Bankers Box Co. 


Barkley, C. L., & Co. Late i aH 
Browne-Morse Co ; 55 
Cole Steel Equipment Co 100 
Columbia Steel Equip. Co. 121 
Corry-Jamestown Mfg.* Corp. eee ty 
General Fireproofing Co., The....38, 39 
Globe-Wernicke Co., The .......... 50, 51 
Guide System & Supply Co..00.1 

Imperial Methods Co 161 


Invincible Metal Furniture Co....135 
Metal Office Furniture Co.__........... 


Peerless Steel Equip. (Co.................181 
Pronto File Corp. <1 29 
Rockwell-Barnes Co. nwvcseel OO 
Shaw-Walker Co 59 
Weis Mfg. Co. 71, 72, 78, 74 


Yawman and Erbe Mfg Co. ba 115 
Store Fixtures and Equipment 


All-Steel-Equip. Co. 131 
Strong Boxes, Fire Protected 
Herring-Hall-Marvin Safe Co 118 
Meilink Steel Safe Co. 106 
Tables 
Art Metal Construction Co. 53, 65 
Browne-Morse Co. > 55 
Corry-Jamestown Mfg. Co. . 157 
General Fireproofing Co., The....38, 39 
Globe-Wernicke Co., The...... 50, 51 
Mutschler Bros. Co. 167 
Peerless Steel Equip. Co. : 181 
Shaw-Walker Co. . 59 
Victor Safe & Equip. Co.......... 138 
Wells Office Furniture Co. ce 142 
Tabulation and Statistic Machines 
Remington Rand, Inc... . 48 
Tax Record Books * * omesouns 
Bureau Systems 0. 158 
Commonwealth Publishing Co.........184 
Krumwiede, Elmer & Assoce...........I74 
Telephone Accessories 
Bates Mfg. Company 109 
Victor Safe & Equip. Co.. 138 


Telephone Stands 


Art Metal Construction Co 65 
Art Steel Sales Corp. 93, 94, 95, 96 
General Fireproofing Co., The....32, 39 
tlobe-Wernicke Co., The ....50, 51 
Peerless Steel Equip. Co. anne 
Shaw-Walker Co. . 59 
Yawman and Erbe Mfg. Co. 115 
Thumb Tacks 
Graff, Geo. B., Co....... 166 
Ticket Holders 
Aigner, G. J., one ne 
Vail AL... Co 90 
Trimming Boards 
Photo Materials Co. 170 
Tying Bands & Devices 
Rochester Wire-O-Binding Co. 182 
Type, Typewriter 
Ames Supply Co. . 64 
Typewriter Cleaning Material 
Ames Supply Co. ... 64 
Bainbridge, aa & —— Ine 108 
Cardinell Corp........... TO 
Clarotype Co. co 184 
Mittag & Volger, Inc. , 113 
Norta Distributing Co. REM 
Red Feather Products, Ltd............._ 63 
Regal Typewriter Co. : me 
Rivet-O Mfg. Co......... | 
Webster, F. 8., Co. 2 


Typewriter Cushion Keys 
Ames Supply Co........ Jevcietan: a 
Peerless Imperial Co....... sinheenameies 
Speed Key Mfg. Co. casi 
Speed Products Co.. dll 

Typewriter Cushion Knobs ‘and Bases 
Amer. Hair & Felt Co........ 1 
Ames Supply Co............... 
Peerless Imperial Co......... 





Typewriter Parts and Tools 


Ames Supply Co............ 64 


Typewriter Tables 
(See Stands for Office Machines) 


Typewriters, Mfrs. of 


Remington Rand, Inc. 43 

Royal Typewriter Co. . 49 

Smith, L. C., & Corona Type- 
writers 

Underweod Elliott Fisher... Back Cover 

Woodstock Typewriter Co.. 97 


Regal Typewriter Co.........................174 
Visible Systems Squipment 

Acme Visible Records, Ine............. 47 
Aigner, G. J., Co. 76 
Art Metal Construction Co.........53, = 
Boorum & Pease Co. 

Globe-Wernicke Co., The..... 50, si 
Master-Craft Corp., Div. S-W... 
National Blank Book Co... “119 


Postindix Co., Div. Art Metal 
Construction Co, 
Remington Rand, Ine.. 

Shaw-Walker Co 





Sheppard, The C. E., Co... —_— | 

Victor Safe & Equip. Co... 188 

Wilson Jones Co. seme 37 

Yawman and Erbe Mfg. Co. wed 1S 
Wardrobe Racks 

New England Woodworking Co.........146 

Vegel-Peterson Company............. 180 


Waste Baskets 


Art Steel Sales Corp.........93, 94, 95, 96 
Bainbridge, Kimpton & Haupt, ine he 
Cole Steel Equipment Co........ ..100 
Corry-Jamestown Mfg. betaaet Se 
Federal Fibre Corp. siisibafioad 
General Fireproofing Co., The...38, 39 


Globe-Wernicke Co., The 50, 51 
Peerless Steel Equip. Co 18 
Shaw-Walker Co....... . awe O89 


Wholesale Stationery 


Bainbridge, Kimpton & Haupt, Inc 108 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


2,367,683. Cap for Pencils, Pencil-Pen Combinations, 
or the Like. Serafin G. Lopez, New York, N 
Application September 27 1943, Serial No. 503 
Granted January 23, 1945 

367,687. Binder. Edwin M. Phill 
Application September 
_ Granted January 23,. 1945 

: 714, Control Valve for Automatic Typewriters. 
George W. Carlson, Pittsburgh, Pa., assignor to Robert 
H. McClintic, Pittsbur Pa Applica January 23, 
Serial No. 427.896. Granted January 23, 1945 
849. Follower for File Drawers. Fred C. Drebes 
Chicago, Ill., assignor to Boynton & Company, Chicago 

1 corporation of Illinois. Application F 


» 3 
gg2 


ips, East Orange 
1942, Serial No. 




















26, 1944, Serial No. 524.022. Granted January 23, 1945 


? 368,124 Attachment for Mimeograph Machines. 


John A. Ell 
ruary 1 ] 
30, 1945 
2,368,226. Comparative Data File. Robert J. L. Lee 
Cleveland, Ohio, assignor to The McBee Company 
Athens, Ohio, a corporation of Ohio. Application Feb 
3, 1943, Serial No. 474,507. Granted January 


tt, Jr., Teaneck, N. J. Application Fet 


Serial No. 474,409. Granted January 





ruary 


2,368,262 Tape Sealer. John Oftedahl and Everett 
J. Oftedahl, Forest Park, Il Application August 27 
1943, Serial No. 500,254. Granted January 30, 1945 

2,368,311 Computing and Listing Machine. Louis 
M. Liorens, Great Barrington, Mass., assignor, by 
mesne assignments, to Swift Business Machines Cor 
poration, Great Barrington, Mass a corporation 
omar Application February 5, 1942, Serial No 
29 587 Granted January 30 94 

2,368,347. Geographical Globe Construction. Olaf A 
Colberg, Maywood, Ill assignor to Replogle Globes 
In a corporation of Illinois Application March 9 
1942, Serial No. 433,95 Granted January 30, 1945 

2,368,349 Filing Cabinet Guide-Separator. Irving 
R. Cornish, Elmhurst, Ill assignor of one-third to 
George Noble Paxton and one-third to John Warren 
Paxton, both of Bloomington Ill Application Decem 
ber 18, 1943, Serial No. 514,789 Granted January 
30, 1945 

2,368,425 Fountain Pen. Benjamin F. Reynolds 
Stockton Calif Application March 4, 1944, Serial 
No 5,000 Granted January 30, 1945 
2,368,519. Letter Feed and Separator Unit. Alfred 
Burckhardt, Stamford, and Edward A. Sammis, Spring 
dale, Conn., assignors to Pitney-Bowes Postage Meter 
Co., Stamford, Conn., a corporation of Delaware Ap 
plication March 11, 1942, Serial No. 434,258. Granted 
January 30, 1945 

} Moistening Device. Alfred Burckhardt 














and F J. Rouan, Stamford, Conn assignors to 
Pitney Postage Meter Co Stamford, Conn a 
corporation of Delaware Application April 18, 1942 
Serial No. 439.452. Granted January 30, 1945 

2,368,526 Cash Register — Attached Automatic 
Stamp Issuing Apparatus. Jakob Deutsch Zasel 


Switzerland, assignor, by mesne assignments, to The 
National Cash Revister Company, Dayton, Ohio. a 
corporation of Maryland Application March 18, 1941 
Serial No. 384.012. Granted January 30, 1945 

2.368.531 Duplication System. Andrew L. Erick 
son, Cincinnati. Ohio. and Robert R. Haskell, Boston 
Mass., assignors to Ditto, Incorporated, Chicago, Tl 
a corporation of West Virginia Application May 10 
1943. Serial No. 486 Granted January 30, 1945 
2,368,552 7 Apparatus. Desmond R. La 
Place, Pittsburg Pa., assignor to Bocjl Corporation 
a corporation of "Delaware Anplication September ‘ 
1942. Serial No. 457,167. Granted January 30, 1945 

2,368,674 Sectional Platen. Albert W. Metzner 
Dayton. Obio, assignor to The Standard Register Com 
pany, Dayton, Ohio. a corporation of Ohio. Application 
September 11. 1941, Serial No 410,445 rranted 
February 6, 1945 

2,368,729. Ring Binder Mechanism. Frank Stanley 
Schade, Holyoke. Mass assignor to National Blank 
Book Company, Holyoke, Mass.. a corporation of Massa 
chusetts Application August 10, 1943, Serial No 
198.056. Granted February 6, 1945 

2.368.790. Punch. Paul O. Unger, Elmhurst, Tl 
assignor to Wilson Jones Co., Chicago, Tll.. a corpor 
ation of Massachusetts Application December 23 
1943, Serial No. 515,357. Granted February 6, 1945 
2.368.859. Drawer Lock. William C. Mayer, Jeffer 
son, Wis Application September 30, 19412, Serial No 
160,256. Granted February 6. 1945 

2.369.047. Mechanical Pencil Eraser Mounting. Hugo 
S. Hasselquist, Oak Park. Til assignor to Joseph 
Dixon Crucible Company, Jersey City. N. J a cor 
poration of New Jersey Application October 9. 19438 
Serial No. 505.635. Granted February 6, 1945 
2,369,069 Typewriter Desk. Mervyn ©. Mowat 








Chicago, Ill Application May 31 1943, Serial No 
489.133 Granted February 6, 1945 

2,369,080 Fountain Pen. Henry H. Schulman 
Bronx, and Michael Olswang, Queens, N. Y Appli 


cation September 17, 1943, Serial No. 502,846. Granted 
February 6, 1945 
.127. Typewriter Desk. William James Bargen 
Waukeran Tll. Application January 7, 1943, Serial 
No 7 92. Granted February 13, 1945 

2,36 0.341 Copyholder. Paul Kobler, Lynbrook, N 
Y Application bad es 93. 1940. Serial No. 366.863 
Granted Februa 13. 1945 

2,369,255 heaieiinn Machine. William H. Robert 
son and Willis E Eickman, Dayton, Ohio. assignors 
to The National Cash Register Company, Dayton, Obio 

corporation of Marvland Anplication September 25 
1941, Serial No. 412.346. Granted February 13, 1945 

2.369.314. Water Supply System for Envelope Seal- 
ina) Machines. Commodore D. Ryan, Los Angeles 
Calif assignor to Commercial Controls Corporation, a 











corporation of Delaware Application August 13, 1942 
Serial No. 454.687 Granted: February 13. 1945 

2,369,315. Typewriting Machine. Walter T. Sagner 
West Hart ford, Conn assignor to Underwood Elliott 
Fisher Company, New York, N. Y a corporation of 
Delaware. Application June 4, 1942, Serial No, 445,732 
Granted February 13, 1945 

2,369,430 Key Controlled Calculating Mechanism. 
Samuel Brand, Binghamton, and James M. Cunning 
ham, Endicott, N. Y., assignors to International Bus 
ness Machines Corporation, New York, N. Y., a cor 
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69,445 “Typewriter Attachment. Raymond Do 140,307 ‘Design for a Mechanical Pencil or Similar 
hing, N. Y. Application July 17, 1942, Serial N patio. Hans A. Bauer, Fred D. Woods, and Garfield 
3. Granted February 13, 1945 Zeckstrom, Chicago, Ill., assignors to Autopoint 
2,369,49 gore ce Gustav J Sens Mi Company, Chicago, Ill a corporation of Illinois Ap 
w Luke e, Wis Applic on September 2s, Seri eation December 2, 1944, Serial No. 116,670. Granted 
No. 459,932 Granted February 13, 1945 February 13, 1945 
2,369,574. Loeking Mechanism for Typewriting Cal- 140.308. Design for a Memorandum Desk Pad Unit 
culating Machines. Hugo Ernst Kammel, Zella-Mehlis or Similar Article. Garfield L. Beckstrom, Chicago, 
Germany ; ted in the Alien ‘Proper Custodiat il assignor to Autopoint Company, Chicago, Ill a 
Application July 31, 1939, Serial No. 287,669. Granted corporation of Illinois. Application October 25, 1944 
February 194 Serial No. 115.959. Granted February 13, 1945. 
2,369,580. Chair. Edward L. Koenig, Wilmette, ‘1 10,313. Design for a Perpetual Calendar. Theodor« 
Application June 28, 1943, Serial No. 492,477. Gra 1. Ignall, Great Neck, N. Y., assignor to 
February 1 : Products Corporatior Long Island City N Y a 
DESIGN PATENTS apecaesen of New York Application November 11 
0 Design for a Fountain Pen. Arti Winter, l 1. Serial o. 116,280. Granted February 138, 1945 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 


Office Equipment and Supplies Agencies Sought for Greece.—Dino 8. 
Saltiel, Patission Street No. 89, Athens, Greece, an officer of the Greek 
Army on leave and before the war manager of the stationery department of 
his father’s firm, Fils d’ls. S. Saltiel, general agency, Salonica, Greece, 
wishes to establish agency relations with U. 8S. manufacturers of office 
equipment, machines and supplies for Greece and the Middle East. He ex- 
presses a special interest in paper products and typewriters 

Mr. Saltiel has made a study of general and commercial potentials in 
Greece, Egypt, Palestine and Syria, and has evolved a sales plan in 
cluding traveling disp'1ys; personal demonstrations; advertising and pro 
motion through billboards, car and bus cards, newspapers, magazines, 
folders and souvenirs. References given by Mr. Saltiel are as follows: Wm. 
A. Leach & Co., Ltd., 9 Burnett Street, Bradford, England; A. D. Juilliard 
& Co., Inc., New York, N. Y.; Palestine Discount Bank, Ltd., Tel Aviv, 
Palestine; Kedem Ezrahit Co., Ltd., P. O. 504, Tel Aviv, Palestine; Soc. 
Anonyme des Drogueries d’Egypte, 12 Mahdi Street, Cairo, Egypt; Manu 
facture Nationale de Couvertures, 377-381 Rue du Canal, Mahmoudieh, 
Alexandria, Egypt. 


Bolivian Firm Desires to Augment Present American Lines Handled. 
Arauco Prado & Company, Casilla 680, La Paz, Bolivia, exclusive repre 
sentatives for ten well-known manufacturers in the United States, has 
signified its intention of adding several more American lines, exportation 
of which is not prohibited. The firm is particularly interested in the follow- 
ing: advertising novelties, mechanical pencils, pencil boxes, calendars, office 
furniture, numbering and date stamps, leather items, portfolios, letter files 
and document filing envelopes. The company announces that any offers 
made should be for immediate shipment and that payment for all goods 
will be made through reputable banking houses. Companies now represented 
include Remington Rand, Inc., Buffalo, N. Y.; Marchant Calculating Machine 
Co., Oakland, Calif.; The Globe-Wernicke Co., Cincinnati, Ohio; York Safe 
& Lock Co., New York; Eversharp, Inc., Chicago; D. Gestetner, Ltd., Lon 
don, England; Speed-O-Print Corp., Chicago; Ace Fastener Corp., Chicago; 
Corning Glass Works, Corning, N. ¥ Sylvania Electric Products, Ine., 
New York. 

Swiss Company Seeking to Re-establish Relations with American Firms. 
The 40-year-old firm of J. F. Pfeiffer, Ltd., Lowenstrasse 61, Zurich, Swit- 
zerland, is now laying the groundwork for establishing new post-war con- 
uections and renewing former relations with American manufacturers inter- 
ested in re-entering the European office equipment field. The company 
concentrates exclusively on the distribution of office machines, steel office 
furniture, card files, time recorders and other office appliances. J. F. 
Pfeiffer, Ltd., is prepared to act as general agents, or to supervise gen- 
eral agencies, train sales staffs or organize repair and service shops in the 
various European countries. Financial references in the United States in- 
clude National City Bank, Chase National Bank and Guarantee Trust Com 
pany, all of New York. Present mail regulations limit letters to not more 
than one ounce. All communications should be addressed to the attention 
of H. Max Wolfsenberger, managing director. 


Importer in Palestine Wants Fountain Pen and Mechanical Pencil 
Lines.—Office Equipment sraun & Son, 13 Herzl Street, Tel-Aviv, 
Palestine, desires to establish agency relations with American manu- 
facturers of fountain pens and mechanical pencils. The Palestinian firm 
is well established and is now functioning as representative of the Dicta- 
phone Corporation, Marchant Calculating Machine Company, and L. C. 
Smith & Corona Typewriters, Inc. The bank reference given is General 
Commercial Bank, Ltd., Tel-Aviv, Palestine. 





Belgian Firm Wants to Establish Exclusive Representation for Office 
Machines, Steel Furniture and Air Conditioners...Soc. Anon. Hansma, 12, 
Lge Nieuwstraat, Antwerp, Belgium, is interested in contacting American 
manufacturers who desire to set up exclusive agencies in that country for 
post-war distribution of typewriters, bookkeeping and calculating machines, 
steel furniture and office air conditioners. Communications should be ad- 
dressed to the attention of J. Hansma, manager. 


Office Equipment and Supply Lines Sought by Cuban Dealer.—Mr. Jose 
Picayo Martinez, Empedrado No. 409, Bajos, Havana, Cuba, wishes to add 





to his present line of equipment and utilities for the office similar lines 
made by manufacturers in the United States. Mr. Picayo offers his serv- 
ices as a representative on a commission basis. 


Wanted at Home 


New Jersey Office Machine Dealer to Expand Departments.—The Central 
Duplicating and Typewriter Company, 511 Broadway, Camden, N. J., is 
expanding its office supply, stationery and greeting card departments, and 
is interested in receiving catalogs, price lists and trade literature from 
manufacturers of these lines. The firm is one of the largest office machine 
outlets in southern New Jersey, where they have conducted business for 25 
years. It is located in its own building, fronted by spacious show windows, 
on the leading business street of Camden. All communications should be 
addressed to the attention of Edward J. Toussaint. 


Maine Publishing Company Enters Office Supply Field...The Journal Pub 
lishing Company, Journal Building, Belfast, Me., has announced its en 
trance into the office supply business. They are interested in communi- 
cating with any companies desiring state representatives for lines in 
Maine, and in receiving catalogs, prices, discounts and other trade infor- 
mation from well-established manufacturers in the field. All letters and 
mailings should be addressed to the attention of Alton H. Crone, manag- 
ing editor. 


Established Wisconsin Firm Wants Recent Trade Literature...Emmons 
Stationery and Office Supply Company, Stevens Point, Wis., which recently 
purchased the uptown store of the Marathon Press, Inc., Wausau, Wis., 
is interested in building up a purchase reference file at their new store. 
Manufacturers are asked to send catalogs and price lists to the Emmons 
store at 528 Third Street, Wausau, Wis. 


Dealer Opening New Store in Indiana Desires Trade Literature._.J. EK. 
Karr, who will open a new office supply and furniture store in Muncie, 
Ind., early in April, would appreciate receiving manufacturers’ catalogs 
and price lists at his present address, 1623 West 103rd Street, Chicago 43, 
Ill., until March 25. 


CORPORATION REPORTS AND 
FINANCIAL NOTES 


Burroughs Adding Machine Company, Detroit, Mich.—On January 23, the 
Burroughs Adding Machine Company declared a dividend of ten cents, 
payable on March 5 to stockholders of record, February 2. Previous pay- 
ment was a quarterly of 15 cents on December 5. (New York Sun, Janu- 
ary 24.) 











The General Fireproofing Company, Youngstown, Ohio.— Directors of The 
General Fireproofing Company at Youngstown have declared a dividend of 
25 cents a share on common stock, payable March 10 to stock of record, 
February 27. They also authorized a preferred dividend of $1.75 a share, 
payable April 2 to stock of record, March 20. For the last two years the 
company has paid 25 cents in each of the first three quarters and 50 cents 
in the final quarter.—AK 


International Business Machines Corporation, New York, N. Y.—A divi- 
dend of $1.50 per share was declared by the company on January 17, pay- 
able March 10 to stock of record, February 21. (Pasadena, Calif., Star- 
News, January 18.) 











NEW TRADE LITERATURE 


Consolidated Stamp Manufacturing Company, Inc., Spring Valley, N. Y., 
has just issued its new 106-page catalog of rubber stamps and accessories. 
sound in an attractive yellow-and-black paper cover, the new catalog is 
of a handy 6x 9-inch size, and lists a wide range of stamps, daters, pads, 
inks, seals, stencils, badges, plates and tags. The last four pages of the 
eatalog are devoted to a convenient merchandise index. 








A STATIONER FACES THE FUTURE 


‘Man proposes and God disposes’ has again proved its truth. 
Several months ago we were looking forward to the end of the 
European war. Civilian production was to be resumed to a greater 
degree—items that had been forbidden of manufacture were re 
leased for production. 

Then out of the clear skies came the Heinies’ offensive that set 
us back into the anxious chair until the drive was stopped, and 
again the tide turned war favorable to the Allied cause. 

Now with the Russians knocking at the door of Berlin, the 
American and British armies battering through the Siegfried Line, 
we could be forgiven if we again looked forward expectantly to the 
end of the European conflict. But this time there will be no false 
expectancy. 

We stationers have had no easy time during the days that our 
country has been at war; it has been tough going, and present 
indications are that it is not going to ease up for a while. 

And when final victory is achieved, we will apply ourselves to 
the problems that will confront industry in the post-war era. As 
the armed forces returning to civilian life are not going to be 
satisfied with many of the unfair and unequal conditions that 
existed before the war, neither is the businessman going to be 
contented with conditions that do not tend toward progress. We 
fight also for better business, better conditions and increased 
opportunity for those engaged in our industry 

In the meantime, the medium is your local stationers association, 
the time will come when a concerted movement throughout all the 
associations in the country will move forward with full and just 
demands; we have no room in this industry for chislers, price 
destroyers, value saboteurs and foundation underminers. 

(From the Philadelphia Stationers Association February bulletin.) 








CREDIT MEN ENDORSE H.R. 1410 


General endorsement of the bill now before Congress, H.R. 1410, 
to establish a Commission on Taxation is given in his Monthly 
Business Review by Henry H. Heimann, executive manager of the 
National Association of Credit Men, which was released on Febru- 
ary 15. This bill to create a tax commission follows closely the 
recent declaration of the NACM Committee on Taxation, Mr. Hei- 
mann points out, and expresses the viewpoint of a large number 
of members of the National Association of Credit Men. 

“The conflict between the various taxing bodies, the present 
overlapping of our tax measures, and the confusion and economic 
effect of taxation schedules all seem to indicate that such a com- 
mission would be most advisable,”’ Mr. Heimann stated. ‘This 
bill (H.R: 1410) would authorize the commission to compile, an- 
alyze and report upon facts in relation to our overlapping inter- 
governmental tax structure. There are other provisions in this 
bill which are worthy of note. It would have the commission seek 
to define the sphere of taxation function among the three different 
levels of government.” 

As a means of further centralizing its effort on the question 
of taxation, a special questionnaire is now being prepared to elicit 
facts which can be presented to the proper congressional com- 
mittee considering the tax commission bill. 

Emphasizing that the severe winter might bring blessing or 
disaster, the chief of the credit men’s organization offered the 
suggestion that any preventive work that might be done in the 
areas blanketed by record snows so as to bring protection against 
floods, should be attempted at once. Certainly here is a critical 
need for labor and no one would deny that the utilization of labor 
in this respect would be a significant contribution to the war 
effort. 
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Make Sure Your Inventory 


Methods Are Adequate 


NVENTORY is an important ele- 

ment in appraising profits and 
net worth. If inventory is inac- 
curate, so are net worth and net 
profit. Because its computation is 
not as definite and is more in- 
volved than the calculation of 
salaries or cash in bank, inven- 
tory should be given more con- 
sideration than is usually awarded 
it by office appliance retailers, 
many of whom get off the beam on 
profits because inventory is cal- 
culated incorrectly. Many pay 
more tax in a current year for the 
same reason. The subject there- 
fore rates exploration. 

Like depreciation, the calcula- 
tion of inventory requires good 
judgment because the book value 
of these accounts may not be ac- 
tual value. Like depreciation, there 
are numerous ways to figure in- 
ventory; first-in, first-out; last-in, 
first-out (popularly called “fifo” 
and “lifo” methods); average cost, 
basic or normal stock, retail in- 
ventory, cost, and cost or market, 
whichever is lower. 

Some of these methods work all 
right in some organizations, all 
wrong in others. The baby of them 
all is “lifo,” created to level off 
the peaks and valleys caused by 
increases or decreases in the mar- 
ket prices of merchandise at the 
end of a period when inventory 
is taken. A businessman may do a 
good managerial job throughout 
the year and then along comes a 
dip in market prices. If he has a 
sizable inventory he may have a 
sizable loss which reflects itself in 
a low profit, when, by all the rules 
of the game, he should have regis- 
tered a good profit. “Lifo” was 
created to stop this but the war 
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By FRED MERISH 


Business Analyst and 
Financial Counselor 


came along and played havoc with 
the plan. Office appliance retailers 
have asked us about “lifo” and we 
can only say that it is a more in- 
volved procedure that gets the 
same answer in the long run as a 
simpler routine, and is just as 
likely to give trouble. Simplicity 
is the essence of good accounting. 
The test is whether your system 
reflects true profits and permits 
adequate business control. 


Watch these Points 


There are ten important things 
to remember in connection with 
inventory valuation: 

1. Value inventory by the same 
method at the beginning and the 
end of a period. Be consistent from 
year to year. 

2. List all items on inventory 
sheets, quantity, price and unit, 
also location. File these records for 
future reference. Have one man 
record items and another check 
his work to assure accuracy. Ex- 
tension and pricing should also be 
checked. Do not include items for 
future delivery to which you have 
not taken title. Include any item 
to which you have title, even 
though in transit or not on hand. 

3. See that the method used 
clearly reflects income. If you 
over-cost inventory, profits will be 
higher; if you under-cost inven- 
tory, profits will be lower—on 
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paper. But the income tax will 
vary in real money. 

4. You cannot change from one 
method to another without the 
consent of the Commissioner of 
Internal Revenue. 

5. Take inventory as often as 
possible. Annual inventories, in 
these fast-moving days and in the 
post-war tomorrow when prices, 
at one time or another, may 
fluctuate widely, are hardly likely 
to show true profit or supply ade- 
quate information for cost control. 
Quarterly or semi-annual inven- 
tories are recommended from now 
on. Or stagger the count, so much 
per month. 

6. Estimated inventories for the 
monthly profit and loss statement 
are just estimates; hence, the 
monthly net is also an estimate. 
Monthly statements are prepared 
to keep the dealer apprised of 
the trends of operating ratios and 
profit—information of great im- 
portance, even though the profit 
is not computable to the dollar. 
You should know which way your 
business is heading from month to 
month because that is the only 
way you can effect maximum cost 
control. 

7. Any change in _ inventory 
valuation will change the cost of 
sales ratio for the period and 
obscure your comparative analy- 
sis from period to period unless 
you show the revaluation of in- 
ventory as a separate listing on 
the records. It may also affect the 
costing or pricing of your wares if 
the increase or decrease in inven- 
tory valuation is substantial. 


8. The only way to get an ac- 
curate inventory figure is to take 
a physical count of the items in 
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stock. Adjust your book figures to 
agree with the actual count when 
you take inventory. The Bureau 
of Internal Revenue may question 
your book value on inventory un- 
less you take a physical count “at 
reasonable intervals.” If your 
books are kept in accordance with 
good accounting practise and you 
take a physical count periodically, 
the book figure on ending inven- 
tory is acceptable on your tax re- 
turn, provided you record the ac- 
tual cost of the goods purchased 
during the taxable year, credit the 
goods sold, and include inventory 
at the beginning of the year at 
actual cost. 

9. A stock control system helps 
keep inventory in the groove. The 
lack of stock control causes many 
businessmen to go wrong on in- 
ventory valuation. Others confuse 
a stock control system with a per- 
petual inventory or wrongly use 
the information on this record to 
compile the inventory count. A 
stock control system polices the 
movement of stock from receipts 
to customer. It minimizes loss and 
provides valuable data on stock- 
turn, waste, breakage, spoilage and 
other inventory losses, maximum 
and minimum quantities on hand 
to aid in making intelligent pur- 
chases, minimizes ‘outs,’ and 
prevents a tie-up of excessive 
capital in stock on hand. It is a 
cost control record, not an inven- 
tory. 

10. Separate goods unusable or 
unsalable because of defects of any 
kind and list them at actual 
value. By reducing the cost of such 
items to real value, you get the 
benefit of a tax deduction and 
take a loss when realized. Other- 
wise, your inventory on the profit 
and loss statement and balance 
sheet is inflated, as are net profit 
and net worth. 


Inventory Valuation Methods 


Merchandising items of the last 
named type should be valued at 
bona fide selling prices, less cost 
of disposition. The Internal Re- 
venue Code states that deprecia- 
tion does not apply to inventories, 
but inventories may depreciate 
and grow obsolete just the same. 
You cannot take this depreciation 
deduction the same as on fixed 
assets; rather you handle it 
through inventory valuation. To 
equalize losses on breakage and 
spoilage throughout the year, some 
businessmen scan their experience 
figures, determine the average 
yearly expense, then charge it off 
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monthly. But it is not a permis- 
sible deduction on the income tax 
return because the Treasury De- 
partment wants the actual loss as 
shown through the inventory rec- 
ords. 

Of the various methods used to 
value inventory, cost or market, 
whichever is lower, is probably 
most frequently employed. Market 
value means replacement value. 
Some accountants debate the 
fairness of this method, contend- 
ing that it is inconsistent, that it 
writes down inventories when the 
market value is below cost and 
does not write them up when the 
market is above cost. However, 
conservative accounting demands 
that profits be not anticipated. A 
loss has actually occurred if the 
inventory can be replaced at a 
lower value, and the current peri- 
od should stand that loss. Some 
accountants are always trying to 
find the elixir to eternal profit but 
“there ain’t no such animal.” Re- 
cording the figures in various ways, 
as is done under the different de- 
preciation and inventory methods, 
gets the same result in the long 
run; so use the simplest method 
suitable to your business and rec- 
ognized as good accounting prac- 
tice. Cost or market, whichever is 
lower, is one of the methods pre- 
scribed by the Bureau of Internal 
Revenue and has merit. During a 
period of rising prices, cost is the 
inventory valuation; in a period 
of decreasing prices, market or 
current bid price for the mer- 
chandise at inventory time deter- 
mines the value. 


Handling Inventory Losses 


Under this method, inventories 
are valued at cost to defer profits 
until sales, at market prices to 
record a loss when recognized. If 
there is a loss it will eventually 
out, so get rid of it as soon as 
possible. To carry over an inven- 
tory valuation higher than actual 
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values means that you pay more 
tax for a current year because 
your profits are higher on paper, 
that you decrease your margin 
for the following year, reducing 
the net for that period. In many 
cases, the net and tax for both 
years may amount to about the 
same thing either way, unless the 
tax rate changes. But your books 
do not reflect what really hap- 
pened unless you so show it, and 
this makes it very hard to get a 
good background perspective for 
comparative analysis from period 
to period, an important tool of 
cost control. 


One reason why accountants 
write and talk much about the in- 
consistency and inadequacy of one 
or another method of handling 
depreciation and inventory is that 
both of these operating elements 
are governed by external as well 
as internal factors, the former 
beyond control. Hence, some as- 
sume that a businessman should 
not be penalized for such losses 
but should utilize ways and means 
to neutralize results on the books. 
Business is part of our economic 
system and the businessman must 
take things as they come, includ- 
ing wartime _ regulations. His 
books should mirror such move- 
ment as it occurs and, in the long 
run, his ups will usually equal his 
downs. No method of recording 
can by-pass economic conditions 
and their influences on operating 
results. A businessman can only 
minimize their negative effect 
with intelligent action based upon 
a dependable accounting system. 


No System 100% Accurate 


Remember that accounting, un- 
like mathematics, is not an exact 
science. Probably 90 per cent of 
the transactions, such as mort- 
gage interest, office expense and 
salaries, are computable with 
mathematical accuracy. But cer- 
tain transactions, such as depre- 
ciation, estimated tax expense for 
a forthcoming period, and inven- 
tory, are not computable to the 
penny. Value is partly ascertained 
through judgment, and good 
judgment depends upon a knowl- 
edge of fundamentals. In this ar- 
ticle, we have discussed the main 
factors touching inventory valua- 
tion in order to enable you to han- 
dle this important problem accu- 
rately because it is of prime im- 
portance in costing and analyzing 
operations, in fixing selling prices 
and in the preparation of your tax 
return. 
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Success sprouts Above the Collar Line 





HE WEAKEST PART of any 
T retail stationery business is the 
head of the proprietor when it 
ceases to function for the creation 
or adaptation of progressive and 
tested new ideas for business- 
building. No stationery establish- 
ment can ever be developed into 
such a perfect automaton that can 
take care of itself. As with the 
driving of an automobile. safety 
depends upon the head that di- 
rects the guiding hand at the 
wheel. 


Owner’s Attitude Reflected 


Responsibility for the success of 
the investment rests squarely upon 
the shoulders of the _ stationer 
himself, without derogating the 
importance of a capable store 
manager (where there is one) and 
the selling organization. The 
sales crew is not likely to be any 
more enthusiastic, efficient or en- 
terprising than the man who has 
the capital invested. 

When business slows down (it 
always has at least a temporary 
remission after a boom), the av- 
erage merchandiser in all fields is 
likely to carp about it and cast 
a pall of gloom over his employees. 
Yet all too commonly, when busi- 
ness is brisk he forgets to say 
those few stimulating words of 
appreciation and encouragement 
that would inspire the entire or- 
ganization to renewed endeavor 
and pride of achievement. 

The unadvertised business; the 
Store operated without any cre- 
ative plan of strategic displays to 
energize its trade - attracting 
powers, thereby preventing a 


OFFICE APPLIANCES, March, 


(Lambert Photo 


By V. N. VETROMILE 


stereotyped appearance and con- 
stantly challenging the public’s 
interest; the store without alert 
and hospitable service to cus- 
tomers, and the stationery outlet 
without modern window displays 
that invite passers-by to “come 
buy” are stores that are standing 
still. It has arrived at that teeter- 
ing position in which almost any 
progressive and aggressive sta- 
tioner can knock it down hill. 


The physical activities of a sta- 
tioner don’t have so much bear- 
ing upon his permanent success 
as does the activity above his 
collar line. This does not mean 
that he must have an oversize 
brain, but simply that he must be 
constant in his application of 
those tested principles which mer- 
chandising instinct, common 
sense, observation, reading and 
accumulated trade _ expereince 
have established as the indispen- 
Sable requirements for making 
satisfactory profits in retail sta- 
tionery merchandising. 


Building Sales Most Important 


Of all the elements that enter 
into success in retail investments, 
one stationer will say that buying 
is of greatest importance; another 
will put the emphasis upon dis- 
play; another will say that judi- 
cious handling of credits means 
more to the success of his business 
than anything else; and _ Still 
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others will name certain other 
aspects of business management 
as their special hobbies or talents 
and will insist that, because of 
their intensive interest in these 
particular phases of management, 
they have succeeded. 

But none of these things would 
be important—not even window 
exhibits or clerk-training—if there 
were no buyers. Therefore, cus- 
tomers and the methods of at- 
tracting them will continue to 
hold first place in the scheme of 
successful competitive business- 
building. 

Aiong this line one veteran sta- 
tioner recently said to me, “I'd 
much rather be known for my 
ability to win—and hold—a large 
clientele than to have the reputa- 
tion of being a shrewd buyer. I 
would take more personal pride 
in having it said that I was a 
creative seller than to be regarded 
a close credit manager. Not that 
these fortes are not worth while 
and necessary, but if any part of 
the business is to be weak it cer- 
tainly should not be the functions 
that have to do with attracting 
and retaining customers.” 


“T realize that many substantial 
and successful stationers place the 
emphasis on other points also. 
But if they could travel about the 
country and see those stationers 
who are succeeding in a big way, 
then visit the stores of those fel- 
lows who are just getting along, I 
believe that they would yield to 
the point of view that I have ad- 
vanced. Selling and the ability 
to win customers and make friends 
of them take front rank as the 
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one major requirement of success 
in present-day competitive mer- 
chandising in any enterprise such 
as the stationery business.” 

According to numerous conver- 
sations in the trade, those sta- 
tioners who have been using their 
head-power have come to a lot of 
new conclusions by comparison of 
their experiences immediately be- 
fore the war and since. For ex- 
ample, there has always been a lot 
of discussion in the councils of the 
trade about credit merchandising. 
Yet today there are more intelli- 
gent stationers than ever before 
who are mystified as to the source 
of the information behind the 
Statistical reports that have been 
placing the average loss from the 
historic credit headache at only 
three-quarters to one per cent of 
the annual dollar-volume of tran- 
sactions. 


Extravagant Delivery Service 


Whatever the percentage of an- 
nual loss in profits from that 
source, there was a Still more seri- 
ous adulterant of profits that was 
not so well realized or, at any 
rate, was never so generally dis- 
cussed. This adulterant of profits 
was the high cost of extravagant 
delivery service—extravagant in 
that it was offered without ra- 
tional restrictions as to minimum 
dollar-value of the order, maxi- 
mum distance and number of 
deliveries each day. 

Notwithstanding that both 
credit and delivery have been in 
suspension—or largely so—during 
the war to date, the reasonable 
probability is that both factors 
will have to be reckoned with 
anew in the future. And now is 
not too soon to think about them. 

This adulterant of net profits— 
high delivery costs—seems always 
to have been one for which very 
few stationers had any system or 
method of recording and analysis. 
But some stationers who applied 
their head-power to investigating 
this wily and seemingly-intangible 
cost factor in their operations 
made the surprising discovery 
that their annual expense for de- 
liveries had exceeded their ad- 
vertising costs for the same 
period. 

In other words, in some locali- 
ties trade experience has shown 
that it had formerly been costing 
more to deliver customers’ orders 
than it had cost to obtain the cus- 
tomer, according to cost records 
of the average annual advertising 
cost per customer and the average 
yearly delivery cost per customer. 
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As an illustration, a grocer nor- 
mally delivers a whole load of 
orders to customers on a regular 
route, whereas too many of the 
deliveries in stationery merchan- 
dising are made to customers here 
and there, one order at a time, 
and often at an inordinately high 
cost for the individual delivery. 
The cost of such service frequently 
amounts to as much as three or 
four per cent of the dollar value 
of the transaction, or nearly dou- 
ble the traditional two per cent 
of sales which is regarded as an 
ample advertising appropriation 
for the average retail store in all 
lines of business. 

Those stationers most sorely 
afflicted were, of course, the fel- 
lows who were always advertising 
“Free Delivery, Anytime, Any- 
where.” “Free” for whom? Cer- 
tainly not for the stationer. This 
accommodation was being in- 
dulged so freely and extravagantly 
just before the war, especially in 
large cities, that deliveries were 
often made to commercial custo- 
mers who could quite as well have 
had their own truck or personal 
car pick up the goods at the sta- 
tioner’s premises. 


Unison Action on Deliveries 


This problem, it would seem, is 
one of the important matters for 
local associations in all the large 
commercial centers to go to work 
on and soon, so that delivery costs 
can be kept within proper bounds 
as a cost factor in routine opera- 
tions. It doubtless grew to its 
recent proportions because of an 
exaggerated concept of accommo- 
dation as a device for trade reten- 
tion in competitive merchandising. 
But if it were stabilized and re- 





THE DEALER’S 
OBLIGATION 


Responsibility for the 
success of the investment 
in a commercial station- 
ery business rests square- 
ly upon the shoulders 
of the stationer himself, 
without derogating the 
importance of a capable 
store manager (where 
there is one) and the sell- 
ing organization. The 
sales crew is not likely 
to be any more enthusi- 
astic, efficient or enter- 
prising than the man who 
has capital invested. 
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stricted on some sensible basis, all 
the stationers in a given territory 
—wholesale, retail and the com- 
bination outlets—would benefit 
economically, and when all were 
adhering faithfully to the code of 
regulations agreed upon not one 
firm in any category would lose a 
customer nor a dollar. 

While buyers should be educated 
to delivery cost-consciousness, de- 
livery facilities can not be ruled 
out entirely in any high-grade 
service business—especially in the 
case of the so-called “heavy” 
goods and mechanical appliances 
—because there is always the 
emergency requisition of some old 
reliable customer. The abolition 
of all delivery accommodation 
would amount simply to sur- 
rendering to one’s nearest com- 
petitor that percentage of routine 
business (estimated at 30 to 40 
per cent in some large outlets) 
represented by the telephone or- 
ders from desirable open account 
purchasers. It should be prac- 
ticable, however, to have all orders 
but “specials” eligible for delivery 
only on certain days. Thus a rea- 
sonable load could be accumu- 
lated for each delivery, thereby 
reducing the delivery cost for each 
unit of sale on each delivery trip. 

War or no war, OPA or no OPA, 
drastically curtailed free delivery 
accommodation is the probable 
prediction for the future. And it 
seems only proper that such 
should be the case, when a ma- 
jority of every retail stationer’s 
customers carry their purchases 
and pay the same prices as that 
minority elemen{ which was per- 
mitted to acquire the expectation 
of rapid-fire downtown delivery of 
some four or five-dollar order for 
which the buyer could, in nine 
cases out of ten, have sent his 
own office boy. 


Promote Staple Merchandise 


The year 1945 is certain to be 
one of big changes and also one 
of big opportunities. When cut- 
backs in the production schedules 
and contracts of big war manufac- 
tories are issued, the lapse in de- 
mand for business administration 
supplies will not be a long one 
because the reconversion of all 
large industries to the manufac- 
ture of civilian products and con- 
sumer goods will open up an im- 
mense new demand for stationers’ 
goods and sundries. 

As in the past, thinkers among 
the trade will advertise the tradi- 
ditional staple merchandise to 

(Turn to page 76, please) 
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An Effective Plan for Compensating 


Sales Hepresentatives 


By H. R. CHAPMAN 


Vice-President, 
New England Confectionery Co., 
Cambridge, Mass. 


(Extracts from an address 
before the recent Market- 
« ing Conference of the 
American Management As- 
sociation in New York City) 


NOTE.—Although the plan out- 
lined in the appended article is 
being used by a manufacturer for 
salesmen selling to dealers, the 
basic features are susceptible to 
adaptation by retailers. Careful 
study may reveal appropriateness 
of certain phases of the methods 
for commercial stationers and of- 
fice equipment merchants. 


T IS THE intention of manage- 

ment to guard against setting 
quotas that are so high that it 
would be unreasonable to expect 
attainment, or, on the _ other 
hand, so low that they cannot be 
achieved without at least average 
effort. Quotas, therefore, are 
based primarily upon past per- 
formance in each territory, al- 
though consideration is given to 
factors such as general and spe- 
cific business conditions, nature 
and extent of competition, 
whether the salesman has detail 
assistance and advertising back- 
ing and his present proportion of 
sales of “A”, “B”, and “C” items. 
Quotas are established on a quar- 
terly basis and bonuses earned 
during that quarter are paid 
shortly after its close. 


Attaining the Quota 


In order that a maximum 
amount of money will be available 
for bonuses and at the same time 
permit the employer to operate 
with the greatest success, it is de- 
sirable that each salesman con- 
centrate his sales efforts on those 
products that carry the widest 
margins of profit. Therefore, those 
products which are most profitable 
to the employer have been grouped 
together in an “A” classification. 
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Likewise, those products which 
show a smaller profit have been 
placed in the “B” classification, 
and those products which show 
little or no profit, but which are 
“burden earners,” have been class- 
ified as “C” items. 

It is reasonable that each sales- 
man should receive greater credit 
for selling “A” or “B” products 
than for selling “C” items. To 
achieve this, therefore, each sales- 
man is credited $1.20 toward his 
quota for every dollar’s worth of 
“A” items sold. He also receives a 
credit of $1.00 toward the attain- 
ment of his quota for each dol- 
lar’s worth of “B” items sold; and 
he receives a credit of 80 cents 
toward the attainment of his 
quota for each dollar’s worth of 
“C” products sold. 

For example, if a salesman’s 
quota is $100,000 for a quarter and 
he sells $60,000 worth of “A” prod- 
ucts during the quarter, he is 
credited with a total of $72,000 
toward the attainment of his 
quota, since $60,000 multiplied by 
$1.20 equals $72,000. If, during 
the same quarter, he sells $24,000 
worth of “B” products, he receives 
a credit of $24,000 toward the at- 
tainment of his quota. Similarly, 
if he sells $16,000 worth of “C” 
items, he receives a credit of $12,- 
800 toward the attainment of his 
quota, since $16,000 multiplied by 
80 equals $12,800. Adding the 
sums given as credits toward 
quota attainment shows a total of 
$108,800, which is $8,800 over the 
quota and it is upon this figure in 
excess of the quota that bonuses 
are paid. In this example, the 
salesman receives a quota credit 
of $108,800 for $100,000 of actual 
dollar sales, due to his good per- 
formance on “A” items. 

It can be seen from the fore- 
going that the greater proportion 
of “A” products sold the sooner 
a quota is reached. For instance, 
if a salesman with a quota of 
$100,000 for a quarter sold only 
“A” items, he would need actual 
dollar sales amounting to only 
$83,400 in order to exceed his 
$100,000 quota. 

A salesman starts earning his 
bonus as soon as he exceeds 90.1 
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per cent of his quota. The fol- 
lowing table shows the rates of 
commission paid for various de- 
grees of quota attainment: 


Percentage Rate of Com. 
of Quota Paid on Sales 
Attained Over Quota 


90.1 to 95 per cent......Yo per cent 
95 to 100 per cent...... 1 per cent 
Over 100 per cent............ 2 per cent 
For example, if a salesman with 
a quota of $100,000 builds up quota 
credits during the quarter amount- 
ing to $112,000 as previously ex- 
plained, he will receive a bonus 
as follows: 
4 per cent on sales between 
$ 90,000 and $ 95,000 .....$ 24.50 
1 per cent on sales between 
$ 95,000 and $100,000 ...... $ 50.00 
2 per cent on sales between 
$100,000 and $112,000 ...... $240.00 





TOTAL BONUS EARNED....$314.50 


Since the $112,000 was built up 
at the rate of $1.20 for “A” items, 
$1.00 for “B” items and $.80 for 
“C” items (for each actual dollar 
sale) the actual rate of commis- 
sion for sales over 100 per cent of 
quota amounts to 2.4 per cent on 
“A” sales, 2 per cent on “B” sales, 
and 1.6 per cent on “C” sales. 


Distribution of Bonus 


In territories where there is only 
a jobber salesman, the distribu- 
tions of the bonus ‘are made in 
total to that salesman. However, 
in territories where there are de- 
tail men, the bonus will be divided 
among the representatives, inas- 
much as all contributed directly 
toward earning the bonus. The 
bonus is divided among the men 
in the territory on a fixed basis 
as follows: 


PERCENTAGE DISTRIBUTED 


No. of 
Detail Senior Each 
Men Salesman Detail Man 
0............100 per cent 00 per cent 
1_........... 65 per cent 35 per cent 
2............ 60 per cent 20 per cent 
3............ 55 per cent 15 per cent 


Under this method of distribu- 
tion the senior salesman is given 
the major portion of the bonus. 
The detail men also receive a sub- 
stantial percentage since, as each 
detail man is added to the terri- 
tory, the opportunity for the 
senior salesman to increase the 
amount of his bonus is greater. 
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BUSINESS TALh 


(Lambert Photo) 


“The way things are, war talk is almost impossible to avoid, but we must remember, men, 
that our function is business talk, and our purpose supplying offices with essential utilities.” 


ALK ABOUT BUSINESS may 

help win the war, but talk 
about the war won’t help win 
business. We can’t help thinking 
of the war, particularly if we per- 
sonally have members of our fam- 
ily overseas. We can’t help talk- 
ing about the war because it is the 
most interesting of all topics and 
it’s really important that we do 
discuss it with others, to the better 
understanding on the part of all 
of us. 

But there’s a place to draw the 
line on war talk. I think that 
place is in the store or office dur- 
ing business conversations. Stand 
in any office appliance store and 
listen to the salesmen and the 
customers in conversation for ten 
minutes and you will hear some- 
thing like, “No sir, sorry, but we 
can’t get more’n two fountain 
pens a month; war conditions, you 
know;” or “All that metal stuff 
is off the market for the duration. 
It’s hell trying to do business 
now.” And nine times in ten that 
ends business talk and the conver- 
sation then swings over to what’s 
going on in some combat area or 
te commentator rehash, and ev- 
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By 
FRANK FARRINGTON 


erybody forgets buying and selling. 
If you disagree with that state- 

ment, listen in some day where 

buyer and seller are meeting. 


Two Types of Retailer Attitude 


I have about decided that most 
retailers right now belong in one 
of two classes as to the relation of 
war to their business. There are 
the ones whose attitude toward 
customers is “You'll take it and 
like it’ and those who query, 
“Didn’t you know there’s a war 
on?” The man who does not be- 
long in either of those two classes 
will take no offense if their prev- 
alence is mentioned. 

Instead of welcoming the cus- 
temer as if glad to have him come 
in and emphasizing that it will be 
possible to be of some service to 
him, the ‘“‘you’ll take it and like it” 
boys start right out by explaining 
(or complaining), “Of course you 
realize we can’t get what we want 
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nowadays. The manufacturers 
don’t ask us any more. They just 
tell us, and we can take it or 
leave it. We can’t even take care 
of our old customers, let alone any 
new ones.” 

The man who is’ shopping 
around in the hope that he may 
find the kind of paper clip he used 
to use or a paper trimmer he needs 
badly goes from dealer to dealer 
just as the cigarette smoker goes 
into every place that might sell 
smokes, hoping to find what he 
wants. 

Of course he knows there is 
small chance of success, but who 
can blame him for trying? Now 
and then the unexpected does 
happen and he finds what he 
wants, or finds a dealer who is 
sympathetic enough to give him 
a hint as to where he might pick 
up a used one. 


Cordiality Builds Good Will 


There is a greater opportunity 
to make friends and influence cus- 
tomers right now than there will 
be later, when this sellers’ market 
turns to a buyers’ market with 

(Turn to page 21, please) 
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“U. 5. Academy of Commerce’ 


Educational Institute Suggested to Foster World 
Trade and Thus Contribute to World Peace 


By WILLIAM P. HOY 


Special Representative, 
Art Metal Construction Co., 
New York, N. Y. 


(Extracts from an address 
before the American Of- 
® fice Supply Exporters As- 
sociation meeting in New 
York City, January 30.) 


more thought and study than 
the question of world relations 
when the present destruction has 
ceased. Business men, legislators, 
educators, the clergy and the or- 
dinary citizen are writing, orating, 
probing and praying for some clue 
to the answer. The thinkers in our 
country are agreed that world 
trade is the answer to the problem 
of world peace. 

Let us analyze the problem and 
reduce it to its least common de- 
nominator. 

1. Trade means “TI’ll trade some- 
thing that I have for some- 
thing that you have.” 

2. Decency in trade means that 
I will not take advantage of 
you in any way that will be 
detrimental to my further 
dealings with you or that will 
place my associates, the peo- 
ple of the United States, in 
the light of profiteers and 
exploiters. 

It is elementary, of course, that 

a knowledge of the language of 
the people with whom we wish to 
trade is advantageous. Add to this 
an intimate background in the 
life, culture, arts and letters, folk- 
lore and idioms of the country or 
countries concerned and we ac- 
quire a decided advantage. Mix in 
a liberal quantity of racial, reli- 
gious and family ties and we have 
as near perfection as can be hoped 
for. 


| baw SUBJECTS are receiving 


This Type of Student Needed 


Educators are begging and 
pleading for this type of student, 
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and business is ready to absorb as 
many of them as can be found. 
Government could use them by 
the thousands 

Our educators, businessmen and 
conscientious Government officials 
who are struggling with this prob- 
lem are to be complimented on 
their tenacity and courage in the 
face of what seems to be an in- 
surmountable problem. The prob- 
lem is not as difficult as it appears. 
These people are confused. They 
“can’t see the woods because of 
the trees.” 

Name a country, or a part of a 
country, a dialect, a religious sect, 
a color or creed and I'll find for 
you without much effort hun- 
dreds—yes thousands—of those 
people right here in our America. 
They are loyal to the flag and 
country and subscribe to its demo- 
cratic principles because they, like 
their forefathers, know the true 
meaning of injustice, intolerance 
and oppression. 

More children go to school in 
the United States than in all of 
the rest of the world combined. 
These are the children of all of 
the races under the sun. These 
are American children, who speak 
American, play American and live 
American, but their home life, re- 
ligious training and customs are 
rooted in the soil of their ances- 
tors. 

Business, education and Govern- 
ment are screaming for students 
of foreign languages, but an aca- 
demic knowledge of a foreign lan- 
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guage is of little value without fa- 
miliarity with the customs, idioms, 
literature and trade possibilities 
of the land whose language we 
hope to speak. Generations are 
needed to teach these things and 
we are the only people in the 
world who possess the raw mate- 
rial ready for refinement. 


Know American Way of Life 


We have first, second, third and 
fourth generation Americans who 
understand and appreciate the 
American way of life and the 
privileges of citizenship. Millions 
of them have an intimate knowl- 
edge of the language, dialect, cus- 
toms, idioms, arts, letters and 
religions of the country of their 
origin. They must be encouraged 
to come forward, proudly, to use 
their knowledge and talents to 
further the welfare of the land 
that has given them so much. 
Here is the ready-made person- 
nel for our foreign representation. 
Here are students of foreign lan- 
guages who can teach the teach- 
ers. 

The article, “As the English See 
Us,” by Davenport Steward in 
The Saturday Evening Post of Oc- 
tober 11, 1941, is an excellent ex- 
ample of the scrupulous plans of 
the British when they have a pro- 
gram to sell. 

This article deals with the book 
of instructions given to British 
boys who are sent to the United 
States for flight training. 

The author, or authors, of this 
book, whom Mr. Steward quotes 
extensively, urge these students to 
study the customs and manners, 
even to learn the slang of the U. S. 
They especially stress that the 
fact that the languages are simi- 
lar is not evidence that thought 
and custom are alike. 

The student is reminded that he 
must not assume that Americans 
speak English. We speak Ameri- 
can, which is quite different from 
the language of the English. 


We Need Blue Book of Guidance 


It would probably be decidedly 
profitable if our state department 
would employ this same author to 
write a blue book for the guid- 
ance of our own representatives 
who visit England. 

We have at least two institu- 

(Turn to page 148, please) 
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Merchandising Loose Leaf Equipment, 


Supplies and Systems 


By J. L. TUCKER 


President, 
Business Systems, Inc. 
South Bend, Ind. 


N ESTABLISHING a new store, 
the average stationer considers 
first the financial question—how 
ruch cash is needed, how much 
he has at hand, how much can be 
made, and so on. Then he con- 
siders the kind of community he 
wants to settle in, the marketing 
possibilities, how its wealth is dis- 
tributed, the number and types of 
companies in the community, 
banking facilities and the dis- 
tance his community is from other 
markets and supply facilities. Next 
store location, together with rental 
terms, comes up for consideration. 
Finally, he contemplates equip- 
ment and fixtures, plans the stock, 
hires his sales force, and sets up 
the records and store policies. 
Before he makes a final decision 
as to location there is one ques- 
tion he must decide—what type of 
stationery business he will go 
after. 


Merchandising Approaches 


If he is going after a big retail 
store volume he must consider a 
community which can give him 
that volume. He must secure an 
outstanding store location which 
has good retail sales possibilities. 
Then he must put in lines which 
will attract and hold retail trade 
and get a big drop-in business. 
To get this full picture one should 
study the merchandising methods 
of some of the large stationery 
supply corporations located in 
large cities. In their endeavor to 
secure a large retail store volume, 
they have put in big stocks of 
greeting cards of all types and 
character, games, toys, costume 
jewelry, books of fiction, and many 
other novelties similar to those 
found in chain novelty and chain 
drug stores in good retail loca- 
tions. 

If the stationer is going after 
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retail store sales primarily and 
chooses a high-priced rental loca- 
tion, probably this additional vol- 
ume that can be procured through 
the sale of such specialties is the 
best solution to carrying a high 
overhead. With this type of set- 
up he is, primarily, a retail sta- 
tioner, with interests centered on 
store sales lines. 

If, however, he is not going 
after the store sales or drop-in 
trade primarily, but is mostly in- 
terested in going after the busi- 
ness supply market, such a high- 
priced location is not necessary or 
feasible. In most towns of mod- 
erate size a stationer can have a 
good location in the business sec- 
tion, close to a high-rental district 
(possibly on one of the side or 
lead-in streets), which makes 
him accessible to a good per- 
centage of the retail stationery 
trade without actually being in 
the high-rental district. He can 
still get a good volume of store 
business, but he is also going after 
outside business. That is what we 
have done in South Bend. We are 
located on Main Street, about a 
block from the best shopping dis- 
trict of the city. We are across 
from the Court House, which is 
also in our favor, for many busi- 
ness concerns and businessmen 
have contact with the county 
offices. 
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After the stationer has deter- 
mined the type and location of 
the business he is going into, 
he is in a position to decide what 
lines or products he will carry and 
feature, and has up for considera- 
tion at this time the possibilities 
—both present and post-war—of 
the loose leaf or systems depart- 
ment. 


What is Loose Leaf? 


First of all, what does loose leaf 
consist of? There seems to be a 
wide divergence of opinion on this 
subject. We asked one or two of 
our retail friends their idea of 
loose leaf, and also one of our 
manufacturers’ representatives. 
Some of their replies were that 
“Loose leaf consists of ledgers, 
ring binders, ledger sheets, ring 
binder sheets, indexes, columnar 
pads, post binders, memo books, 
bound accounting books and simi- 
lar items”. These would ordi- 
narily be known in the trade, we 
believe, as shelf merchandise. 
That is one definition of what the 
loose leaf department for the 
average stationer consists of. In 
all probability, for a number of 
Stationers in certain locations, 
particularly in a small town, that 
might answer the definition of 
loose leaf. But for a commercial 
stationer in a large or medium- 
sized city who plans on developing 
his commercial loose leaf business 
by supplying the business houses 
and industrial concerns of his 
community, that is only a part of 
the loose leaf possibilities. Any 
dealer who has a nice store in a 
fair location is going to attract 
some loose leaf business. But the 
dealer who confines himself to 
this shelf line of loose leaf mer- 
chandise is passing up a consider- 
able potential volume of loose leaf 
business. The loose leaf depart- 
ment of a stationery store can be 
made one of the dealer’s most 
profitable departments for the 
reason that on this commercial 
stationery he is not competing 
with many other types of busi- 
ness. Certain items in the sta- 
tionery field, as every stationer 
knows, can be found in depart- 
ment stores, in the chain stores 
and drug stores and similar retail 
outlets. This is not true of the 
major portion of commercial loose 
leaf. 
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To our organization loose leaf 
means first the store sales, which 
in the majority of cases are the 
shelf items mentioned above— 
ledgers, ring binders, ledger bind- 
ers, ledger sheets, ring binder 
sheets, indexes, columnar pads, 
post binders, memo books, bound 
accounting books and_ Similar 
items. In addition to that we have 
built up a large volume of outside 
loose leaf business. We have found 
it feasible to have specialists in 
charge of important departments 
of our business. We have one man 
who is a trained loose leaf spe- 
cialist, who does a great deal of 
the outside contact work himself 
and who supervises the outside 
sales and contacts of the other 
members of the sales organiza- 
tion. 


New Conception of Loose Leaf 


The old idea of loose leaf, as 
previously mentioned, was that it 
consisted merely of ledgers, ledger 
sheets, and so on. Today our idea 
of loose leaf includes business rec- 
ords and forms of all types and 
classes not specifically allotted to 
some other department. To il- 
lustrate, we consider county rec- 
ords, bank ledger sheets and 
statements, savings records, sales 
records, payroll checks, payroll 
records, payroll systems, employee 
records, personnel records, ac- 
counting systems for industrial 
concerns, banks, insurance com- 
panies and public utilities, ma- 
chine bookkeeping and contacts 
with the accounting machine com- 
panies in the city all as part of the 
work of the loose leaf or systems 
department. Our outside volume 
and our inside volume maintain 
about an 80 per cent to 20 per cent 
ratio. In other words, 80 per cent 
of our loose leaf and systems vol- 
ume is sold outside the store. One 
can readily appreciate that if no 
outside development work were 
done we would be passing up the 
major portion of our loose leaf 
possibilities. 

South Bend is a city that would 
be fairly typical, we believe, of 
most middle-sized cities in the 
country. It is, as many people 
know, a trading area in northern 
Indiana, cne of the five larger 
cities of the state. It is approxi- 
mately 85 miles from Chicago. It 
has a population of 120,000 and 
a large number of industrial con- 
cerns, four of which are of out- 
standing size. Our firm also draws 
from some of the outside area 
around South Bend, our men trav- 
eling within a radius of about 25 
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efficiently arranged store a large volume of loose leaf systems and supplies flows 
to business houses in the South Bend area. 


miles. We find many worth-while 
accounts in some of this outlying 
territory. On this outside territory 
our men cannot afford to make 
individual calls on the small ac- 
counts; we call only on the larger 
accounts, such as industrial con- 
cerns, county offices, utility com- 
panies, banks, department stores, 
and so on. Our men have suffi- 
cient knowledge and training so 
that they are able to talk intelli- 
gently in regard to the prospect’s 
or customer’s needs. If we dis- 
cover, through experience, that 
another concern has found a par- 
ticular record valuable, we bring 
to the prospect’s attention the 
value of such record and show 
him its possibilities applied to his 
business. 


New Sales Possibilities 


The necessity for Government 
reports for all types and sizes of 
business has greatly increased the 
amount of recordkeeping neces- 
sary for the average business con- 
cern, and has opened up large 
new loose leaf and systems possi- 
bilities to dealers. For illustra- 
tion, a good many of the medium 
or small concerns did not keep 
depreciation records on machin- 
ery or equipment. Today, with 
taxes as they are and depreciation 
such an important part of tax 
records, practically every concern 
has depreciation records. Many of 
these small and moderate-sized 
businesses are good possibilities 
for the sale of record-keeping 
equipment. To get the picture of 
the importance of these concerns, 
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one can start with the premise 
that at the beginning of the war 
there were 2,000,000 business con- 
cerns or establishments employ- 
ing 100 persons or less. There were 
only 3,000 concerns employing 
1,000 workers or more, while 4,500 
concerns employed between 100 
and 1,000 workers each. Today, 
with social security, old age ben- 
efits, employee earnings reports, 
and so on, to be made out and 
furnished to various governmental 
units, every one of these concerns 
is a prospect for a payroll account- 
ing system of some type. So, 
while we make every effort to se- 
cure a fair share of volume from 
larger establishments in our terri- 
tory we also consider it essential 
to secure a good share of our vol- 
ume from some of the compara- 
tively small organizations in the 
same area. We believe that if one 
is in the stationery business with 
the idea of serving the business 
concerns of his community, his 
stock should be complete and well 
kept up to take care of the cus- 
tomers who call at the store. It is 
our belief and experience that if 
you are out of stock on an ordi- 
nary business item three or four 
times when the prospect calls in 
your store, there is a possibility 
that you will lose them as both 
prospect and customer. We there- 
fore endeavor to keep our stocks 
complete and up-to-date, even 
though we carry only small sup- 
plies of certain items which do not 
have a great deal of popularity 
or fast turnover. 


(Turn to page 68, please) 
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Office Machines Solve Une “Small 


Business’ Problem 


Equipment to heep Cost Hecords Needed 


By J. E. BULLARD 


N THE PAST the average small 

business has not kept anything 
like complete cost records. There 
are a number of reasons why this 
has not been done. Since his 
business was small the owner has 
felt he could watch all items of 
cost close enough to keep them 
at the minimum without going to 
the trouble and the cost of keep- 
ing records. Many have not 
known just how to go about keep- 
ing cost records. They have not 
felt they could afford to call in 
experts to show them how, and 
some who have called in experts 
have found themselves loaded 
down with a system they just 
couldn’t keep up. 

After this war, however, it is go- 
ing to be more necessary than ever 
before to keep accurate and com- 
plete cost records. This will be 
true because costs will have to 
be known to make out tax returns, 
which include all costs and ex- 
emptions. In general, the small 
business concern is more likely 
to overpay on tax more than to 
underpay, because it does not 
have sufficiently complete and ac- 
curate records to take all allow- 
able exemptions in full. 

There is good reason to believe, 
therefore, that office appliance 
salesmen will be in a better posi- 
tion to render the service the 
small business needs than can 
anyone else. To Keep all the rec- 
ords he needs, accurately, and to 
hold costs of doing so down to a 
level he can afford, the small 
business man must have the ma- 
chines which will help solve his 
record-keeping problems. No one 
else is at all likely to know what 
those machines are as well as 
the man selling them. 

Standardized systems can be 
worked out which fit in with the 
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use of the machines and equip- 
ment sold. This method saves 
the small business man consider- 
able time and trouble, provided 
the system offered him is a good, 
practical one which fits his needs. 
He does not have to seek the 
advice of an accountant. He does 
not have to spend the time get- 
ting the system installed that 
would be necessary if he had to 
deal with a number of people in 
addition to the appliance sales- 
men. 


Must Sell Record-Keeping Idea 


A surprisingly large number of 
little business men do not have 
either a typewriter or an adding 
machine in their offices. If they 
do have, the chances are the ma- 
cines are old and in a bad state 
of repair. Yet it is difficult, if 
not impossible, to sell them new 
machines unless they first can 
be sold the idea that there are 
certain records they are not keep- 
ing which it is important they 
Should keep, and that they 
can keep them readily and with 
little cost if they use machines 
in doing so. Sell them the idea of 
the system of recordkeeping and 
the need for such records, and 
the machines and equipment 
largely sell themselves. 

In the early days of electric 
power the power salesmen had to 
do pretty much the same thing. 
Purchased power in those days 
often cost more than power gener- 
ated on the premises. Electric 
power, however, was more flexible. 
It lent itself to a more efficient ar- 
rangement of the machines. The 
power salesman who was able to 
show the power user how to reduce 
production costs through better 
machine arrangement succeeded 
not only in selling the power, but 
in diverting attention from the 
power bill and concentrating it 
on unit production costs. 

For example, one power user 
objected to the demand charge in 
the power rates of the utility 
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company. The salesman worked 
out a chart which made it easy 
to determine how close to full 
capacity the factory had been op- 
erating by checking the total 
power bill (the total kilowatts 
used) with the chart. The owner 
of the factory was so impressed 
with the value of this idea and 
so certain he could use it to in- 
crease his profits that he signed 
up for purchased power almost 
immediately. All he waited for 
was to study the chart and figure 
out how he could apply the idea 
to his business most advantag- 
eously. 


Machines Must Increase Profits 


It is easy to sell machines to 
a little business man if he is 
first convinced those machines 
will increase his business profits 
and is shown just how to make 
them do this to the greatest de- 
gree. It is not especially difficult 
these days to sell a retail meat 
dealer mechanically-refrigerated 
display and storage cases, electric- 
ally-driven meat slicers, grinders, 
and so on. It is not so easy to 
sell him the machines he really 
needs to keep the records which 
will help in the filing of tax re- 
turns, show him his exact costs 
and probably help him to increase 
his profits. It is difficult to sell 
him these largely for the reason 
that he does not know how he 
would use them and has not been 
shown in sufficient detail. In all 
probability he will have to change 
important details of his present 
bookkeeping system to mechanize 
his bookkeeping. 


In the case of the machines in 
his store it is different. It has 
not been necessary to make any 
radical changes in his system. He 
knows from experience that me- 
chanical refrigeration is cleaner 
than ice. He may have found it 
more dependable because presum- 
ably there have been times dur- 
ing very hot spells when he ex- 
perienced difficulty in getting the 
ice he needed. He knows that an 
electrically-driven meat __ slicer 
saves him labor, does the work 
faster and better than is possible 
by hand. The same holds true to 
a certain degree in the case of 
meat grinders. He is using a cash 
register because for years cash 
register salesmen have been sell- 
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ing the idea of cash registers and 
the records they keep. At the 
start, however, it was not an easy 
task to sell cash registers to small 
business concerns. Today, because 
of all the selling effort which has 
been made in the past, they have 
come to be pretty generally ac- 
cepted by most small business 
concerns as necessities. 

Office machines and appliances 
which fit the business surely are 
just aS necessary as the cash 
register or any of the other ma- 
chines the small business uses 
outside the office. The small 
businessman may not be getting 
his bills made out and mailed 
promptly enough because he lacks 
the machines for so doing. He 
may not total the accounts due 
him when he makes out the bills 
because he does not have a ma- 
chine which makes totaling easy, 
quick and accurate. He does not 
keep all the essential records he 
needs because without machines 
it takes too long and costs too 
much. And they may not be ac- 
curate if they are Kept. 


Educating Dealer Part of Job 


Statistics indicate that the real 
cause of failures among small 
businesses in a great majority of 
cases is a lack of records which 
are needed to Know where the 
business stands. These records 
are not kept because the owner 
does not know how to go about 
keeping them. They are not kept 
because the cost of keeping them 
by hand seems greater than their 
value to the business. They are 
not kept for other reasons. They 
could and would be kept in many 
more cases if businessmen were 
shown how, and were sold ma- 
chines needed to keep them accu- 
rately and at low cost. When a 
man always knows just where his 
business stands and is losing 
money, he is rather certain to 
make the changes which are neces- 
sary to change the losses into 
profits or to go out of business 
while he has something left. He 
is not likely to keep right on until 
he has lost everything he pos- 
sesses. 

In practically every case where 
a man fails in business he was 
not fully aware of the true state 
of his business. One man thought 
he was at least breaking even un- 
til he tried to get a loan at a 
bank which insisted on examin- 
ing his books before making it. 
The report the accountants 
brought in showed he was already 
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in a bankrupt condition. Another 
man was losing money but he 
owed one of his creditors so much 
that creditor believed it was bet- 
ter to try to get him back on 
his feet than to force him into 
bankruptcy. Accordingly, he in- 
sisted upon placing his own book- 
keeper in this man’s office and 
having a profit and loss statement 
accurately drawn up every month. 
At first this man could not 
believe he was losing all the 
money these statements showed. 
Soon, however, he was convinced, 
changed his methods and began 
making a profit. Within a few 
years he was making real money 
and was among the most prosper- 
ous small businessmen in his com- 
munity. 


There is good reason to believe 
the office appliance salesman can 
render an invaluable service to 
small businessmen by selling 
them the idea of sound account- 
ing practices, showing them how 
to keep the records they should 
keep and selling them the ma- 
chines they are going to need to 
keep those records. To the degree 
this is done, it is to be expected 
business failures will be reduced. 
Men may still go out of business 
but they will be more likely to 
do so before they become insolv- 
ent. They will be more likely to 
go out of business because they 
realize they can earn a better in- © 
come in some other way. They 
will not wait until their creditors 
put them out. 


WAR TALK VS. BUSINESS TALK 


(Continued 


every type of item available and 
everybody trying to sell it. 

Plenty of stores are today being 
visited by would-be customers 
who have never been inside their 
doors before. You who have such 
callers may not have anything 
they want to buy, but you can 
show them something they do 
want and don’t get everywhere—a 
cordial welcome and a sympathetic 
hearing. You have your chance to 
treat them in a way they will 
remember later as they think of 
your firm’s attitude in contrast 
with that of other stores—perhaps 
the store that used to get all their 
trade. 

It never seems to occur to the 
druggist who puts a “No Cigarettes 
Today” sign on his door that he is 
keeping out the potential purchas- 
ers of other things he would see 
and want if he came in. He is do- 
ing his best to keep people out by 
a needless act, while at the same 
time giving away almanacs to get 
them to come in. It is something 
like that in office appliances 
stores. Instead of laying down a 
red-lettered “WELCOME” mat, 
many stores lay down a verbal 
barrage of “Didn’t you know 
there’s a war on?” phrases, backed 
by the boom of “You'll have to 
wait till Germany breaks up”, or 
“You can’t get steel files till six 
months after reconversion,” or 
“You want a safe? Don’t make me 
laugh!” 

And a further word about the 
“Didn’t you know there’s a war 
on?” guys whom one meets in all 
lines of business. There may be 
times when one can say that with 
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from page 16) 


a good-humored grin, but is there 
any advantage in saying it at any 
time? Of course there’s a war on 
and everyone with an ounce of 
patriotism is in it up to his neck 
in one way or another. It doesn’t 
help one’s business relations with 
a man to intimate we know better 
than he that we’re living under 
war conditions. No one—I don’t 
care how hard he works in OCD, 
CED, War Fund or Red Cross drive 
—has any reason to claim to be as 
much a soldier as a man in Pat- 
ton’s Third Army. It’s no use try- 
ing to pretend we are soldiers on 
the home front. We just aren’t 
soldiers at all and no one knows 
it better than the men who really 
are soldiers. So we don’t need to 
get superior and ask anyone, 
“Didn’t you know there’s a war 
on?” 


Pessimism Gains Nothing 


While “Business as Usual” is a 
silly slogan, the matter of operat- 
ing an office appliances business 
on the same principles that prove 
successful under peace conditions 
is something to be considered. 
Visitors are not to be made into 
buyers by reminding them of the 
scarcity of merchandise. No use 
viewing over-the-counter cus- 
tomers with a tight-mouthed, un- 
responsive look and a sour, “We 
can’t get anything any more.” 


Even though the stock is un- 
balanced you still have mer- 
chandise to sell and it would seem 
the better part of salesmanship to 
encourage, rather than discourage, 
customers. 
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Adequate Programs of Training for 


Post-War Sales Work 


By J. R. HAWKINSON 


Professor of Marketing, 
School of Commerce, 
Northwestern University, 
Chicago, III. 


(Address before the lunch- 
eon meeting of the Mid- 
western group of Manufac- 
= turers Division, National 
Stationers Association, 
Union League Club, Chi- 
cago, February 13, 1945.) 


ONSIDERING the importance 

of training, whether it is in 
sales or in any other field, I can- 
not help remembering a person 
who came to Washington when I 
was working there a couple of 
years ago. He came from Texas, 
where he had been developing a 
very good training program for 
the many new Government em- 
ployees. He expressed himself 
something like this: “You can no 
more do what you have not been 
taught to do than you can come 
from where you haven’t been.” 
And that is about the way it is. 

We just cannot do the thing 
the right way, whether in selling 
or any other activity, unless we 
have been taught the right way 
to do it. And I may say right 
here that I have some pretty def- 
inite ideas about a salesman being 
made and not born. I think he 
can be trained to Sell. 

The United States Department 
of Commerce not long ago released 
a bulletin in which it was said 
that one of the problems of the 
post-war world will be the pro- 
duction and distribution of more 
products to more people at lower 
prices. That is a very big job. It 
is a selling job. 

We need only consider some of 
the work that has been done in 
the many industrial and military 
training program to fathom the 
tremendous possibilities of train- 
ing in any field. The fact that 
over ten million men and women 
have been absorbed _ success- 
fully into the military and naval 
organizations have done such a 
splendid job testifies to the results 
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that can be achieved through the 
right kind of training programs. 
And many millions more through- 
out business and in industry, the 
factory, and the office have been 
taught quickly and economically 
to do many things they were un- 
able to do before. 


Need Emphasis on Sales Training 


But we need to emphasize sales 
training particularly because we 
are going to hear a lot in the post- 
war period, just as we did before 
the war, about the costs of dis- 
tribution. When those costs are 
broken down, we find almost 
always that the cost of the sales 
force is a very high percentage. 
Anything that we can do to im- 
prove the performance of our 
salesmen and thus achieve a 
higher sales volume at lower cost 
is going to help cut the cost of 
distribution and put us compet- 
itively in line for the tremendous 
job ahead. 

In fact, I wonder whether train- 
ing in selling is not going to re- 
place to a certain extent the vast 
training programs that have been 
going on in manufacturing. I be- 
lieve we can say that the con- 
tribution that sales training can 
make in the post-war program is 
going to be just as important as 
the contribution that training in 
the factory and in the military 
and naval units have made to 
wartime production and wartime 
success. 

Now, important as training is 
going to be, I think we have to 
recognize very definitely that we 
are facing a situation quite dif- 
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ferent from the one extant before 
the war. Some people have made 
rather interesting studies of re- 
turning servicemen. Of course, 
the type who have been coming 
back so far are not necessarily 
representative of those you are 
going to use in building your sales 
organizations; yet, from studying 
them we are beginning to learn 
some of the problems that you 
men are going to have to consider 
in dealing with the veteran when 
he comes back to his job. 

™ the first place, we might say 
that there will probably be three 
types. First, there’s the group 
without business experience. It is 
admitted that about 40 to 65 per 
cent of all the men in the armed 
forces today have had no business 
experience of any kind. Then 
there are a number of men who 
have had considerable business 
experience who will be interested 
in selling. And there are a 
number of men who have had 
Sales experience and who will 
return to selling jobs. You may 
say that sample is not very much 
different from the kinds of men 
you interviewed for sales jobs be- 
fore the war. But I think you are 
going to find that there are some 
differences. 


Veterans are Facing Problems 


Professor H. R. Tosdal, Harvard 
University, referred in a recent 
talk to some changes in these men. 
In the first place, the men have 
been away a long time—some 
three or four years—from the 
domestic and business activities 
to which you and I are accus- 
tomed and quite likely take for 
granted. They have been in an 
entirely different sort of en- 
vironment, facing entirely differ- 
ent problems. It is going to bea . 
shock to some of them when they 
come back and find the changes 
that have taken place. Some have 
said it is difficult to understand 
the important part that Govern- 
ment has begun to play in many 
activities of business. 

Another common characteristic 
of the returned serviceman is con- 
cerned with mental maladjust- 
ments. Many of these men are 
going to be mental cases due to 
the wear and tear of war. Their 
mental attitudes must be con- 
sidered in our shaping of any kind 
of training program. 
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Prokably the returning veterans 
are going to be pretty impatient. 
A number of them have been 
through a rather good training 
program. We have to remem- 
ber their characteristics when we 
develop sales-training programs. 
But the biggest of the factors 
we are going to have to consider 
is that many of them have either 
been told to do what they are sup- 
posed to do and have just gone 
ahead and done it, or they have 
exercised dominant leadership. 
Such leadership is on an entirely 
different basis from the way you 
and I exercise leadership in busi- 
ness. And as you know, there 
has been a great tendency, espe- 
cially in the selling field, to em- 
phasize leadership of a persuasive 
general type rather than that of 
dominance. A man who has been 
accustomed to getting things done 
and done speedily is going to have 
to readjust himself when he comes 
into your selling organization. He 
needs to be trained again in the 
persuasive art of selling people 
on doing things he wants them 
to do. 


Old Problems Plus New Ones 


In other words you are going to 
have all the problems of training 
sales personnel that you had in 
pre-war days, plus whatever dif- 
ficulties you encounter with the 
men returning from the armed 
services. 

Let us take a look at an ade- 
quate program: 

1. The digging out of needs for 
training. 

2. Following the discovery of 
the needs for training, the setting 
up of specific objectives. 

3. Determining the methods for 
doing that training. 

4. Setting up some form of mo- 
tivation in order to make sure 
that we will keep the men in- 
terested in the training program. 


5. Including a follow-through. 


6. Evaluation. 

Of the six I have mentioned, I 
think the most important one is 
finding out the actual needs for 
training. Many a training pro- 
gram has run amuck just because 
somebody did not sit down and 
think through the problem. 

What do we need to do in the 
way of training? Your own re- 
cords and your own salesmen tell 
you the needs. 

Where else do you find them? 
You can find them by observing 
the work that your men do. Those 

(Turn to page 64, please) 
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Cafeteria Method—Combination 
Stock and [isplay 


By Chain Store Display Manager 


MERCHANDISE item may be 
displayed: (a) singly—just 
one item all by itself; (b) in a 
small group or unit—three or more 
items of the same kind grouped 
together on a display card or 
table, or (c) in massed formation. 
A unit display is a small mass 
and a mass display is a large unit, 
but there are considerable differ- 
ences in the objectives sought by 
the two types of displays. - 

The unit display seeks to make 
the merchandise item stand out 
among other similar groups, such 
as several display cards side by 
side. 

The mass display seeks to make 
the merchandise item more con- 
spicuous over all other displays in 
its section, as when a Woolworth 
store fills an entire window with 
peanuts or stacks a gross or so of 
small items on a table. 

Mass display not only seeks to 
attract attention, but by the use 
of large stacked quantities seeks 
to impress the visitor with the 
popularity of the item. If it is 
an item which utilizes the element 
of popularity or big demand in 
influencing the customer, or an 
item readily purchased on silent 
suggestion, then mass display is 
very effective. 

General Principles of Cafeteria 
Displays: Cafeteria display is a 
combination of stock and display. 
It lends itself readily to the dis- 
play of a product which is familiar 
enough to the public to tell its 
own story, plus the aid of the little 
bin tag naming the article and its 
price. 

On the other hand, there are 
two types of merchandise unsuit- 
able for cafeteria display, although 
they fill the above requirements. 
These are (1) items too bulky or 
large for cafeteria bins, and (2) 
strictly staple items which people 
will not buy unless they are in im- 
mediate need of them. 

General principles of cafeteria 
display are as follows: 

A. Adopt size and shape of bin 
to item and quantity stocked. 

B. Don’t pile bin too full. Mer- 
chandise should not be higher 
than top level of the bins. 

C. Don’t use a big bin for a few 
small items, otherwise it looks 
vacant and neglected. 


1945 


D. Don’t put a small item up 
next to the ridge of cafeteria table, 
where it is hidden from the shop- 
per’s view. 

E. A small item needs only one 
notch to hold the stock, which 
will display better with a length- 
wise divider and two notches. 

F. Arrange products so that 
they will present themselves to a 
consumer in the way he would or- 
dinarily take hold of them. This 
makes it easier for him to pick 
them up. Once the consumer has 
something in his hand, the “in- 
stinct of possession” makes it eas- 
ier for him to buy. 

G. Cafeteria display is primar- 
ily for merchandise items which 
tell their own story without the 
use of cartons. Unless there is a 
superfluity of cafeteria space, car- 
ton merchandise should be dis- 
played elsewhere. In placing car- 
ton merchandise in bins, be sure 
the illustrations and reading mat- 
ter are right side up. Have at 
least one item out of the carton, 
if practicable, and keep related 
items together. 

H. Keep bins and merchandise 
clean. Don’t display easily-soiled 
goods in cafeteria bins. If items 
get soiled, special care is needed 
to keep them salable. Never per- 
mit dirty, broken or incomplete 
items to remain in the bins. Take 
them out and fix them up, or junk 
them. No salable merchandise 
should ever be displayed unless 
with a sign offering it “as is.” 

I. Many items can be displayed 
singly in a bin with a lengthwise 
divider. Such items show up much 
better if a piece of wrapping paper 
is put flat in the bottom of the 
bin. If this is done, be sure that 
the paper is changed frequently 
to prevent its getting dirty. 

J. Train the sales force to 
watch cafeteria stock in every part 
of the store and to replace articles 
misplaced by careless customers. 
Keep displays looking their best 
at all times. 

K. The _ possibility of theft 
should not be allowed to influence 
the arrangement of cafeteria dis- 
play. It pays better to work on 
the theory that, by putting out 
merchandise to be freely handled, 
more will be sold to offset small 
losses from pilfering. 
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With METAL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of metal’s old work and does a thorough job on all calls. 


Planned Offices Help Sell Office 


Furniture Ensembles 


Customers Like Furniture Selection Service 


By JACK KERNS 


LANNING offices and giving 
P advice to customers on how to 
arrange and prepare an office 
properly has increased our sales 
of furniture far above previous 
levels,” says Chapman G. Bur- 
roughs, office furniture buyer, 
Gimbel Brothers department store, 
Philadelphia. “This shows that 
furniture dealers have overlooked 
Sales that could easily have been 
made, had they tried to show cus- 
tomers how to outfit an office in 
a manner becoming the individu- 
als that are going to make use of 
them.” 

Customers coming into the of- 
fice furniture department spend 
quit a bit of time trying to de- 
termine what type of desk, chair 
and other equipment they need. 
They are rather slow in doing so 
because they don’t wish to pur- 
chase articles that do not suit 
their needs or fit into the space 
that they intend to use as an of- 
fice. As a service to these cus- 
tomers, Mr. Burroughs sends an 
experienced office furniture em- 
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ployee to view the space or office 
for which the prospective cus- 
tomer wishes to buy furniture. 

After seeing what type of office 
the customer wishes to set up and 
the atmosphere he wishes to cre- 
ate, this employee draws up a 
sketch, in rough form, of how the 
office furniture and equipment 
should be arranged. The sketch 
is then submitted to the prospec- 
tive customer for his approval, 
and is later drawn up in full 
color, showing the exact appear- 
ance of both the furniture and the 
room itself. With this compre- 
hensive sketch the _ customer 
knows exactly how many pieces 
of furniture he is going to buy 
and where they are going to be 
placed. 


Plan Includes Furniture Selection 


This is, however, only half of the 
planning advice. Next, Mr. Bur- 
roughs suggests to the customer 
the type and function of desks, 
chairs and other pieces. that 
should go into the room. An ex- 
perienced office furniture cus- 
tomer knows what type of furni- 
ture he needs to suit his require- 
ments, but uninitiated customers 
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need the type of help that Mr. 
Burroughs gives. Many customers 
just sit in a very comfortable 
chair that they are inspecting and 
feel that this chair will serve their 
purpose. But when they have to 
give it continual service in their 
office they find that it isn’t satis- 
factory. Mr. Burroughs asks some 
personal information about the 
office habits of the customer, finds 
out how the person sits in front of 
a desk and how much time he 
spends in the office chair. With 
this information, he is equipped to 
select the proper type of chair to 
suit the customer. He also finds 
out whether the customer wishes 
his furniture to give an impressive 
executive appearance, or is to be 
used in a plant location or in an 
ordinary business office. 

“In selling office furniture it is 
not our idea just to make sales,” 
says Mr. Burroughs. “We want our 
customers to have continual sat- 
isfaction throughout the lifetime 
of the furniture purchased, so 
that we may be assured of their 
returning to us again. Another 
point is that satisfied customers 
tell others when they converse 
about their offices, and this repu- 
tation builds our business and 
sales.” 


Planned Offices Displayed 


Although the department ex- 
hibits office furniture of all types 
and descriptions, Mr. Burroughs 
has developed six offices that serve 
as illustrations to customers as to 
what their intended or planned 
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offices should look like. Each of 
these “offices” are refurnished and 
changed around periodically, so 
that eventually every type of of- 
fice has been portrayed. And at 
the same time, new-mode office 
furniture is given an opportunity 
to show itself in its true light, 
rather than giving an ordinary 
appearance when a customer en- 
ters the store. 

In some instances, Mr. Bur- 
roughs may make up one of these 
“offices” while the customer is in 
the department, just so the pros- 
pect can see for himself how the 
pieces he is planning to buy will 
look when actually set up. The 
customer shares the enthusiasm 
of arranging an office when he 
joins Mr. Burroughs in relocating 
the furniture. While in this “office 
organization moving job” the 
customer is more deeply involved 
with the set-up, and becomes 
more thoroughly sold on buying 
the proper style and type of office 
equipment. 


Display Furniture in Ensembles 


Office furniture should not be 
cluttered together. Instead, vari- 
vus pieces should be shown as 
much as possible in the form and 
position that they will occupy in 
a regular office. Both the appear- 
ance of the furniture and of the 
office furniture department itself 
is thus enhanced. When custom- 
ers shop around for furniture, 
they are not just spending time or 
browsing through as they they 
would for other merchandise; 
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TYPICAL BUSINESS EXECUTIVE-TYPE OFFICE IN GIMBEL’S OFFICE FURNITURE DEPARTMENT 


they know they are going to pur- 
chase. And if an office furniture 
dealer will make it his business to 
interest himself in selling the cus- 





tomer what he needs, rather than 
what the dealer is interested in 
selling, he will make a quicker 
and more satisfactory sale. 


How “A& E” heeps Uffice Furniture 
Section Active and Profitable 


By E. C. PITKIN 


tHE LARGE business which the 
| A and E Supply Company, 218 
West Superior Street, Duluth, 
Minn., did in office furniture be- 
fore the war has supplied this 
concern with a great number of 
former customers who will again 
be in the market when restric- 
tions are released. Salesmen keep 
in regular touch with these old 
customers and contact potential 
customers, too, so as to be set for 
the crack of the “go” pistol. 

In the meantime, present needs 
which cannot longer be deferred 
are met through sale of used 
furniture. 

As a rule, non-war industry 
customers are buying only what 
furniture is absolutely necessary, 
preferring to wait to reoutfit their 
offices with post-war furnishings. 

“We have done a good business 
in reconditioning good used furni- 
ture” said A. B. Gustafson, owner 
and manager. “Our salesmen on 
the road have an excelient oppor- 
tunity to locate good furniture 
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that is for sale. When they do, we 
buy it and have it brought into 
our house where our repair men 
put it back into first-class con- 
dition. It is then placed in our 
furniture salesrooms on the sec- 
ond floor.” 

The company continues its dis- 
play rooms as formerly, though 
displays are naturally not so large 
as formerly. They do, however, 
keep alive this section of the 
store and serve the present needs 
of the area, so far as possible. 
Salesmen cover the Arrowhead 
country, northeast Minnesota and 
northwest Wisconsin. 

One of the biggest demand 
items for the firm has been Ditto 
duplicators. In office supplies, A 
and E has exclusive distribution of 
high-grade merchandise, including 
loose leaf; carbons and ribbons; 
filing supplies; visible records and 
engineering supplies. Customers 
for these high-grade items are 
good potential customers for office 
furniture and appliances——BART 
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Business Builders 
Broadcast over Station S-A-L-E-S 


Operating on a wave length of:— 


CONFIDENCE .. . COUR- 
AGE ... CO-OPERATION 


UICKENED, indeed, and most 
Q excited was our pulse recently 
when we welcomed one of the 
most unusual letters that ever 
crossed the threshold of Box 2153, 
Care of Shaw & Borden Company, 
Spokane 2, Wash., the address of 
the co-ordinator of this page men- 
tioned informally now and again 
as an invitation to other readers 
everywhere to share in the pleasure 
of our Business Builders Forum. 

To continue the report of this 
important airmail dispatch: It 
was from a United States Marine 
Corps officer, veteran of World 
War II, recently returned to civil- 
ian status. He noted that, upon 
re-entering his work with an east- 
ern office of a national advertising 
agency, of which he is a partner, 
among other things that came to 
his attention was a clip file of 
monthly items from the pages of 
OFFICE APPLIANCES. Two folders 
had in date sequence an orderly 
file of Business Builders. Believe 
it or not, he spent quite some time 
reviewing these. In this letter he 
mentioned one in particular—the 
clip sheet of June, 1944—remark- 
ing on his pleasure at reading the 
opening item, which was themed 
about the importance of cheerful 
entrances and reception rooms in 


business offices. This particular 
treatise was by J. I. Kinman, 
author of “The Compass,” which 
Mr. Kinman had sent us for re- 
view at that time. We had com- 
mented on its application to the 
office furniture fraternity, sug- 
gesting: “Substitute in your mind 
one word only—customer for stu- 
dent—and similarly—business for 
school.” Our correspondent sug- 
gested that we quote the three 
paragraphs of Mr. Kinman that so 
impressed him. Here they are: 

“Now, in the beginning, let’s 
start with the first impression the 
prospective student gets after he 
has been influenced (whatever the 
reason) to visit your school. 

“Are the entrance doors easy 
to open; is the glass clean and of 
modernistic design, either painted 
or otherwise; do the words of wel- 
come and warmth breathe an ex- 
tra spark of desire into his very 
being which will make him feel 
that he is about to meet friends? 
Remember the prospect; in most 
cases, has never been in your 
school before. Therefore, he is a 
little hesitant; he is a stranger in 
strange surroundings. 

“And don’t forget the hallway 
or reception room. Does cleanli- 
ness prevail here; are there a few 
well-chosen pictures hanging on 
the wall; does your color scheme 
in pictures, walls, woodwork, fur- 
niture, rugs or linoleum have eye- 
appeal? ... Yes, indeed! EYE- 
APPEAL goes a long way in help- 
ing sell, whether it be a commod- 
ity or a service.” 

And in the score of Business 
Builders greeting us this month, 
was one more from an advertis- 








ing career-woman, an account 
executive of an important Mid- 
west agency. She, too, had ob- 
served Business Builders many 
times and wanted to nominate the 
title and frontispiece of a Globe- 
Wernicke desk catalog that was 
in their “idea-file.’” Incidentally, 
this was a catalog of a few years 
ago, but is still pertinent as an 
example of interesting copy, ac- 
cording to the expert opinion of 
our correspondent. In fact, so 
stimulating was this part of the 
office furniture sales piece that 
we accept the suggestion of this 
ad-consultant and quote you this 
descriptive word-picture: 


THE EVOLUTION OF THE DESK 


When man made the first per- 
manent record of his thoughts he 
sought a smooth stone whereon 
to engrave them—such was the 
humble beginning of the desk. 

Confronted with a greater need 
to communicate with his fellow 
men, he invented papyrus. A pol- 
ished slab of stone became the 
desk upon which his papyrus 
scrolls were indited. In one of 
these scrolls, written over 4,000 
years ago, an Egyptian overlord 
cautions his overseer to wait for 
the top price before selling grain 
and to reinvest the proceeds in 
young cattle of a certain breed. 

Thus was business correspond- 
ence conceived. 

To trace the evolution of busi- 
ness and its immediate machinery 
would be to write an almost in- 
terminable history. 

A scant half-century has 
brought about tremendous 
changes in the conduct of busi- 
ness. Picture comparatively an 
English counting room of Charles 
Dickens’ time and a modern Amer- 
ican office. 

The demands of the present day 
office are varied, yet explicit. 


A man’s desk partakes of his in- 
dividuality. One can almost tell 
by looking at it what manner of 
man he is. 

Thanks for listening, business- 
men and women. 


a ee ee oe ie ee ee ae ee oe oe ee 


BUY U. S. WAR BONDS 
TO HAVE AND TO HOLD! 


* ke eK KKK KE HK KE KKK KOK 


Appreciatively, 


SHAW-WALKER NEW LOW DESK INSTALLATION IN OFFICES OF A SOUTHERN 

CALIFORNIA INSURANCE COMPANY.—Comments J. W. Lowell, office manager of 

this modern business home of The General Insurance Company of America, Los 

Angeles, Calif., “These Shaw-Walker desks look like new after four years’ use, 

and they get very hard usage. We have found them comfortable and economical 

to maintain. Our employees enjoy and appreciate the greater working comfort 
resulting from the new low height.” 


Ralph B. Ortel. 


32, 38, 3, 3. 
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Labor Department Inspectors Checking 
Employers’ WMC Compliance—New Price 
Ceiling Set on Synthetic Rubber Bands 


WAGE AND HOUR DIVISION INSPECTORS CHECK 
EMPLOYERS FOR WMC REGULATION COMPLIANCE 


Employers of all types throughout the country are 
being checked to determine to what extent they are 
complying with priority referrals, employment ceilings, 
manpower utilization techniques and other regulations 
of the War Manpower Commission, it was announced 
on February 9 by Paul V. McNutt, chairman. The new 
inspection program began February 1. 

The survey is being made by inspectors of the Wage 
and Hour and Public Contracts Divisions of the De- 
partment of Labor, Mr. McNutt said. 

By utilizing the Department.of Labor inspection 
force, Mr. McNutt explained, “we save manpower and 
time in recruiting and training our own staff of in- 
spectors. The Wage and Hour Division has more than 
500 experienced inspectors operating from almost 100 
regional and branch offices in every section of the 
country. They are well acquainted with employment 
records. Their present duties require them to inspect 
employment records to determine the extent of com- 
pliance with the Wage and Hour law, the Public Con- 
tracts Act and the wage stabilization procedures of the 
War Labor Board. WMC will, of course, reimburse the 
Department of Labor for that part of the inspectors’ 
time spent in checking compliance with regulations of 
the commission.” 

With equal emphasis Mr. McNutt said that institu- 
tion of the new procedure will in no way modify 
existing decentralized operations of WMC. 

Important among the regulations to be systematic- 
ally checked under the new program will be the oper- 
ation of the minimum 48-hour week in those areas 
where it has been specified by WMC. The total of 
areas where the 48-hour week is now obligatory is 
about 200. Of these, 71 are in the Group I areas, and 
119 are in Group II, in both of which the 48-hour 
work week is automatically required, and about ten are 
in Group III where the longer work week has been 
specifically instituted in certain communities by direc- 
tion of WMC. 

Group I applies to areas in which acute labor short- 
ages exist or are anticipated that will endanger es- 
sential production. Group II applies to areas in which 
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labor shortages exist that may endanger potential 
production. Group III applies to areas where labor 
supply substantially balances demand, or a moderate 
surplus exists or is anticipated. 

In addition to checking records to determine the 
extent of compliance with WMC regulations, inspectors 
of the Wage and Hour Division under the new program 
may provide employers with information and answer 
questions concerning WMC programs, regulations and 
policies. In preparation for their new duties they are 
undergoing a period of training under the direction of 
WMC officials. 

o 


“SPOT” PRODUCTION OF SAFES, METAL OFFICE 
EQUIPMENT MERE FRACTION OF PRE-WAR RATE 


“Spot authorizations” (under Priorities Regulation 
25) for the production of metal lockers, shelving, visi- 
ble record equipment and filing cabinets in the first 
quarter of 1945 represent an extremely small per- 
centage of pre-war production of these items, and the 
difficulty of obtaining materials will prevent production 
in the quantities authorized, War Production Board 
officials said at the recent joint meeting of the General 
Metal Office Furniture, Shelving and Locker, and Visi- 
ble Record Equipment Industry Advisory Committee, 
WPB reported on January 27. 

At the same time, War Production Board officials 
stated before a recent meeting of the Safe and In- 
sulated File Industry Advisory Committee that the 
production of safes, safe deposit boxes and insulated 
files under the “spot authorization” procedure is ex- 
pected to total much less than the amount authorized. 

As a result of stepped-up demands for critical ma- 
terials to make military items, WPB representatives ex- 
plained, the amount of material available from mill 
and warehouses on the Z-1 (deferred) allotments as- 
signed to manufacturers in connection with “spot 
authorizations” is extremely limited. Orders on “de- 
ferred allotments” cannot be filled until other orders 
have been filled. 

The recently issued Limitation Order L-13-b (con- 
trolling the use of metal in furniture and fixtures) and 

(Turn to page 88, please) 


27 





EDITORIAL 








Luxury Tax on Mechanical Pencils 


@¢@ ENACTING TAX legislation that will be 
perfectly equitable is probably impossible. Bring- 
ing all factors and possible effects into purview 
is not to be expected, yet some obvious inequities 
in the present excise tax on luxury goods give 
cause for speculation. 

When the luxury tax was first put into effect, 
widespread publicity revealed that fountain pens 
with gold plated or gold filled mountings were 
exempt from the 20 per cent tax, providing the 
fittings were functional and not merely orna- 
mental. The ruling was sound and resulted in 
benefit both to dealers and consumers. Buyers 
of fountain pens saved money and dealers saved 
time and energy through not being required to 
collect, record and subsequently pay the tax. 

The ruling on fountain pens, however, was 
not applicable to mechanical pencils. Clips and 
bands which perform just as important a func- 
tion on pencils as on pens, made the pencils sub- 
ject to the luxury tax if gold filled or gold plated. 
As the tax is imposed on retail sales, the respon- 
sibility for collecting and passing on the tax 
money has fallen on the dealer. 

Changing the tax law to put mechanical pen- 
cils on the same footing as fountain pens can 
be done only by Congress. Obviously, dealers 
concerned should write or wire their Congress- 
men. In addition, it would be helpful to state 
the case to the Joint Committee on Internal 
Revenue Taxation, 1316 House Office Building, 
Washington, D. C. 

Don’t delay. Your representatives in Wash- 
ington, both in the Senate and in the House, 
are eager to receive constructive suggestions 
from their constituents. Make contact at once. 


—_>-<-- 


How much would you pay yourself if you were the 


boss of a man like yourself? 
—Glen Buck 


—_<-—-- 


Why Not a Program? 


@¢ A TOO-COMMON fallacy among luncheon 
clubs and trade organizations is that fellowship 
alone is considered adequate profit for time spent 
in meetings. A mellow approach towards one’s 
fellow men and a conception of who is hearty 
and well met is admirable but not enough. 
That organizations can go beyond the fellow- 
ship factor through the use of a well-planned 
program is suggested by a copy of the seven- 
month’s schedule of the Milwaukee Office Furni- 
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ture Association. As members of the program 
committee, E. H. Franke and C. A. Netzhammer 
arranged for suitable topics to be discussed at 
the semi-monthly meetings by having the mem- 
bers choose from a list of 20 suggestions. The 
net result is that starting February 13 and con- 
tinuing through August 28 the Milwaukee as- 
sociation will be engaged in a series of talk and 
discussion meetings covering Salesmen’s Expense 
Practices, Stock Control, Deferred Payment Sell- 
ing, Credit Information and Collections, and re- 
lated worthwhile subjects. 

In these sometimes trying days of short stocks, 
governmental controls and post-war planning 
there are sufficient program ideas for any or- 
ganization in the office equipment and station- 
ery field. The subject matter should not be the 
result of expediency for the moment but rather 
a part of a co-ordinated effort to provide per- 
tinent and practical discussions. That goal can 
be reached only by a planned program such as 
is used by the Milwaukee organization and others 
of like foresight. 

Fellowship is the spice of an organization but 
the planned program provides proof of the 
pudding. 


—_~2o-- 


The character you put into your business is just as 


important as the capital, the money, you put into it 
—‘Ideas”’ 
Melbourne, Australia 


_—_~eocm- 


Red Cross War Fund 


@& KEEP YOUR Red Cross at his side. Never 
was this more important than today. Long after 
swords have been beaten into plowshares the 
Red Cross will have much to do. 

Even after the last gun has been fired many 
a month will pass before all our fighting men are 
home. Some will be confined in hospitals for 
long periods of recovery. Traditional Red Cross 
service for these men who have sacrificed so 
much must continue unabated. It is a sacred 
obligation delegated to your Red Cross. 

No less sacred is the obligation to stand by 
with all necessary aid while veterans of this war, 
now being returned to civil life, adjust them- 
selves to new conditions and prepare to take 
their rightful places in field and factory. 

The welfare of the families of our men in 
uniform—their wives, children and aged parents 
—must be guarded to see they do not suffer 
want in these trying times. 

The refugees and waifs of war need help— 
1945 
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help such as only the Red Cross is prepared to 


give in a war-scarred world. 


Those essential and humanitarian services 
which at home have characterized the Red Cross 
through the years must be continued—disaster 
relief, home nursing instruction, nurse’s aide 
training, the many volunteer services, and other 


activities. 


Though the roar of guns may cease, human 


needs remain. The Red Cross can meet these 


only with your continued generous support. The 
President has designated March as Red Cross 
Month, the period in which the 1945 Red Cross 
War Fund will be raised. Red Cross activities 
are financed solely from voluntary contributions 


and gifts. We all must do our part. 


HERE AND THERE 





MAPLE SYRUP AND FLAPJACKS 
A LA PACIFIC WAR STYLE 


Here's an ironical little yarn of the 
South Pacific war theater that ap- 
peared in the January issue of the 
New England Travelers Club 
“News”: 

It seems that some months ago 
Mrs. Ann Libby, buyer for the News 
Shop, Rutland, Vt., bought some 
Vermont maple syrup from Netclub 
Member Les Westcott and shipped 
the famous delicacy to her brother 
in the South Pacific. The syrup ar- 
rived in good condition and was 
carefully hidden awaiting the first 
breakfast of flapjacks. In due time, 
flapjacks were served and had just 
been spread with syrup when the 
call came that Jap planes were ap- 
proaching. 

Following the raid, Ann's brother 
returned from his post to find break- 
fast, flapjacks and syrup bombed 
completely out of existence. Need- 
less to say, more syrup was soon on 
its way and this time was thoroughly 
enjoyed. 





FORMER WEBER COSTELLO MAN 
GIVES INTERESTING INSIGHT 
INTO LIFE ON NAVY "DE" BOAT 


Recently received by Secretary 
Earl Collins of the Great Lakes 
Travelers was a colorful letter from 
Gene de Kieffer, formerly of 
Weber Costello Company, Chicago 
Heights, Ill. Dated January 13, the 
communication was read at the 
first luncheon meeting of the club 
in February. 

Gene points out that he's not 
exactly sorry to miss Chicago's 
frigid blasts, since his present loca- 
tion has temperatures somewhat 
like August in the Windy City. He 
added that when the temperature 
dropped to 78 recently it was 
equivalent to a cold wave in that 
area. 

Gene is the commanding officer 
of the ''U.S.S. Lovelace,"’ a destroy- 
er escort (DE) built in Norfolk and 
commissioned some |4 months ago. 


+ 


The vessel carries a complement of 
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over 200 men and a dozen officers 
and, following a shakedown cruise 
to Bermuda, slipped through the 
Canal and has been on Pacific duty 
ince. The scenery, he says (and 
our mouth is watering), consists of 
lovely sunsets, beautiful skies and 
shorelines fringed with palms. The 
"Lovelace" has participated in five 
major operations (no details). 

He concludes by emphasizing 
what many Americans were late in 
learning—that the Pacific war 
wouldn't be over quickly because 
the fanatical Japs, who place no 
value on human life (including their 
own) but keep coming as long as 
they can pull a trigger or fly a 
plane, would have to be exter- 
minated like rats (Ed. Note: A slur 
against the Order rodentia). 

He believes, however (and we 
fervently share his hope}, that the 
end will at least be apparent by 
next Christmas. 





EMPLOYEE OF LATSCH BROS. 
CITED FOR CIVIC ACTIVITY 
Bob Latsch, Latsch Brothers, Lin- 

coln, Nebr., NSA president and all- 
round good fellow, evidently sets a 
good example for his workers. Re- 














SIDNEY ANDERSON 
CIVIC-MINDED LINCOLNIAN 


cently Sidney Anderson, one of 
Bob's most valued employees, long 
prominent in Lincoln's civic affairs 
and a past president of the Junior 
Chamber of Commerce, was 

| | . 
awarded the Jaycee key for dis- 
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tinguished service to the community. 
The citation was presented at a 
Founders Day dinner marking the 
eighteenth anniversary of the Lin- 
coln group and the twenty-fifth an- 
niversary of the U. S. Junior Cham- 
ber of Commerce. 

Anderson is a member of the lo- 
cal Rotary Club, has served as a 
Boy Scout district commissioner, 
consistently figures prominently in 
Community Chest and War Loan 
drives, and at present is state chair- 
man of Jaycee publications. He is 
a member of the Methodist church 
and of the Masonic and Scottish 
Rite orders. : 

Sid's little son added a humorous 
touch to the recent tribute ac- 
corded his father when, in being in- 
formed of the award, asked, ‘Does 
Latsch Brothers get it or does my 
daddy get to keep it?" 





LT. STODDARD, SON-IN-LAW OF 
HARRY HORDER, REPORTS ON: 
LINGAYEN GULF OPERATION 


Early in February Harry Horder, 
president of Horder's, Inc., Chi- 
cago, received the fascinating de- 
tails of the action leading up to and 
during the January invasion of Min- 
danao and Lingayen Gulf. The let- 
ter was written by his son-in-law, 
Lt. E. |. Stoddard, officer on a task 
force aircraft carrier, and was re- 
layed to Mr. Horder by his daugh- 
ter, Doris. 

Lt. Stoddard revealed that they 
had long known they were to take 
part in the Lingayen operations and 
had plenty of rehearsals. A few 
days before the invasion, his force 
shoved off, and after a couple of 
peaceful days at sea ran the gaunt- 
let through the straits, the Minda- 
nao Sea and the Sulu Sea. They 
then proceeded northward through 
the China Sea (which he describes 
as the world's roughest, with waves 
30 to 40 feet high coming from all di- 
rections) directly to the beachhead. 
Under almost constant air attack, 
his carrier circled offshore while its 
squadrons, aided by shellfire from 
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the heavy ships, plastered the 
beach. The Jap resistance grew 
gradually weaker after air battles 
and ack-ack had splashed their 
planes by the dozens. 

By the time the transports and 
convoys arrived a few days later, 
the beach had been so well worked 
over that landings were made al- 
most without opposition. Through- 
out the three weeks of almost con- 
stant action, his ship suffered no hits 
and not a single pilot was lost. 
During this period his ship's pilots 
sank two Jap destroyers, hit count- 
less ammunition and oil dumps, gun 
emplacements and trucks, and killed 
many Japs by strafing. 





WIRE-O CORPORATION HEAD 
ELECTED BANK DIRECTOR 


Named to the directorate of the 
Fallkill National Bank and Trust Com- 
pany, Poughkeepsie, N. Y., in Jan- 
uary was Claude M. Conger, well 
known in the office supply field as 
president of the Wire-O Corpora 
tion. 

A native lowan, Mr. Conger went 
to Kansas City as a young man, 
spending six years with Armour & 
Company and 25 years with Irving- 
Pitt Manufacturing Company, of 
which he was president. He went to 
Poughkeepsie in 1934 as vice-presi- 
dent and secretary-treasurer of the 
Trussell Manufacturing Company. In 
May, 1944, he was elected president 
of that company and four months 
later the loose leaf division of the 
company, along with the name, Trus- 
sell Manufacturing Company, was 


sold to McMillan Book Company of 
Syracuse. All Wire-O and Mult-O 
manufacturing rights were retained 
by the company, however, which was 
renamed Wire-O Corporation, and 
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CLAUDE M. CONGER 


continued under the guidance of Mr. 
Conger and the other former Trus- 
sell officers. 

In addition to his new post, Mr. 
Conger is president of the Pough- 
keepsie Rotary Club and is an active 
member of several other civic and 
social groups. 





WAR WORK OF FATHER SAVES 
LIFE OF Gl SON AT LEYTE 


The full significance of the war 
production slogan "Stay on the Job” 
was brought home to an Oakland, 
Calif., father and fellow employees 
recently. 

In January, William Schmid, 758 
58th Street, Oakland, head of the 
industrial engineering department at 
the Marchant Calculating Machine 


Company, Emeryville, received a let- 
ter from his soldier son, Cpl. Edward 
G. Schmid, from a Pacific base hos- 
pital. Cpl. Schmid, a ski trooper un- 
til his unit was converted into an in- 
fantry outfit, was wounded during 
the battle of Leyte. 

But let the son's letter tell the 
story: 

"| was so badly torn up that | 
couldn't breathe without the aid of 
artificial respiration,'' Corporal 
Schmid, 20, wrote. 

"They were flying me on a plane 
from Leyte to an island off New 
Guinea. Suddenly, as | lay on the 
stretcher in the plane watching the 
oxygen regulator which was keeping 
me alive, | saw the name plate on it. 

"Dad, it had been made by you 
folks at Marchant. Yon can't imagine 
what a warm, comfortable feeling it 
gave me. Tell all the girls and fellows 
who have anything to do with mak- 
ing those oxygen regulators for me 
that they are doing a wonderful job. 

"Due to my serious stomach and 
side wounds | couldn't breathe nor- 
mally and would have died without 
that equipment. It's saved plenty of 
the boys’ lives.’ 

A good example, it strikes us, of 
the vital importance of getting war 
material to the boys in battle area 
without delay and a plenty strong 
argument against absenteeism. That 
“extra day off" might well cost our 
armed forces an avoidable loss of 
scores of lives. 

Incidentally, the Marchant plant 
recently was awarded its fourth 
Army-Navy “E" for excellence in 
war production. 





STICKING WHEN STICKING COUNTS 


ALESMEN have called on me who seemed to think getting a new customer 
was merely a matter of persistence. They have clung to the front of my 
desk like a pup to a boot. If they could only get a grip on my attention and 
then hang on, they felt sure of success. 
My hat is off to the fellow who sticks to his purpose, but I wouldn't put a 
cocklebur at the head of the success parade. It is just a case of sticking like 


a burr in the fur of a pedigreed Angora. 


I don't approve of the system. 


One important difference between the old, experienced salesman and the 
beginner is the difference between one who knows how long to persist in 
refusing to take no for an answer and one who accepts a “No” too soon or 
sticks too long to avoid taking it at all. 

When a salesman refuses to accept a gentlemanly appeal to be excused 
from giving him time for a sales talk, he lays himself open to rough treatment 
and, when he finally leaves, closes the door to a courteous reception when 
and if he comes again. 

There are dumb-bells among salesmen as well as among buyers, and the 
salesman who cannot see when he has persisted long enough is as much 
at fault as the buyer who turns him down cold without even learning who he 
is or why he has called. 
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—Frank Farrington 
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Warren A. Rogers of Smead Manufacturing Com- 
pany, Hastings, Minn., signed the Guest Book January 
24. He was spending a week in Chicago in the interest 
of Smead and in particular the company’s Tell-I- 
Vision system, featuring the new colored plastic tabs. 
Later he attended a meeting of the Great Lakes 
Travelers Club, of which he has been a member for 
several years. 

Calling after Chicago had emerged from a series of 
cold waves, he remarked that on week-ends during 
the entire winter fishing through the ice on the 
Mississippi, the St. Croix and the Minnesota in the 
Hastings vicinity was great sport. The temperature, 
he said, ranged from ten above zero to 20 below but 
seemed no colder than the humid wind 20 to 30 de- 
grees higher blowing from Lake Michigan. 


John Halpern of Bond Office Machines, Inc., Mexico 
City, D. F., inscribed his name in the Guest Book on 
February 2. He was on a trip across the United 
States, visiting the various manufacturers represented 
by his company—Standard Duplicating Machines Cor- 
poration, Old Town Ribbon & Carbon Company, 
Graphic Duplicator Company, Mailers Service & 
Equipment Company, Allen Calculators, Inc., and Mer- 
chant Calculating Machine Company. Traveling by 
air, he had maintained schedule only by dint of much 
reference and rechecking with passenger offices of 
the various airlines. 


D. J. Consodine of Kansas City, Middle West repre- 
sentative of the Richard Best Pencil Company, was 
a welcome visitor February 5. He was in Chicago on 
business which he expected to keep him occupied a 
week or more. He told of his brother, Charlie, rep- 
resentative of Bainbridge, Kimpton & Haupt, Inc., one 
of the first presidents of the Wis-Ill Club (now the 
Great Lakes Travelers Club) and former vice-president 
of NSA, leaving a few days before for La Jolla, Calif., 
to spend two weeks with John, a third brother. Dan 
was glad that Charlie and John were to have time for 
themselves away from business cares, but he seemed 
just as happy in enjoying the privilege of making 
his usual tour of the circuit and visiting with his many 
dealer friends. 


Amedee Chanteloup of Alexander Brothers, Ltd., 
and Houston & Alexander, Ltd., Honolulu, affixed his 
name to the Guest Book February 9. Recently dis- 
charged from the United States Marine Corps after 
two years’ active service in the South Pacific, he has 
arranged to move his family from his old home in 
San Mateo, Calif., to new fields in the Hawaiian 
Islands. The purpose of his trip was to call upon 
manufacturers represented in the islands by the two 
companies. His journey took him to New York, Roches- 
ter, Washington, Chicago, San Francisco, San Leandro 
and elsewhere. 

Fred Alexander, president of Alexander Brothers, Ltd. 

Formerly employed by the National Bank of San 
Mateo, it was there that he became acquainted with 


Joseph J. Simmer of Wilson Jones Company, whose 
home is in Denver, Colo., signed the Guest Book Feb- 
ruary 10. He had spent ten days in conference at the 
company’s Chicago plant and was ready to depart for 
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his territory which comprises the full Rocky Mountain 
area. Joe is always on hand to help in registration 
and in other ways at dealer meetings in his area and, 
of course, is active in the Rocky Mountain Travelers 
Club. 


George C. Holt, sales manager of W. A. Sheaffer Pen 
Company, affixed his distinctive signature to the Guest 
Book on Lincoln’s birthday. He was accompanied by 
J. Graham Orr, manager of Sheaffer’s Chicago branch. 
Mr. Holt had come to Chicago earlier for a conference 
on NSA affairs and stayed through the thirteenth to 
preside at the NSA Manufacturers’ Division meeting 
described elsewhere in this issue. 


R. H. Stockwell of Stockwell & Binney, San Ber- 
nardino, Calif., complimented the publishers of this 
journal by an early morning call February 15. He had 
a long program and was making the most of the time 
at his disposal. The Stockwell & Binney company has 
stores in San Bernardino and Riverside. It is agent 
for Royal Typewriter Company and A. B. Dick Com- 
pany, and has a complete line of commercial stationery 
goods. Gift merchandise has been added since the 
flow of industry goods has become restricted. Mr. 
Stockwell was on an extensive buying trip which was 
to include several weeks in New York. He had with 
him a newspaper clipping telling of the purchase of 
a lot in San Bernardino on which a new building is to 
be erected after building restrictions are removed. 


Lieutenant Ted Kaufmann, of the United States 
Army Quartermaster Depot at Jeffersonville, Ind., 
communicated with the office of this journal by tele- 
phone February 15 while in Chicago waiting to keep 
an appointment. Known to the trade for his activities 
in the sale of Reliance pencils, his work for Uncle 
Sam is entirely different. He finds the purchasing, 
expediting and shipment of bakery equipment for the 
armed forces a full-time job. 


Jess E. Johnson, of Sabine Office Supply Company, 
Beaumont, Texas, called on OFFICE APPLIANCES late 
February 15 to put a fitting closing to the business 
day started so well by Mr. Stockwell. As is the case 
with most dealers visiting Chicago, he was on a buying 
mission. For 22 years connected with the National 
Cash Register Company as salesman and branch man- 
ager, Mr. Johnson and an associate organized the 
company in Beaumont a year and a-half ago. In Jan- 
uary, he reported, the company moved into larger 
and more suitable quarters at 808 Orleans Street. 


C. A. Netzhammer of Northwestern Furniture Com- 
pany, Milwaukee, and Mrs. Netzhammer favored OFFICE 
APPLIANCES with a visit February 16. Connie, as Mr. 
Netzhammer is known by a multitude of friends, was 
good enough to leave a seven months’ program of the 
office furniture distributors organization of Milwaukee. 
It revealed a definite schedule of discussion material, 
each subject to be covered by some member at regular 
meetings which are held semimonthly. The Milwaukee 
group works together in close harmony. Points con- 
sidered at these gatherings have proved the genuine 
worth of such material. E. H. Franke and Mr. Netz- 
hammer constitute the program committee. 


E. G. (Gene) Mitchell, manufacturers’ representative 
and regular contributor to the news columns of 
OFFICE APPLIANCES as correspondent in NSA District 
No. 8, dropped in for a brief visit on February 19. 
Gene’s headquarters are in St. Louis but Chicago is in 
his territory, which gives us the pleasure of personal 
contact at regular intervals. He reports finding cheer- 
fulness despite heavy loads now being carried because 
of help shortages. 


W. F. Scheuneman, commercial stationer at 617 
Eighteenth Street, Denver, Colo., favored us with a 
call February 20. Recently established as a retailer of 
office supplies, he was completing a buying mission 
which had taken him east to New York and was on 
his way back home. 
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he even clearness of its ‘‘write,’’ and the 
ease and speed of its action. . . its sturdiness, long 
wear, freedom from repair...and above all its amazing 
record of service during these high-pressure war 


years... give the Smith-Corona Typewriter a special 


place in the affections of its users. SMITH-CORONA 
lL C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y 
—~ Croton Plant 
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C-THRU ANNOUNCES NEW SPEE-DOTTER REFILLS 


Newest of the many drawing aids put on the mar- 
ket by the C-Thru Ruler Company, Hartford, Conn., 
is the Spee-Dotter fitted with interchangeable refills. 
Three varieties of broken lines are possible with the 
new perforated strips that fit into the Spee-Dotter 





NEW SPEE-DOTTER INTERCHANGEABLE REFILLS 


straightedge—dotted lines, lines comprised of alter- 
nate dashes and dots, and lines made up of dashes 
followed by two dots. The machine-like precision 
of the dotted lines results from simply drawing a 
pen or pencil across the series of perforations. The 
strips, of transparent plastic, are available in two 
sizes to fit the standard Spee-Dotters. 

The new development is a real asset to draftsmen, 
architects, engineers, designers and artists in speed- 
ing up the production of finished work. 


———————=>—e —____ 


SERVICE PRODUCTS IMPROVES DESK TRAY 

Announced early in February by the Service Products 
Company, 2035 South Calumet Avenue, Chicago 16, III., 
was a new, greatly improved version of the No. 912 
Service desk tray. 

The bottom of the new tray is constructed of 3/16- 





THE NEW NO. 912 “SERVICE” DESK TRAY 
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inch material, grooved to fit the end and side pieces 
to provide rigidity. Rubber feet have replaced the felt 
ones appearing on earlier models. The trays are some- 
what heavier, rattle has been greatly reduced, and ap- 
pearance is improved. The new trays are packed in 
individual folding boxes, 12 to a carton. 

The same improvements will appear on the new No. 
915 tray. Production is already under way, and ship- 
ments will begin late in March. The company has 
announced that output will be limited to 30,000 trays 
until restrictions on plastics are removed. Prices of the 
new trays remain unchanged. 


—__—- 6-9 —___—_ 


STAEDTLER USING ATTRACTIVE DISPLAY AID 


Mars and Precision drawing pencils, products of J. S. 
Staedtler, Inc., New York City, will henceforth greet 
the public from a striking new setting. Specially-de- 
signed new counter display cases have been created to 
house the company’s Mars and Precision line on deal- 
ers’ counters throughout the country. 

The new cases are of natural wood, highly polished, 
and are furnished with glass fronts. Staedtler’s two- 





STAEDTLER’S NEW DRAWING PENCIL DISPLAY CASE 


fold purpose—providing a really decorative display 
for the dealer’s counter, and, at the same time, convey- 
ing a good impression of the quality of the pencils— 
seems to have been admirably achieved by the pres- 
entation of the new case. 


————~——-o—___ 


CALIFORNIA TO STAGE OFFICE EQUIPMENT SHOW 

Under sponsorship of the Los Angeles Chamber of 
Commerce domestic trade department, the California 
Office Equipment Show, featuring office items pro- 
duced or sold in California, will be held at an unde- 
termined future time in Los Angeles, Carl T. Colt, 
chairman of the organization’s domestic trade com- 
mittee, has announced. 

To develop national markets for California manu- 
facturers, the chamber plans this show and four others 
patterned along lines of the recent successful semi- 
annual California Gift and Art Show. 
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DIAGNOSIS: Carbon“! REz” 
REMEDY: Meridian Evr-Flat 


—the carbon paper that lasts longer 


and prevents “trees” because it stays flat 


PANAMA-BEAVER 


CARBON PAPERS, HECTOGRAPH, INKED RIBBONS 


Manufactured by 


MANIFOLD SUPPLIES COMPANY 


COAST TO COAST DISTRIBUTION 
'ss TH IRD AVENUE ° BROOKLYN 87: oes 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blud., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 


4 St. 


Under the aegis of the British Standards Institution 
a conference is exploring the possibilities of standard- 
ization being applied to metal office and works equip- 
ment. The following organizations are taking part in 
the discussions: 

Board of Trade 

Office Management Association 

Institute of Chartered Accountants 

Chartered Institute of Secretaries 

Management Research Group 

Association of British Business Equipment Manu- 
facturers 

Office Appliance Trades Association of Great Brit- 
ain and Ireland. 

Ministry of Works 

General Post Office 

Admiralty 

Fire Offices Committee 

Bank Representatives 

For the purpose of the discussions the subject matter 
is split into the following five groups: 

1. Shelving, bins, lockers. 

2. Desks, tables, seating. 

3. Safes, strong-room doors, fire-resisting equipment. 

4. Filing cabinets, card index cabinets and interior 

fittings of fire-resisting equipment. 

5. Systems advisory panel. 

It is appreciated that there will be a large expansion 
in the manufacture of metal office and works equip- 
ment and that it will be difficult to satisfy the demands 
for labor and materials for the tremendous amount of 
reconstruction work that will be necessary after the 
war. It will, therefore, be necessary to pay more at- 
tention than ever to the question of design to facilitate 
economic production. It is sometimes said that stand- 
ards restrict progress. Experience shows this is not 
correct, provided that standardization is effected along 
reasonable lines in consultation with the industry 
concerned and the users of its products. The con- 
ference aims at evolving standards compatible with 
freedom of design, so as not to limit progress. 

It is pointed out that in the U. S. A. you have a 
system whereby the fire- resisting and burglar-resisting 
properties of safes are defined, the tests being carried 
out by the Underwriters Laboratories in Chicago. 
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Bride Street, London, E. C. 4 


Something of the sort might be done in this country. 

It is hoped that as a result of these discussions 
between manufacturers and users it will be possible 
to draw up an optimum list of sizes, heights, position 
of drawers, width and depth, especially in relation to 
filing cabinets, desks, tables and seating. With fire-re- 
sisting equipment the co-ordination of the internal 
dimensions with the internal dimensions of the equip- 
ment to go into it was a further point to be considered. 
Standardization of sizes of strong-room doors would 
also be useful. 

In accordance with its usual procedure, the B. S. I. 
had called a fully representative conference in order 
to ascertain whether there was a consensus of opinion 
that the work should be undertaken. The conference 
decided that it was considered desirable and practi- 
cable to undertake standardization in the field of 
metal office and works equipment. 

Cotton.—It seems a far cry from cotton to office ap- 
pliances. Yet cotton plays an important part in office 
machinery as an essential material for ribbons. The 
industry is, therefore, interested in the plans now being 
made for post-war prosperity and rehabilitation of the 
cotton industry. The man who has undertaken this 
task, the biggest of his career, is Sir Raymond Street, 
C. B. E., who in 1940 was loaned by the Manchester 
Chamber of Commerce to H. M. Government to be- 
come secretary to the Export Council of the Board of 
Trade. He is well known to members of the office ap- 
pliance industry and has been its good friend on many 
occasions, particularly during the planning of exhibi- 
tions in the Manchester area. 


SE  —— 


McBEE APPOINTS DISTRIBUTORS IN PERU 


The McBee Company, manufacturers of accounting 
equipment, announces that Sanmarti Y Cia and Em- 
presa Rotographica M. A. S., associated office equip- 
ment companies of Lima, Peru, have been appointed 
distributors of McBee accounting equipment in that 
South American republic. The two companies have 
been licensed to manufacture McBee Keysort cards, 
Waxspot manifold sets and forms, and Unit Analysis 
statistical report forms. 
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RING BOOK SHEETS 
CLOTH EDGE 


For Permanent Records .. . 
Subject to Frequent Handling 


Cloth strip reenforcement at hinge multi- 
plies strength of sheets many times. Avoids 
tearing of sheets at punchings and the need 
of patching with eyelet reenforcements. 
Bulk is approximately half that of sheets 
reenforced with cloth eyelets. 


Reenforcing strips are in three widths, 
attached to sheets in staggered order to 
avoid bulk. Automatic machine production 
assures uniformity and neatness. 


Sheets are of fine quality Bond Paper, 
plain or faint ruled, in full range of sizes. 


Special finish paper available for mimeo- 
graph work. 


ASK FOR CIRCULAR D1178 LISTING PRICES 
















































































For Permanent Records... 
SHH Subject to Frequent Handling 


Cloth reenforcement over the paper combines the 
strength of cloth and paper at the hinge. Avoids 
tearing at punchings and saves replacements. 
Cloth shield reenforcement over the index tabs 
gives permanence—withstands hard frequent use. 
























































Tabs are of black imitation leather, A to Z letters 
hot stamped, both sides, with pure gold. Paper is 
Buff Peerless Ledger, rounded four corners. 


























































































































Combined 
strength of paper 


and cloth at hinge ELIZABETH rol si iey-Vers) NEW YORK 


WILSON JONES CO. Ee 
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THE GENERAL FIREPROOFIN.-O 


METAL DESKS ALUMINUM CHAIRS METAL FILING CABIN EE 





|. FOR TOMORROW 
2 =a 

















The absolute dependability of Goodform 
Aluminum Chairs, GF Metal Desks and Files, 
GF Steel Shelving and other office furniture has 


been recognized for many years by customers 





in all lines of business. 

During the stresses and strains of the war 
years, GF furniture has added to its reputation 
for being a strong, durable, dependable product. 

When it is permissible to resume the manu- 
facture of metal furniture, these same qualities 
will again distinguish all products bearing the 
GF trade mark. 


rn Youngstown 1, Oho 


BIN TEEL SHELVING e FILING SUPPLIES + SAFES *« STORAGE CABINETS 














NOMDA DIRECTORS HOLD MID- 
WINTER MEETING IN 
ST. LOUIS 





Standing Committees Report—Plans Laid for 
Future Operation Under War Conditions 





N ACCORDANCE with the request of the Office of 

Defense Transportation, the annual midwinter con- 
vention of the National Office Machine Dealers Asso- 
ciation, scheduled for February 11 and 12 in St. Louis, 
Mo., was cancelled. As a substitute, the NOMDA direc- 
tors meeting, normally held just preceding the mid- 
winter assembly, was extended to permit consideration 
of matters originally in the agenda of the convention. 
When the meeting was called to order Sunday after- 
noon by President Gene E. Taylor, Pantagraph Print- 
ing & Stationery Company, Bloomington, IIl., 24 officers 
and directors were present. Most parts of the country 
were represented. 

Following the roll call, reading of minutes of preced- 
ing meeting of the directors, and handling of other 
routine matters, President Taylor presented his report 
covering the period he has been chief executive since 
the resignation of Jack Macon last fall. He outlined 
some of the future needs of the association, alluding 
to such subjects as legal contracts, proper records, 
management methods, standards of comparison, 


Seated: Charles Krause, NOMDA legal counsel; Joe 
M. Hicks, Washington, D. C., executive secretary; Mrs. 
Jessie I. Taylor, Globe Typewriter Exchange, Inc., New 
York, N. Y.; Gene Taylor, Pantagraph Prtg. & Staty. 
Co., Bloomington, IIl., president; H. H. Saunders, New 
England Adding Machine Co., Boston, Mass.; J. T. 
Boyce, S. L. Ewing Co., Dallas, Tex.; Clarence Bush. 
General Typewriter Co., Washington, D. C. Standing: 
N. H. Fucci, Business Machines Service Co., Inc., New 
York, N. Y.; John Loser (directly behind Fucci), Noise- 
less Writing Machine Service Co., New York, N. Y.: 
Irwin Vincent, Western Typewriter Co., Topeka, Kans.; 
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standards of practice, co-operation, and so forth. His 
remarks were received with approval, those present in- 
dicating a desire to study the suggestions further with 
the view of putting them into operation. 

In his report, Executive Secretary Joe M. Hicks 
urged the following: 

1. Vest in the executive secretary full powers of gen- 
eral management of the association, with the president 
and the executive secretary working together on policy 
matters. 

2. Work out a system of regular monthly publicity 
to members on financial position of the association 
and current status of membership. 

As part of his report, Mr. Hicks referred to the “In 
Print” midwinter meeting booklet, copies of which 
were mailed to all members of NOMDA. 

As chairman of the ethics and standards committee, 
W. J. Garrison, Marietta Office Supply Company, Mar- 
ietta, Ohio, stated that more Government regulations 
are coming and pointed to the wisdom of the industry 
setting up standards before Government action is 
taken. The directors voted to give authority to Mr. 
Garrison and his committee to continue their fine 
work and to co-operate with the Federal Trade Com- 
mission and any other Government agency involved in 
the establishment of industry standards. 


Directors Join St. Louis Dealers at Dinner 


At the dinner following the afternoon session, about 
40 were present, including a number of St. Louis 





Robert Goldblatt, Star Typewriter Co., Chicago, IIl.; 
Vito Randazzo, General Typewriter Co., Kansas City, 
Mo.; J. W. Densford, Shawnee A-C Typewriter Co., 
Shawnee, Okla.; E. J. Toussaint, Central Duplicating 
& Typewriting Co., Camden, N. J.; John Dannenfelser, 
Petery-Hedden Co., New Albany, Ind.; A. W. Schlecht, 
Typewriter & Supply Co., Cleveland, Ohio; Bob Ran- 
dazzo, General Typewriter Co., Kansas City, Mo.; John 
Sizemore, Reliable Typewriter & Supply Co., Kansas 
City, Mo.; W. J. Garrison, Marietta Office Supply Co.., 
Marietta, Ohio; Irving Ritchie, Addressing Machine & 
Equipment Co., New York, N. Y. 
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= An Old Town’ Exchaswe Franchise 
out Means Perfect Team Work 


We pair up with you . . . we pull our share of the load... 





we help you plow your territory broad and deep . . . YOU 
reap the benefit of more sales . . . and we have a permanent 
loyal customer in YOU. 


* an Old Town Old Town is a complete line under one tested, respected 


. * lit t d k! 
Exclusive Franchise quality trade mar 


Means: Ribbons and Carbons for every use + PLUS Spirit Duplicating 
PROTECTION: You are the only Carbons, Master-Units, Dupliforms, Copy Paper, Duplicating 
Old Town dealer in your area. All Fluid 
orders go through YOU. 

PRODUCTS: A more complete line, Write, wire or telephone to see the Old Town representative 


simplified, grade-marked and j é 
radle-marked. who will tell you exactly how we team up with you for bigger 
PROMOTION: Hard-hitting dealer business. 

helps. Local selling aids. Consis- 
tent magazine advertising. 
PROFITS: Priced right to give you 
liberal margin of profit. Quicker 
turnover of compact stock. 





RIBBON & CARBON CO. Inc. 


Foremost makers of Ribbons and Carbons for Every Use 
750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 
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te Sales and Service Everywhere 














dealers. Ben Schweiss, president of the local associa- 
tion and owner of the Fletcher Typewriter Company, 
presided. 

Back at work again in the evening, the directors and 
officers went into an executive session which lasted 
past midnight. 

Early Monday morning the group re-convened. Clar- 
ence Bush, General Typewriter Company, Washington, 
D. C., reported for the Government surplus property 
disposal committee. He indicated that the present 
priority line-up on surplus goods puts the businessman 
in fourth place. An attempt will be made to get busi- 
ness moved up to second place, just under transfer of 
surplus property to other Federal agencies. 

Out of the discussion that followed Mr. Bush’s report 
came the decision to ask the Industry Advisory Com- 
mittee on Typewriters to lower the retail price ceilings 
on typewriters to wholesale ceilings. 

J. W. Densford, Shawnee A-C Typewriter Company, 
Shawnee, Okla., chairman of the legislative committee, 
reported that his committee had met difficulties in 
Washington. Despite various expressions of approval 
by Congressmen and others, the bill to make the later 
prices on “procured” typewriters retroactive, the bill 
died in the hands of the committee of Congress 
charged with the responsibility of considering new 
bills. Mr. Densford was complimented for the way in 
which he handled this difficult problem and was asked 
to “carry on” and do whatever seems wise in his 
opinion. 

N. H. Fucci, Business Machines Service Company, 
Inc., New York, N. Y., reported as chairman of the 
manufacturers’ relations and planning committee, 
pointing out that the work of the committee is divided 
into three areas with vice-chairmen in charge as fol- 
lows: Planning, John Dannenfelser, Petery-Hedden 
Company, New Albany, Ind.; Manufacturers’ relations, 
John La Hiff, J. E. Albright & Company, New York, N. 
Y.; Government surplus property disposal, Clarence 
Bush, General Typewriter Company, Washington, D. 
C. Good progress was reported and an appeal made 
for active co-operation. 

The research, education and promotion committee 
report was given by Chairman Clarence Bush. He re- 
viewed the work of his committee which involved 
studying needs of dealers for the purpose of making 
suggestions for the solution of problems. Work already 
done includes publication of the NOMDA Weekly Let- 
ter, price ceiling schedules, and the Legal Reporter. 
Some subjects planned for study in the immediate 
future include bookkeeping by R. J. Walsh, Walsh 
Brothers, Phoenix, Ariz.; record keeping by W. H. Wol- 
owitz, United Typewriting & Adding Machine Company, 
Washington, D. C.; forms by Frank W. Amey, Ream’s, 
Inc., Lancaster, Pa.; cost accounting by John Dannen- 
felser, Petery-Hedden Company, New Albany, Ind.; 
store arrangement by Irwin Vincent, Western Type- 
writer Company, Topeka, Kans.; advertising by A. B. 
Connolly, Reliable Office Equipment Company, Evans- 
ville, Ind. 

Another suggestion was that the association prepare 
and distribute to members standard price and repair 
tags, each tag to carry the NOMDA seal, statement of 
guarantee, and the wording of the Federal Trade Com- 
mission definition of rebuilt and reconditioned type- 
writers. 

Changes in REP Committee 

Mr. Bush’s final recommendation was that the pres- 
ent REP committee be made responsible only for the 
collection and holding of funds, and that an REP 
policy committee, composed of the chairman of the 
REP committee, the president and the executive secre- 
tary of the association, be appointed and charged with 
development and operation of an adequate program. 
The suggestions were accepted with expressions of 
approval. 

The final report of the meeting was given by W. J. 
Garrison on standards for a mechanics training pro- 


42 


gram to be conducted in co-operation with the Govern- 
ment. Although much has been done in the develop- 
ment of this program, a great deal yet remains. In 
other industries a year or more was required to build 
an effective program. Mr. Garrison was thanked for 
his achievements and given authority to go ahead in 
evolving a program in conjunction with the proper 
Government agencies. 

All matters not settled were placed in the hands of 
the executive committee, which is composed of the 
elected officers, G. E. Taylor, president; Leo Adler, 
Cleveland Calculating Company, Cleveland, Ohio, 
treasurer; and Joe M. Hicks, executive secretary, and 
three members appointed by the president. Two were 
appointed immediately—W. J. Garrison. and Vito 
Randazzo, General Typewriter Company, Kansas City, 
Mo. 

Although it is hoped that a national convention will 
be held next fall, the directors instructed President 
Taylor to call a meeting of the directors next June or 
July if it appears that a convention is impossible. 


—_—___——__9-= 


CONNECTICUT VALLEY STATIONERS MEET 


Very few of the members of the Connecticut Valley 
Stationers Association live just around the corner, 
but despite the cold weather and bad travel on icy 
roads, 40 members attended the January monthly 
meeting. A delicious roast beef dinner was thoroughly 
enjoyed at Ceriane’s Cafe Mellone in New Haven on 
Wednesday, January 31, after which a number of songs 
were rendered by none other than Tom Stonhouse, 
W. A. Sheaffer Pen Company. 

President Ed Granfield, Edward Granfield, Inc., 
New Haven, Conn., in opening the meeting congratu- 
lated the members on a fine showing in attendance 
at all meetings, saying that it indicated a deep-rooted 
interest and a fine spirit of co-operation in their 
affairs. 

Secretary Thure Bengston, Adkins Printing Com- 
pany, New Britain, Conn., read a letter from Jack 
Behr, Wilson Jones Co., who is in the armed forces. 

S. Ford Chidsey, Bradley & Scoville, Inc., New Haven, 
regional governor, spoke on two topics—the stand- 
ardization of sizes of erasers for mechanical pencils, 
and surplus Government war property. Following his 
talk there was much discussion from the floor. 

President Ed Granfield spoke on fountain pen repair, 
advocating an identification tag in addition to the 
purchase order, thereby giving a double check on all 
repair jobs. A lively interest was shown, many of the 
members citing their own experiences. 

D. D. MacDonald, Bradley & Scoville, Inc., New 
Haven, made a motion that the annual meeting be 
held on Wednesday, February 28, in Hartford, Conn. 
at which time the new officers for 1945 would be 
elected to office. The motion was passed unanimously 
and Garry Dell, Burt & Company, Hartford, Conn. 
was appointed to head a committee to make all 
arrangements. 

: ee ae 


BUDGET CHIEF TOPIC AT T.S.A. MEETING 


At the Transcription Supervisors’ Association dinner- 
meeting held at the Sheraton Hotel, New York, Febru- 
ary 5, Miss Mabel Thompson of the Union Dime Sav- 
ings Bank succeeded in making very interesting the 
subject, “You, Your Budget and Your Taxes.” Follow- 
ing a planned budget, she said, will effect economies 
that will benefit both country and citizen. She offered 
a splendid guide for a club’s operation. Through the 
courtesy of her company, Miss Thompson supplied 
samples of budgets to each member present. 

Committee chairmen also summarized their activi- 
ties to date at the meeting. 

Unable to be present was Miss Irene Helen Clark, 
T.S.A. president, who is recuperating from an emer- 
gency operation. Miss Edith Stanley, vice-president, 
was in charge of the meeting. 
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1T DONT MUSS THINGS OR SCATTER 


Mark Twain wrote a memorable 
letter one day in 1874 — his first 


use of his new Remington Model | 


eer, 


lrype-Writer”. In the Gothic 
capitals which was all the machine 


would print, he typed: 


! SAW THE THING IN BOSTON THE 
OTHER DAY & WAS GREATLY TAKEN 
WITH IT, IT HAS SEVERAL VIR- 
TUES, | BELIEVE IT WILL PRINT 
FASTER THAN 1! CAN WRITE, ONE 
MAY LEAN BACK IN HIS CHAIR & 
WORK IT, IT PILES AN AWFUL 
STACK OF WORDS ON ONE PAGE. 1T 
DONT MUSS THINGS OR SCATTER 
INK BLOTS AROUND. OF COURSE IT 
SAVES PAPER, 


This 71-year-old tribute has 
been followed by thousands of 


others. For Remington leader- 
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ship, through all the years since 
Mark Twain’s day, has been 
grounded on fundamentals: orig- 


inal engineering, superb manu- 


facturing, world-wide marketing... 


Little wonder, then, that more 
Remingtons have been bought 
than any other make. 

Litthe wonder, too, that thou- 


sands of fingers are itching to try 


the keys of a new 


Remington 


1945 





INK BLOTS AROUND 


Rand Model Seventeen. For news 
has spread, from the Armed 
Forces, the war plants, the essen- 
tial industries who are absorbing 
our current production, that Rem- 
ington Rand has done it again... 
adding a new lightning action, a 
new feather touch, to a machine 
already superlative in perform- 
“A new Seven- 


ance. The word is: 


teen is worth waiting for!” 
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s THE FIRST NAME IN TYPEWRITERS — 


saciid 
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Pictured, left to right, standing: Russ Meredith, Bostitch-South- 
west, Inc.; E. O. Herget, Atlas Linen Towel Service Co.; Fred 
Pagel, Todd Sales Co.; R. H. Denchoff, Missouri Envelope Co.; 
E. G. Blume, Pitney-Bowes Postage Meter Co.; Orson Lee, 
IBM Corp., electric writing machine division; A. E. Red- 
fearn, Munson Pneumatic Typewriter Key Agency: Harry 
Slager, Felt & Tarrant Mfg. Co.; A. T. Ferris, National Cash 


ST. LOUIS HUB CLUB MARKS 25TH MILESTONE 


All of the members of the Hub Club of St. Louis, 
an office appliance club made up of agents, representa- 
tives, and branch managers of office appliance com- 
panies, were in a festive mood as they gathered on 
the evening of December 28 to celebrate the twenty- 
fifth anniversary of the club. 

The cocktail party, dinner, and business discussions 
that followed were held in the “Den” of the Mark 
Twain Hotel, St. Louis. Presiding officers at the event, 
rounding out their terms of office for the year 1944, 
were: Roy Keller, president; John Shontz, vice-presi- 
dent; L. R. Varner, treasurer, and Herb Jackson, 
secretary. 

Major theme of the meeting centered around plans 
and discussions for the celebration of the 25th an- 
niversary of the club to be held early in 1945. Special 
recognition was paid to four of the club’s charter 
members—Fred Pagel, A. T. Ferris, Louis Ebert, and 
J. H. Smith. 

Since the December meeting, election of officers for 
1945 has been held, the following men being named: 
John Shontz, president; T. W. Atkin, vice-president; 
L. R. Varner, treasurer, and Al Bloom, secretary. 


pre — > —_— 
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It might well have been termed the Quarter-Century dinner, 
for each of the 44 long-time employees of the Chicago plant 
of Wilson Jones Co. holds a record of at least 25 years of 
continuous service. The dinner was given at the LaSalle 
Hotel, Chicago, on February 10, each honor guest receiving 
a watch, suitably engraved, from the management. Top- 
ping the list in length of service was George Wolcott, vice- 
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CELEBRANTS AT THE HUB CLUB'S 25TH ANNIVERSARY, MARK TWAIN HOTEL, ST. LOUIS, DECEMBER 28 
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Register Co., accounting machine division; Bernie Simner, 

Acme Visible Records, Inc,; Louis Ebert, Uarco Business Sys- 

tems. Seated: Jack Kleisner, Multigraph Sales Agency; John 

Shontz, Dictaphone Corp.; Roy Keller, TelAutograph Corp.; 

Herb Jackson, IBM Corp., time recording division; T. W. Atkin, 

Kee Lox Mfg. Co.; L. R. Varner, Addressograph Sales Agency; 
Harlow Gates, Ditto, Inc. 


STATIONERS 12:30 CLUB ELECTS OFFICERS 


“A goodly crowd was there” for the Stationers 12:30 
Club meeting Monday, January 22, at the Advertising 
Club, 23 Park Avenue, New York, with every member 
doing full justice to a delightful chicken dinner. 

President Louis Caracci, Norwood Company, Inc., 
New York, in opening the meeting called for a vote of 
thanks to Treasurer Dwight Briggs, manufacturers’ 
representative, for his services and commended him 
for the fine manner in which he handled the club’s 
affairs the past year. 

The following officers were nominated for 1945 by 
the nominating committee: Chairman of the board of 
directors, Louis Caracci, Norwood Company, Inc., New 
York; president, James Hurley, Oxford Filing Supply 
Company; vice-president, Rudy Mueller, The Ester- 
brook Pen Company; secretary, Mortimer Libien, Libien 
Press, Inc., New York; treasurer, Dwight Briggs, manu- 
facturers’ representative. All were unanimously 
elected. 

President Caracci spoke briefly, emphasizing that it 
had been a pleasure to serve as president of the club. 
He pledged his fullest co-operation at all times. He 
then turned over the chair to President-elect James 
Hurley, who said he was grateful for the honor be- 





WILSON JONES 25-YEAR EMPLOYEES HONORED AT BANQUET, LASALLE HOTEL, CHICAGO, FEBRUARY 10 


president and director of sales, with a 40-year record in the 
organization. Others well known in the industry are J. Duff, 
manager of stock and shipping departments, 39 years; W. K. 
McClure, general purchasing agent, 36 years; E. P. Tardy, 
manager of order and billing departments, 35 years; G. Cor- 
mack, Chicago sales manager, 33 years, and E. F. Buenger, 
vice-president and general superintendent, 31 years. 
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Interesting reas 
Selling PEERLESs. 
and carbons are 
specially with _ 


ons why Dealers 
IMPERIAL ribbons 
doing fine — most 








This letter came from one of 
our top road men: 


‘| was waiting for a train at the Union Station 
and who do I run into but... . (Ed. Note: 
Salesman for a friendly competitor.) ‘How 
come,’ he asked, ‘after plugging along for 
years PEERLESS-IMPERIAL has suddenly jumped 
into the spotlight! Your name is on everyone's 
lips. 1 see your products everywhere, espe- 
cially IMPERIAL Spiritcarb.’ 


"My expanding chest popped two buttons be- 
fore | could bring it under control. Then | smiled sweetly and said, 
‘Honest, Frank, we did it without tricks, black magic or sleight-of- 
hand. In fact, the answer is quite simple. It was just a case of 


doing what we didn't have to do!’ 
“For instance,’ said he. 


“By not taking a free ride on the excuse of wartime quality,’ | re- 
plied. ‘By leaning over backwards to treat our Dealers right at a 
time when others found it easy to push them around. By giving them 
a high quality profit item to replace products lost through production 
cutbacks. By sweating it out with them in going after big desirable 


consumer accounts.’ 


“He changed the subject, started talking about the war. But by this 

time | was plenty warm. ‘That's it exactly,’ | finished. ‘When the war 

is over the Dealer will again be in the saddle. He'll remember who 

treated him well when the going was rough. That's why we are hoping he will ride with us!’ " 

To our Salesman's eloquent epistle we only want to add this—If you are looking for a key to open doors hitherto closed to you, sell 
IMPERIAL SPIRITCARB. Sell it with pride and profit. Send for samples and prices today. 


GENERAL OFFICE AND FACTORY: 
401-407 MULBERRY ST., NEWARK 2, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 


THE KEY MEN OF AMERICA .. . Manufacturers with the dealers’ viewpoint 
DETROIT 18, 37 Linden St., River Rouge, Mich. @ CHICAGO 2, 179 W. Washington St. 
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stowed upon him and promised to do all he could to 
further the interests of the club. 

The guest speaker of the evening, M. DePuyt, of the 
Associated Hospital Service of New York, gave his 
listeners many facts and figures on the hospitalization 
plan, both nationally and locally. He presented the 
latest information available and listed some of the 
added benefits to be had. 

A motion by Irving M. Levy, Art Steel Sales Corpor- 
ation, that the club invest $100.00 in War Bonds was 
quickly seconded and passed. 

Mortimer Libien, Libien Press, Inc., made a motion 
that the club donate $10.00 to the “March of Dimes” 
fund; it was also promptly seconded and passed. 

The meeting then adjourned and the balance of the 
evening was devoted to the usual friendly pastimes. 


Ee 


SKY-RITE HONORS SALES MANAGER AT DINNER 


At the Astor Hotel in New York on January 24, there 
assembled, at the invitation of Agency Paper Company, 
distributors of Sky-Rite lightweight stationery, some 
65 guests to pay tribute to Arthur J. Lawless, their 
mutual friend who has been appointed sales manager 
of the firm. 

Preceding the dinner, an hour of cocktails and good 
fellowship put every one in the proper mood to do full 
justice to a delicious turkey dinner. With a feeling 
of relaxation and cigars aglow, the assemblage sat 














ARTHUR J. LAWLESS 


back to enjoy the entertainment that followed. 

Toastmaster for the evening was Louis H. Tavernier, 
Jr., Fulton Specialty Company, who read a number 
of letters and telegrams of best wishes, sent by those 
who were unable to attend. Then, in his own inimi- 
table way, he turned out a fine job as master of cere- 
monies. 

Many of those present spoke, giving testimony to the 
sterling qualities of the guest of honor. Their genial 
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host, Meyer Cohen, Agency Paper Company, spoke 
briefly, thanking his guests for so fine an attendance. 
As a final token of respect, the assemblage presented 
Mr. Lawless with a U. S. War Bond. 


ES. 


INDIANA OFFICE MACHINE DEALERS ORGANIZE 


John M. Dannenfelser, Jr., a partner of Petery 
Hedden Company, New Albany, Ind., was named the 
first president of the Indiana Office Machine Dealers 
Association at an organization meeting and election 








J. M. DANNENFELSER. JR. 


of officers held at the Severin Hotel, Indianapolis, on 
January 20. 

Other officers of the newly-formed association are 
Louis I. Bland, Adding Machine Service & Sales Com- 
pany, Indianapolis, vice-president, and A. B. Con- 
nolly, Reliable Office Equipment Company, Evans- 
ville, secretary-treasurer. 

Directors named at the meeting include Edmund P. 
Derler, Derler & Company, Indianapolis; H. H. Marlin, 
Bloomington; Miller J. Higgins, Anderson, and Al 
Pedigo, Hoosier Supplies, Frankfort. 


DES MOINES DEALERS AT GLTC MEETING 


Two out-of-town dealers—R. N. Stutsman and Floyd 
Richards of Zaiser’s, Des Moines, Iowa—were present 
at the regular luncheon meeting of the Great Lakes 
Travelers Club held Friday, February 2. These men 
were in Chicago for the purpose of buying merchandise 
for resale and reported having the:kind of difficulties 
that have become normal during the war. 

A letter from Eugene de Kiefer, formerly with the 
Weber Costello Company and now in active service 
as a naval officer in the South Pacific, was read by 
Secretary Earl Collins. In essence Gene’s letter was a 
report of his activities since he became a member of 
the United States Navy. 


wae. SS ve 





AS DEALERS GATHERED TO HONOR A. J. LAWLESS, SKY-RITE SALES MANAGER, ASTOR HOTEL, JANUARY 24 


1945 


OFFICE APPLIANCES, March, 





15 










(DEALERS INQUIRIES INVITED) 


Brings Acme Visible 
Effectiveness to 


SELLING 


Your sales messages are made completely 
explanatory and convincing when accom- 
panied by pictures . . . pictures of your prod- 
ucts, of special features, of their applications 
and uses. But equal in importance to the 
pictures themselves is the manner in which 
they are presented. 


PHOTOdex, the new Acme Visible Photo- 
graph Album, combines a beauty of exterior 
which is inviting to the prospect at first glance 
... and the well-known Acme Visible Indexing 
of the contents PLUS flexibility and adapt- 
ability. PHOTOdex provides sales presenta- 
tions which can be kept up-to-date at all times, 
merely by substituting or adding photographs 
of new models or new products. Visible Index- 
ing permits your salesmen to locate any photo- 
graphs instantly, without fumbling or distract- 
ing the prospect's attention. 

Acme PHOTOdex is beautifully bound in 
full genuine leather, with front cover tastefully 
decorated with real gold leaf stamping. The 
album contains 50 Acme Visible card index 
pockets with a unique arrangement for holding 
either 8x10” or 5”x7” photographs. Its capa- 
city is 100 8x10 prints, or 200 5x7 prints or 
any desired combination of both sizes. Each 
photograph can be Visibly Indexed, with the 
indexing protected by the transparent edge 
of the pocket. 

For a new standard of efficiency and effec- 
tiveness in pictorial sales presentations, or for 
any other use of 5x7 or 8x10 photographs, 
Acme PHOTOdex is the right answer. 


tee 






Mounting photographs in the PHOTOdex Album requires PHOTOdex, $19.50 

no stickers, pasting, or other adhesives. The photos are Quantity frees pen teat 

held securely in the die-cut pockets, yet they can be easily 

removed to make any desired rearrangement or replace- ACME VISIBLE RECORDS, Inc, 
ment. The firm backing provided by the Visible Index 122 SOUTH MICHIGAN AVENUE 
Pockets, eliminates the necessity of mounting prints on CHICAGO 3, ILLINOIS 

linen, effecting a worthwhile saving in both time and money. 
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Asa sales aid, PHOTOdex PHOTOdex is a ‘‘natural” In the production or en- In personnel training, pic- The serious amateur 
permits the salesman to for the advertising depart- gineering department, tures often save hours of camera fan who values 
emphasize his verbal story ment, making photos avail- photos and prints may be explanation, and, when his or her photogra hic 
with photos in logical able for reference or pre- preserved, yet kept in- shownin PHOTOdex, they achievements will acc aim 
sequence and easily pre- sentation in convenient stantly available with are presented in a com- PHOTOdex as a fitting 
sented manner. and adaptable form. PHOTOdex. pletely interesting manner. album for the finest prints. 





Copyright, 1944, Acme Visible Records, Inc. 
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NSA MIDWESTERN MANUFACTURERS HEAR 
TIMELY ADDRESS ON SALES TRAINING 
FOR POST WAR 


Stationers and office appliance salesmen, plagued 
now by priorities and short manufacturing, were given 
a vision of the buying-conscious post-war era by J. L. 
Hawkinson of Northwestern University faculty at a 
luncheon meeting in the Union League Club, Chicago, 
February 13. 

It will take salesmen, particularly trained salesmen, 
to get those post-war orders, Mr. Hawkinson warned 
the midwestern group of the Manufacturers’ Division, 
National Stationers Association. In a lucid talk he 
outlined some methods for preparing better trained 
men in a shorter time “for real productive selling.” 

Distributors present were particularly interested in 
the speaker’s remarks concerning those men now in 
uniform who once were carrying a salesman’s portfolio 
and who expect to return to this work. There are three 
types of returning veterans, he asserted—40 to 65 per 
cent with no business experience, those who have had 
sales experience, and those who will be totally unfit 
for the sales job. 

“We must remember that the returning veteran has 
been in an entirely different environment,’ warned 
Mr. Hawkinson. “It will be a shock to some of us to 
find the changes which have taken place. Character- 
istic will be the mental difficulties due to the wear and 
tear of war.” 

One change which the speaker stressed in consider- 
ing the civilian role of the war veteran is that the 
man in uniform, if he has been an officer, has assumed 
dominant leadership. “He must readjust himself to 
the persuasive art of selling people, rather than com- 
manding them to buy.” 


Training Program Tabulated 


The following six-point sales training program was 
recommended by Mr. Hawkinson: 
Digging out the needs for training. 
Setting up specific objectives. 
Determining the methods of training. 
Motivation for interest. 

Follow through. 
. An evaluation of training. 

Those present in addition to Mr. Hawkinson were: 
Al Aigner, G. J. Aigner Co.; G. J. Aigner, G. J. Aigner 
Co.; Harry C. Anderson, A. B. Dick Co.; Harry H. 
Chumley, Woodworth’s Book Store; S. M. Cole, Stein 
Bros. Mfg. Co.; George Cormack, Wilson Jones Co.; W. 
H. Cox, The Carter’s Ink Co.; Ernie Dahl, Business 
Efficiency Aids; W. J. Dalton, Dalton Advertising; A. C. 
Dent, Superior Type Co.; Ray J. Eichenlaub, Service 
Steel Products Corp.; H. L. Fellowes, Bankers Box Co.; 
John A. Gilbert, OrFICcE APPLIANCES; R. W. Heck, Frank 
Mashek Co.; H. E. Hedges, Hedges Mfg. Co.; John 
Henn, Stanley Wessel & Co.; G. C. Holt, W. A. Sheaffer 
Pen Co.; Fred H. Jones, Jr., Rockwell-Barnes Co.; D. 
F. Kent, A. B. Dick Co.; K. H. Kiesel, The Carter’s 
Ink Co.; Edward P. Kuhlmann, Service Steel Products 
Corp. 

Walter S. Lennartson, OFFICE APPLIANCES; E. E. Long, 
Stevens, Maloney & Co.; E. R. Manning, Stein Bros. 
Mfg. Co.; A. J. Markelz, The Book Shop, Joliet; J. W. 
Miller, The Book Shop, Joliet; D. J. Morgan, Booz, 
Allen & Hamilton; Walter J. Nickel, Bankers Box Co.; 
D. S. Passmore, University of Chicago Bookstore; Bob 
Pinney, Acme Visible Records, Inc.; Clarence O. Schla- 
ver, OFFICE APPLIANCES; F. P. Seymour, Horder’s, Inc.; 
Al Skibbe, Associated Stationers Supply Co.; W. M. 
Small, Johnson Chair Co.; G. R. Smith, Superior Type 
Co.; W. E. Smith, Ace Fastener Corp.; John Smythe, 
Geyer Publications; G. O. Stevens, Stevens, Maloney & 
Co.; Herb Walsh, Ace Fastener Corp.; Thos. H. Wright, 
Rite-Rite Mfg. Co. 

(Mr. Hawkinson’s address is presented as a feature 
article on page 24.) 


48 


JOHNSTOWN C. OF C. PRESIDENT, NSA PAST 
GOVERNOR, HONORED AT TESTIMONIAL DINNER 


Retiring after five and one-half years as president 
of the Johnstown, Pa., Chamber of Commerce, William 
H. Patterson, for many years head of the Johnstown 
Office Supply Company, was signally honored at a 
Chamber of Commerce testimonial dinner held at the 
Ft. Stanwix Hotel on January 11. A capacity crowd 
of 150 business and civic leaders of the community 
were in attendance. 

The dinner came as a climactic reward for the 
efficient management and unstinting effort he had 











WILLIAM H. PATTERSON 


displayed in handling the chamber’s affairs since as- 
suming the presidency in July, 1939. High light of the 
evening was the presentation of a testimonial scroll 
to Mr. Patterson by Ralph E. Hough, manager of the 
Johnstown plant of the Bethlehem Steel Company, on 
behalf of the chamber. The scroll carried a commenda- 
tion for “numerous projects he initiated and con- 
ducted” during his tenure, which was made more 
burdensome because of the necessity of having to work 
without an executive secretary for protracted periods. 
In responding, Mr. Patterson credited much of his 
success to the wise and friendly counsel of the directors 
and other officers of the body. 

Well known to stationers and members of the Na- 
tional Stationers Association, the retiring president 
served as governor of District No. 3, NSA, in 1941-42. 
He was also a past president of the Johnstown Ki- 
wanis Club. 
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HOY ADDRESSES OFFICE SUPPLY EXPORTERS 


One of the immediate needs of foreign trade groups 
in this country is the Government establishment of a 
United States Academy of Commerce for the training 
of consular agents and commercial attaches, stated 
William P. Hoy, special representative of the Art Metal 
Construction Company, at a luncheon meeting of the 
American Office Supply Exporters at the Hotel Com- 
modore, New York, on January 30. Such a school, con- 
tinued Mr. Hoy, should demand the “same qualities 
of character, discipline, analytical ability and high 
regard for duty that are required of our military and 
naval officers.” 

Mr. Hoy pointed out that the average student of 
foreign trade is discouraged by his outlook, and in 
the past has seldom been able to hope for more than 
a minor position in the consular service or a clerical 
job in some corporation’s export department. He in- 
sisted that world trade is one of the greatest steps in 
the direction of world peace, adding that this nation 
has a great reservoir of citizens of foreign ancestry, 
who, properly trained, could serve admirably as trade 
representatives. Since colleges and universities can- 
not do the job within a reasonable length of time, the 
United States Government should establish such an 
institution immediately. 

Following Mr. Hoy’s talk, a resolution was adopted 


OFFICE APPLIANCES, March, 1945 





01 








Du given you the best reine 
% uf hife!" 








(2) GIRL: Look, TT Rho there s a war going on and that we all 
Ks have to do extra work. BUT—overtume erery night just to retype 
OSk 
&. Lo your letters is too muc h to ask of any girl! 
a oT 
) i ——— BOSS: Then why don’t you make carbon copies that I can read? 


p\s\ 7 GIRL: Because you're too stubborn to listen when I tell you about 


*Roytype Park Avenue Carbon Paper! But—just to teach you 
a lesson—I bought some today! Look at this 





th deep-inked Roytype 


A carbon copy made with a 
| Park Avenue carbon paper is always neat, 
readible, und clean. 














GIRL: And get this, Boss! See how easily, how quickly I can make 
erasures on this Roytype Carbon Copy? I misspelled * readable” 


just to show you! 








| “Park Avenue carbon paper is always neat, 
| , und clean. 








BOSS: Why doest.'t somebody tell me these things? Okay—this 
office uses nothing but Roytype Park Avenue Carbon Paper, 
from now on! Satisfied? 

GIRL: Not quite. This ideal original was made with Roytype 
Ribbon in my machine. Roytype ribbons are made with a special 
process that permits the ink to flow through the fabric into the 
used parts, thus constantly renewing the life of the ribbon. Re- 
sults? Clean, sharp letters! The kind you can re ad! 



















BOSS: I can read your future, too. I see a 
long, happy, and successful career for 
you in my firm, providing, of course, you 
add Roytype Ribbon to that order! 


ROYTYPE 
Ribbons and Carbon Paper 
made by the 


ROYAL 


TYPEWRITER COMPANY 


2 Park Avenue, New Yor« 16, N.\. 


=—} See your Royal Representative or 
Roytype Dealer today. Buy on 
the Coupon Plan and save money. 





*Trade-mark Registered U. S. Pat. Of. Copr. 194, Royal Typewriter Company, lnc, 
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And see how we 
work overtime for 
you! 


Somes TALKING about the most ex- 
tensive and consistent national adver- 
tising campaign ever put behind typewriter 
ribbons and carbon paper! 


At the left is a good example of a Roytype 
ad—part of the heaviest promotion in the 
field. 


THERE ISN’T EVEN A CLOSE SECOND TO 
ROYTYPE ADVERTISING! And that’s been 
true for a long, long time. 


So... if you’re looking for volume sales 
and good, steady profits—press the advan- 
tage we are giving you with your customers 
and... 


Stock ROYTYPE .. . display ROYTYPE 
...push ROYTYPE RIBBONS AND CARBON 
PAPER .. . made by the makers of ROYAL 
“The World’s Number One Typewriter.” 


ROYTYPE is a complete line . . . designed 
to fit all typing needs, and with a price range 
to fit all your customers. 


ay 





Sales Tested BG 
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These typical G/W advertisements sell service; they tell your customer what 
G/W products will do for him. Appearing in such national business magazines 
as Newsweek, Business Week, etc., they create a constant demand for G/W 
products. So keep your customers coming back again and again—stock, fea- 
ture and sell Globe-Wernicke modern office equipment, systems and supplies. 


THE GLOBE-WERNICKE CO. « NORWOOD, CINCINNATI 12, OHIO 





EVERY DAY FILE 
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National Advertising 


CREATES PRODUCT DEMAND 
























THEZ SAFEGUARD Introduced Jess than six 
Fl L ' N G @) U TFIT months ago, this new stream- 


lined package method of selling 
the Safeguard filing system has 
swamped dealers with orders. 
Complete and compact as a pack- 
age of playing cards, it contains 
everything needed to install a fil- 
ing plan ina 1-, 2-, 3-, or 4-drawer 
file. Included with each order of 
a dozen or more outfits are a dis- 
play card, promotional material 
and a supply of the famous 
ACTUAL SIZE ‘“‘Find-i-tis”’ booklet. 


BUY WAR BONDS 


24%" X 22%" 

















Fa Here’s another G/W product 
that is breaking sales records. 
Smartly styled in rich blue, trimmed 
in black, silver and gray—it has 
plenty of eye-appeal backed up 
by real utility value. Made to 
give long wear, water proofed for 
extra protection against finger- 
prints. Comes in two sizes and 
with various types of indexing: 
Alphabetic (A to Z), days of the 
month (1 to 31) or with blank 
tabs for individual indexing. 


| ¥ Visible Record Systems 
4 Office Furniture 
Bookcases 
Stationers’ Supplies 


TT eS 





SAFEGUARD FILING OUTFIT 


OFFICE APPLIANCES, March, 1945 51 








requesting members of the association to write to 
their congressmen, and David Manley, secretary, was 
instructed to do the same on behalf of the entire 
organization. 


—_-—-_- 


JOHN J. REINECKE ADDRESSES NEW YORK GROUP 

With an attendance of about 80 members, one of the 
largest meetings of the group ever held, the regular 
monthly session of the Office Equipment Dinner Club, 
New York City, was addressed on February 15 by John 
J. Reinecke, Secretary of the Wood Office Furniture 
Institute, Washington, D. C. 

President R. J. Berry, Berry, Dickie & Stettler Inc., 
in calling the meeting to order at the Advertising Club 
asked for a vote of thanks to Bernard H. Nemlich, 
Regan Office Furniture Corp., and his fellow editors 
for the fine job they did in publishing the February 
issue of the OED Bulletin. In announcing that be- 
tween $950 and $1000 had been collected for the Infan- 
tile Paralysis drive, he gave thanks to members for 
their generosity. 

Seymour Nathan, Charles S. Nathan, Inc., spoke 
briefly urging all members to be generous in their con- 
tributions to the Red Cross drive. 

Bernard H. Nemlich spoke on behalf of the Red Cross 
Blood Bank, suggesting that members make their blood 
donations in groups of ten. The response was instant- 
aneous; ten members promptly volunteering for the 
first group. Moe Turman, Metwood Office Equipment 
Corp., spoke on the recent death of Max Pearl, Pearl 
Desk Company, a man deeply respected by all, and 
moved that a letter of condolence be sent. 

The guest speaker, John J. Reinecke, had as his 
topic, “Post War Trends in Office Furniture.’ He told 
of the activities of the Wood Office Furniture Institute 
and progress in developing new products in the past 
few years. Since the Institute represents 75 per cent 
of the manufacturers of wood office furniture, their 
activities are of great importances to the industry. 
New furniture is being designed so as to be ready for 
furniture factories at the end of the war, although 
new products will not begin to appear until from six 
months to one year later. 

The speaker told of the research program now being 
carried on, of how laboratories are studying to improve 
the properties of wood. Studies are being made on 
impregnating and compregnating woods which will be 
of great help to manufacturers in putting better wood 
products on the post-war markets. The new furniture 
will not only be streamlined but will have a new finish 
as well. 

Mr. Reinecke passed out a number of samples of 
processed wood for inspection, some of which are im- 
pervious to cigarette burns, as he very vividly demon- 
strated. A number of samples shown were of soft 
woods made exceedingly hard by chemical processes. 
He drew attention to the fact that colors penetrated 
completely through the wood, showing that the possi- 
bilities of colors and color combinations are great. 


=—i-.———... 


NEW YORK OFFICE MACHINE DEALERS MEET 


The regular monthly meeting of the Office Machine 
Dealers Association of New York, Inc., was held on 
Tuesday evening, February 13, at the Hotel New 
Yorker. 

In the absence of President Irving R. Ritchie and 
Secretary Jessie I. Taylor, who attended the NOMDA 
board of directors meeting in St. Louis, Mo., Vice- 
president Reuben Laskow, Batlin-Horowitz, Bronx, 
N. Y., presided, with Counselor Charles F. Krause act- 
ing as secretary. Both did a fine job of pinch-hitting 
for the absentees. 

In opening the meeting Vice-president Jaskow com- 
plimented the members on their fine attendance de- 
spite the inclement weather. Acting Secretary Krause, 
who recently became the proud father of a baby girl, 
read a letter he had sent to the Association thanking 


52 


them for their gift of a U. S. War Bond to the new 
arrival. 

Membership Committee Chairman Paul Gross, Mail- 
ers Service & Equipment Company, reported that 11 
new members had joined the association since Jan- 
uary 1, making a total of 164 paid members. 

Nicholas H. Fucci, Business Machines Service Com- 
pany, gave a brief summary of the meeting of the 
NOMDA board of directors held in St. Louis, Mo., from 
which he had just returned. 

Guest speaker for the evening was Jack Kromberg, 
certified public accountant and tax specialist. Mr. 
Kromberg spoke at some length, giving a comprehen- 
sive and enlightening talk on business taxes. He stres- 
sed the fact that all businesses, no matter how small, 
must make tax returns and therefore should be “tax 
conscious” in all their transactions. In discussing 
partnerships versus corporations, he gave a compre- 
hensive word picture of the taxes applicable to both. 

V. David Lawrence, U. S. Apprentice Training Serv- 
ive, War Manpower Commission, spoke briefly, telling 
his listeners that the Government plan for training 
veterans to become mechanics on office machines was 
approved and would start at once. He answered a 
number of questions posed by dealers present. 





—><- 
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Y AND E SORT-O-MAT TAKES HONOR SPOT AT JANUARY sImf 
SALES MEETING OF GLOBE FURNITURE CO., CHICAGO.— serie 
Twelve members of Globe’s sales staff learn the fine points of 
demonstrating Sort-O-Mat efficiency from four Y and E repre- for 1 
sentatives in charge of the meeting. Top, standing: I. R. : 
Cornish, C. G. Stiles and S. L. Griebel, all of Y and E. Seated: This 


J. A. Johnson, Globe vice-president; H. E. Rockwell, Y and E 
vice-president, and J. K. Martin, Globe secretary. Middle, 
standing: F. G. Mennell, J. S. Wrobell, A. W. Meinell, C. A. 
Stone and G. A. Morgan, all of Globe; I. R. Cornish, Y and E; 
A. J. Scalzo, Globe; S. L. Griebel, Minneapolis Y and E 
representative; J. Alvin Johnson, Globe. First row, seated: 
W. L. Fergus, G. Melford, K. E. Wallace, all of Globe; H. E. 
Rockwell, Y and E vice-president in charge of wholesale 
division; J. K. Martin and W. Richards, Globe; C. G. Stiles, 
Chicago Y and E manager. Bottom, standing: K. E. Wallace, 
W. L. Fergus, G. A. Morgan, W. Richards and C. A. Stone, 
all of Globe. Seated, S. L. Griebel, Y and E. 
(Story appeared on page 42, February OFFICE APPLIANCES ) 
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A COMMAND 


FOR SALES COMMANDERS 


... Duilding a bigger market for Postindex Sales Records! 


HIS booklet tells the whole story of Postindex 

Sales Records and their application to various 
types of business operations! We are sending it on 
request to thousands of commercial and industrial 
concerns whose sales operations are in need of 
simplification. It is the first of a barn-storming 
series designed to increase your business 
for 1945. 


This new and valuable booklet is avail- 


Sostindex 





able also for direct distribution by Postindex Agents. 
Write for details of plan today! 

P.S. Postindex will continue to supply a full line of 
modern, efficient ARTWOOD Equipment until steel 
is again available! 

If you are not now handling Postindex Visible Files, 
write for information on this valuable fran- 
chise to Postindex Co. Div., Art Metal 
Construction Co., Jamestown, New York. 


tsible Piles 
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REPORTS OF 
ACTIVITIES OF THE MONTH 


JAMES P. WARD REJOINS SHIPMAN-WARD 


Shipman-Ward Manufacturing Company announces 
that James P. Ward has rejoined his old associates 
as vice-president of the company. Experience pos- 
sessed by Mr. Ward in 30 years’ work in the office 
machine field will greatly augment Shipman-Ward’s 
post-war planning. 

After having been associated with the Reliable Type- 





JAMES P. WARD 


writer & Adding Machine Company of Chicago, Mr. 
Ward was called to Washington to undertake direction 
of the typewriter procurement program among dealers, 
serving from July, 1942, to December, 1943. Upon com- 
pletion of this important work of service he joined 
Allen Calculators, Inc., as assistant to President R. C. 
Allen, for whom he did special work in New York and 
Washington before shifting to sales and advertising 
work at the Allen plant in Grand Rapids, Mich. Once 
more he was called to Washington, this time assisting 
in developing a plan for the orderly disposal of sur- 
plus office equipment, operating under the Procure- 
ment Division of the Treasury Department. The frame- 
work of this task has now been completed. 

Members of the National Office Machine Dealers 
Association are interested in the new plans of their 
former president, one of the most active builders of 
the organization. 


—> 


INDIANAPOLIS PRINTING FIRM OPENS STORE 


Gilbert L. Baumann, for the past 15 years operator 
of the Baumann Printing & Stationery Company in 
Indianapolis, has announced the opening of a new 
retail stationery and office supply store at 240 Mas- 
sachusetts Avenue in that city. A complete line of 
stationery and office supplies, desks, chairs and bus- 
iness machines will be featured. 

The Baumann firm, equipped to do all kinds of 


general job printing, specializes in personal and social 
printing and engraving. Equipment includes an up- 
to-date bindery, 


pressroom and composing room. 
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IN EVERY DIVISION OF THE 


x 


MISCELLANY 






IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 


INDUSTRY 


HORR NEW ADVERTISING MANAGER AT HORDER’S 


Cortland B. Horr, assistant sales manager at 
Horder’s, Inc., for the past year, has been appointed 
advertising and promotion manager of that company, 
according to an announcement issued on February 12 
by Fred P. Seymour, vice-president and secretary. Mr. 
Horr will also have charge of advertising and promo- 
tion for the Associated Stationers Supply Company, 
Chicago, Horder’s wholesale commercial stationery 
subsidiary. 

Familiarly known as “Cort” to his many friends, the 
new appointee joined the home office staff of Horder’s, 
Incorporated, and Associated Stationery Supply Com- 
pany, Chicago, as assistant sales manager of the com- 
mercial forms divisions. 

Previously he was associated with the Library Bureau 
Company, followed by a ten-year period with the 
Samuel T. Tatum Company, Cincinnati, and Wilson- 
Jones Co., Chicago. Later he became district sales 
manager for the Victor Safe and Equipment Company. 
North Tonawanda, N. Y. Prior to coming to Horder’s, 
Inc., he spent 61% years with McMillan Book Company, 
where he had charge of advertising, the development 

















CORTLAND B. HORR 


of forms and systems for Social Security and other 
commercial applications, and served as priority co- 
ordinator. 

He is a graduate of Dartsmouth College, a member 
of the Society for Advancement of Management, and a 
charter member of the LaGrange Post of the American 
Legion. 


EXCUSE US, PLEASE 


On page 88 of the February issue of OFFICE APPLI- 
ANCES appeared a story announcing that the firm name 
of Finan & O’Reilly, Fort Wayne, Ind., had been changed 
to O’Reilly Office Supply Company. It was erroneously 
stated that Mr. Finan’s interest in the business was 
sold to the present owner on January 1, 1945. Actu- 
ally, there has been no recent change in ownership; 
Mr. Finan sold his interest and retired on January 1, 
1944. We regret the typographical mishap. 
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SPACE-SAVER 


SEATON HERE 





Silly, isn’t it! Browne-Morse engineers 
have not yet been seriously bitten by the 


postwar miracle bug. Sure, we have a lot 





of advanced plans in work, some of 


them all ready to go the moment the 


go-ahead. But, every one of these plans 


ate 


We ar 


ff: 


is soundly engineered, based upon 37 


+ 
4 


years of quality experience, geared 


ie 





BoA 
od 


to the demands of modern business, 


Kets 





and pointed toward continued profitable 


as? 


volume for our dealers. 








BROWNE- 
MORSE 


MUSKEGON, MICHIGAN 








Specialists in Quality Metal Office Equipment and Furniture 


















ROYTYPE’S NEW REGIONAL 
STOCK DEPOT IN CHICAGO. — 
Quicker service for the western 
Roytype carbon and ribbon organi- 
zation is the goal of this new stock 
depot in Chicago, managed by 
General Supervisor S. P. Haas. 


READY TO SPEED UP ROYTYPE 

ORDERS ON THE WEST COAST.— 

Opened recently in San Francisco, 

this modern regional depot of Roy- 

al's Roytype division will be under 

the management of John G. Noe, 
West Coast supervisor. 





COOKE & COBB CELEBRATE 75TH BIRTHDAY 


It was just 75 years ago, in 1870, that The Cooke and 
Cobb Company began in business at 17 Whitehall 
Street, New York City. They originally manufactured 
sales ticket books, carbon papers, marking pencils, 
oiled boards and Cooke’s renewable memorandum 
books. The business prospered from the beginning with 
the result that five years later, in 1875, larger quarters 
were taken at 40 Broadway. 

Success did not stop at this point and in 1883 it was 
necessary to move to still larger quarters at 144 Cham- 
bers Street. This move was attributed to the introduc- 
tion of expanding or accordion files, which were orig- 
inated by Mr. Cooke. 

The success of the Favorite expanding manila file 
encouraged the introduction of expanding files in 
other qualities and a variety of sizes as well as docu- 
ment envelopes, wallets and file pockets. Universally 
used, the Favorite family of expanding products be- 
came so extensive that it again became necessary to 
move to still larger quarters. 

Thus it was in the year 1899 that The Cooke and 
Cobb Company built its own factory in Brooklyn, where 
they remained until their removal in 1940 to the 
present address at 57 Ninth Avenue, New York. Today 
Cooke and Cobb Favorite products are known and 
used in almost every civilized country on the globe. 


——~*— > —___—- 


MONROE NAMES THREE FIELD SALES MANAGERS 

Appointment of Henry J. Testa as field sales man- 
ager of the Monroe Calculating Machine Company, 
Inc., was announced early in February at the com- 
pany’s home offices in Orange, N. J. 

Simultaneously, G. A. Jensen of St. Louis and T. R. 
Kyle of San Antonio were also named field sales 
managers. 

Mr. Testa, formerly an assistant branch manager at 
Monroe’s New York downtown office, had been on a 
special war assignment at the company’s principal 
plant in Orange since October, 1942. His office will 
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remain at the Orange plant. He started with the com- 
pany in 1932 as a salesman, and was made assistant 
manager of the New York downtown branch in May, 
1939. Up to the time he was transferred to Orange, 
he was a consistent sales leader and qualified for the 
Monroe High Point Club eight consecutive years. 


I 0 
AMES SUPPLY FORMS NEW EXPORT COMPANY 
Hazen R. Ames, president of the Ames Supply Com- 
pany, announces that a new corporation, under the 
name of Ames International, Inc., has been organized 
for the express purpose of handling all of the com- 
pany’s foreign trade. 
This business will be under the management of Luis 

















LUIS DE OLAZARRA 


de Olazarra, vice-president and general manager of 
the corporation. He is well known throughout the 
trade through his many years of experience both here 
and abroad. It will be interesting to his many friends 
to know that he is a substantial stockholder of the 
new corporation. 

Detailed plans will be announced in the near future. 
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SO WELP BRING HOME TO THEM 






THEY CANT COME HOME 


They may have many post-war dreams, but what they want right now 
is more V-Mail, because the V-Mail sent to them today keeps alive 
their dreams of tomorrow! 


V-Mail is part of the life-line of our service men. Don’t hide it on an 
obscure shelf in your store. Display it as a constant reminder for your 
customers to write more letters to our fighting men. Push it at every 
opportunity. You’d be surprised how many people didn’t write 
to a service man or woman yesterday because they “just didn’t think of it.” 
Let’s make it our job to make them think of it. 


Boorum & Pease does not manufacture V-Mail. We've prepared this 
message as a service to you, because we who serve the STATIONERS OF 
AMERICA see in V-Mail an opportunity to be of great service to 
the nation—a service that builds up the morale of our fighting men. 


ospLay Y-maiL ‘Tut |V-oay 

















Blank § Books 
Looseeal Devices 




















Official Navy Photograph 


A VICTORY MESSAGE FROM BOORUM & PEASE 
GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 
BOSTON 10: 29 OTIS ST. * ST. LOUIS 2: 115 SO. 8TH ST. * CHICAGO 7: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 
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REMINGTON RAND ANNOUNCES APPOINTMENTS 


The appointment of Kenneth H. White as sales 
manager and of Charles V. St. Louis as chief engineer 
of the catalog binder department of the systems di- 
vision of Remington Rand, Inc., was announced on 
January 15 by A. N. Seares, vice-president and general 
manager of the company. 

Mr. White has served as sales manager of the 
catalog department of Wilson Jones Co., and was 
formerly Chicago manager for the Democrat Printing 
Company of Madison, Wis. Previously he was sales 
manager of the catalog department of Tucker-Ken- 
worthy Company, also of Chicago. In his new post, 
Mr. White will be responsible for marketing newly de- 
signed and vastly improved catalog binders and loose 
leaf equipment for sales and management applica- 
tions. Remington Rand is making substantial invest- 
ments in the design and production of these products. 

Mr. St. Louis has been associated with Wilson Jones 
Co., Chicago, in the like capacity for the past 14 








years. In announcing his appointment Mr. Seares 
said, “This emphasizes the importance we at Reming- | 
ton Rand attach to catalog binders and loose leaf 
equipment as sales tools American business must have 
to sell the goods and create the post-war jobs we must 
and will have to meet the needs of our people. Mr. 
St. Louis’ knowledge and experience will be an impor- 
tant factor in our program.” 
or 


LOS ANGELES FIRM MOVES TO NEW LOCATION 

Roy S. Davis, president of the Roy S. Davis Corpora- 
tion, Los Angeles, Calif., recently announced that his 
organization has been located at 5374 South Hunting- 
ton Drive, Los Angeles 32, since February 1. The new 
telephone number of the company is CApitol 1-4723. 

The new site is described as being almost double that 
occupied in the Transportation Building. In negoti- 
ating the terms for the occupancy, the company ob- 
tained an option to lease the entire building to provide 
for the post-war expansion now being planned. 

















tA 


There's no crowding of merchandise at King’s Office Supply 
& Equipment Co., 239 East Third St., Long Beach 2, Calif., 
where 4,200 sq. ft. of floor space are devoted to the display 
of complete lines of office supplies, social stationery, Lyon 
steel shop equipment, Lietz drafting material, desks, filing 
cabinets and leather office furniture. Upper left: the attractive 
store front. Upper right: the interior of the store as seen from 
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A CUSTOMER’S-EYE VIEW AT KING'S MODERN OFFICE SUPPLY STORE IN LONG BEACH. CALIF. 
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the main entrance. Center photos: two recent window dis- 
plays at King’s. Bottom photos: two office furniture arrange- 
ments in the store’s complete business furniture department. 
Inset: six of the store’s eight staff members. Left to right: 
H. A. King, Laurence Gill, Mrs. M. Taylor, Mrs. D. Parsley, 
Mrs. E. Smith and R. B. King. Raymond Kirkhorn and Mrs. 
Hazel Gibson were absent at the time the picture was taken. 
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NICHOLS NEW PRESIDENT OF COLUMBIA R. & C. 


At a meeting of the stockholders at the main office 
of the Columbia Ribbon & Carbon Manufacturing 
Company, Inc., Glen Cove, Long Island, N. Y., on Janu- 
ary 30, Frank R. Nichols was elected president of the 
organization and H. F. E. Dixon was named to the post 
of vice-president in charge of production. Other ap- 
pointments included A. B. Holmes, the retiring presi- 
dent, now chairman of the board and treasurer; 
Henry B. Holmes, vice-president, and R. H. Pierce, 
secretary and assistant treasurer. 

The two retiring officers, A. B. Holmes and L. M. 
Dixon, respectively president and vice-president until 











FRANK R. NICHOLS 


the new elections were held, are foremost among Co- 
lumbia founders. They have devoted the greater part 
of their lives to its development and growth. 

While Mr. Dixon is relinquishing his duties with the 
company, Mr. Holmes will continue on as chairman of 
the board and treasurer, directing the greater portion 
of his time and abilities to post-war planning. 

Frank R. Nichols, Columbia’s new president, is one of 
the most prominent figures in the carbon and ribbon 
industry. He started his long career with Columbia 32 
years ago as a salesman, and by dint of hard work and 
outstanding initiative earned subsequent promotions 
to district sales manager, national sales manager and 
vice-president in charge of sales. He has an excep- 
tionally wide range of personal acquaintances among 
dealers and manufacturers of business machines, and 
his many friends throughout the industry will be 
gratified to learn of his promotion. 

H. F. E. Dixon, Columbia’s new vice-president in 
charge of production, follows in his father’s footsteps 
as a qualified and experienced production executive. 

Henry B. Holmes, now a lieutenant (j.g.), USNR, is 
the organization’s other new vice-president. The son 
of Columbia’s retiring president, he formerly served 
as eastern sales manager and advertising director of 
the company. 

Ralph W. Graham and T. G. Duggan, both of whom 
have long been identified with Columbia sales and 
dealer-service work, continue in their capacities as 
eastern sales manager and assistant eastern sales 
manager, respectively, while R. C. Moore, Kansas City, 
who is equally well known, retains his post as western 
sales manager. 

A testimonial dinner held at Mori’s Restaurant, 
Manhasset, L. I., was tendered the retiring officers by 
Columbia’s executive staff and department heads. 
Messrs. Holmes and Dixon were presented handsome 
wrist watches, appropriately engaged to serve as con- 
stant reminders of the respect and esteem in which 
they are held by their organization. 

Sc ae 


KOH-I-NOOR EXPORT MANAGER TO MEXICO 


Export manager William Danjczek of Koh-I-Noor 
Pencil Company, Inc., left by plane on February 6 on 
a combination business and pleasure trip to Mexico. 
He anticipates returning March 10. 


60 





SHEAFFER ANNOUNCES NEW “LIFETIME” PEN 
AND MAKES CHANGE IN SERVICE CONTRACT 


In advertisements scheduled to appear in a selected 
list of metropolitan Sunday newspapers on March 4 
and in the March 31 issue of Collier’s magazine, the 
W. A. Sheaffer Pen Company, Ft. Madison, Iowa, will 
announce its latest Lifetime pen—the new “Triumph.” 
The same advertisements will call attention to the new 
service contract (applicable to all Lifetime “Triumphs” 
of the new type). 

As an aid in introducing the new line, the Sheaffer 
company on February 19 staged 15 luncheon meetings 
for dealers the country over. The Chicago meeting 
was opened by Graham Orr, Sheaffer’s Chicago man- 
ager, with Rex Conn, in charge of wholesale opera- 
tions, outlining in detail the company’s development 
and the logic behind the new service contract. Each of 
the meetings, presided over by a factory representa- 
tive, featured a short movie showing the various war 
products the company has been building, and ex- 
plaining why this has necessarily meant a curtailment 
in the output of writing instruments. A portion of the 
film was devoted to an excellent picturization of the 
construction and assembly methods used in the manu- 
facture of the new Lifetime “Triumph.” 

Under date of February 15, scheduled to reach all 
Sheaffer dealers at approximately the same time, com- 
plete window displays and samples of the new “Tri- 
umph” were dispatched from the Sheaffer plant to 
authorized dealers the country over. 

The change in the service contract, on new mer- 
chandise only, reverts to the original Sheaffer policy 
of guaranteeing only the gold point, for the lifetime 
of the original user. The change comes as a result of 
the tendency of the fountain pen industry to “go one 
better” on guarantees. Perpetual care, the company 
emphasized, goes beyond the scope of good business 
policy. When old and broken parts are returned to the 
factory, repair charges will be held to a minimum, 
with full charge being made for missing parts. The 
new guarantee on pencils covers defective materials 
and workmanship. 

The “guarantee for life” policy was originated by 
Sheaffer in 1920, when it applied only to the gold 
point of the Lifetime. Four years later, with the in- 
troduction of plastics, the guarantee was extended to 
cover the entire pen, and was made retroactive to 
cover all Lifetime pens. The recent change in the 
guarantee represents an effort on the part of Sheaffer 
to induce the public to inquire more closely into the 
manufacturer’s statement of guarantee covering his 


product. 
a ee eee 


LEGION OF VALOR ASSUMES LEATHER CAMPAIGN 


The leather donation campaign for servicemen’s 
occupational therapy work, originated by H. G. O’Con- 
nor, president of the W. H. Gunlocke Chair Company, 
Wayland, N. Y., is now assumed by the Army and 
Navy Legion of Valor. 

Himself wounded in World War I and holder of the 
Distinguished Service Cross, Mr. O’Connor pioneered 
in the campaign requesting sample leather books for 
use in the occupational rehabilitation of those with 
battlefield wounds. The inspiration came after a visit 
to Walter Reed General Hospital in Washington, D. C. 

Dealers who have only one or two sample books 
should offer them to the Army and Navy Legion of 
Valor, suggests Mr. O’Connor. One book which con- 
tains 30 to 40 pieces may provide sufficient material 
for one wounded or battle-fatigued soldier or sailor. 
Leathercraft is practically the only work that a bed 
patient may undertake and the sample-book leather is 
the most desirable. 

The Army and Navy Legion of Valor is the national 
organization of the men who have received the Con- 
gressional Medal of Honor, the Distinguished Service 
Cross or the Navy Cross. 

Inquiries may be addressed to H. G. O’Connor at 
W. H. Gunlocke Chair Company, Wayland, N. Y. 
1945 
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An all-time “hit-parade”’ 
favorite among office 
chairs...now made 

with the Sikes 
""VELVETURN” All-Wood 
base and ‘'Plasti-Cap”’ 


swivel. 


Velveturn Swivel 
Mechanism 

Reg. U.S. Pat. Off. 
No. 2347753 
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The Chuckle Corner, devoted to humor (with an occa- 
sional serious thought), continues on its merry unin- 
hibited way. The editors want it to be YOUR column, a 
palliative for business-blues, a place where you can swap 
laughs with your fellow stationers. So send us your version 
of the funniest things that ever happened in your store. 
We'll pass ‘em along as proof of our pet theory that 
stationers are never too busy for an extra chuckle. 


From one of our.fighting men overseas, via the ''Pennmarva 


Corner’, comes the following witticism: 
He: Do you keep stationery? 
She: | try ... but usually at the last minute | go to pieces. 


A somewhat incoherent, over-oiled pedestrian stumbled 
into a local branch of the Super-Duper Ribbon & Carbon 
Company one day and demanded: 

"Gimme another cuba libra." 

The clerk, taken eback but still poised, responded, ‘I'm 
afraid you want John's place on the corner.” 

Undaunted, the inebriate pointed to the sign on the win- 
dow and countered, "My dear shir, it shez R & C on that 


shign; now if R & C ishn't rum and coke, what ish it?" 
TH a First Office Manager: ‘You know, Bill, I'm going to have t« 
let that new secretary of mine go. 


Second O. M.: ‘How come? 


First O. M.: "She's too slow in absorbing ideas. Why, only 
Add office similes 

As determined as S otch tape. 

As uncertain as a 1945 stationers convention. 


NOW! 








this morning when | was ready to dictate to her, | told her 
sit down and she started looking around for a chair.’ 


Our comment on the war this month bears on the relative 
speed of advance of the Russians on the eastern front and 
the Americans, British, Canadians and French in the west: 

We'll begin by admitting that the Russian advance 
through Poland and Germany to points on the Oder within 
35 miles of Berlin, at the same time by-passing Breslau in the 
southeast, has been one of the most brilliant military achieve- 
ments in history. By superficial comparison the western front 
seems dormant. 

But let's look beneath the surface. The Russian advance, 
executed through favorable terrain, was unimpeded by pre- 
pared fortifications. On the western front, meanwhile, the 
allied armies faced rugged terrain, the worst weather in sev- 
eral decades, and the Siegfried Line—a defense in depth 
ten years in the making, comprised of from 15 to 30 miles of 
diabolical mine fields, tank traps, pill boxes and fortified 
artillery positions. No army, however large, could advance 
rapidly through such country. And the cost in matériel and 
human life is tremendous. ; 

Man for man, the American and British armies are second 
to none. Let's not ignore the conditions they have to face. 
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As improbable as a quick delivery on fountain pens. 
As prima-a cou See as a newly hired stenograpner. 
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MARKWELL MFG. CO., INC. ao 
Gad, what a fate! Buried alive in my own office! 
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Are Lasting 
Impressions 


Impressive 
Impressions 


We are ever conscious that to maintain 
high standards, good materials must be 


made ever better. 


rom RED FEATHER 


on a Stencil, or any Duplicator Supply 
eencilh item, foretells its consistent, durable 


DUPLICATOR dependability, means fine appearance 


INKS 





— and is a guarantee of outstanding 


SUPPLIES 


performance. 


| CORRECTION 
FLUID 
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Typewriter 


Dealers 


HERE’S A CLUE TO 
ECONOMICAL BUYING 


Combine all your 


orders for typewriter 
PLATENS 
PARTS—TOOLS 
SUPPLIES AND 
REFINISHING 


You will save 


TIME 
TRANSPORTATION 
STATIONERY 
& WORRY 


Order from AMES to assure careful 


prompt service. 


“ALWAYS YOUR FRIEND— 
NEVER YOUR COMPETITOR” 





Ames Supply Company 


564 W. Randolph St., Chicago 6 





37 Murray St., 583 Market St., 
New York 7 = San Francisco 5 
1905 Commerce St., | PRINCIPAL CITIES 11 Pryor St., 
Dallas 1 Atlanta 3 




















ADEQUATE PROGRAMS OF TRAINING 
FOR POST-WAR SALES WORK 
(Continued from page 23) 
of you who are out with the salesmen on the road 
will find any number of opportunities for observing 

what difficulties your men run into. 

One company measured the effectiveness of the sales 
when certain techniques and devices were used by 
boiling the most important ones down to five. So when 
they developed their training program, one unit was 
built around the importance and the proper use of 
those five selling appeals. 


Job Analysis Is Important 

Of large importance is the job analysis or spelling 
out of the selling job—determining everything that a 
man does when the sales job is handled properly. 

In addition to job analysis, which helps spell out 
the needs, we have to set up objectives. What are 
we attempting to do in any particular selling program? 
Is it the introduction of a new idea? Is it the training 
of experienced salesmen? Is it the moving of a line 
that has been rather slow and therefore costly to 
carry? Is it a special selling technique? What is the 
purpose of the objective behind it? 

One company has worked out a selling program in 
a superior way. New men are given a week’s exposure 
to some of the problems in the office, problems such 
as adjustments and credits. Salesmen are taken into 
the office of the adjustment man and shown what an 
expense they can be if they handle territory improperly. 

They are also taken into the credit department and 
shown some of the losses. Incidentally, this company 
has put its credit manager out on the road for six 
weeks to sell, not with the idea of training him to 
sell, but to see that he gets the feeling and the under- 
standing of the problems of the men out on the firing 
line. After about two weeks of this the salesman is put 
out on his own and watched very carefully to de- 
termine if any Selling difficulties arise. 

We must properly evaluate the sales-training pro- 
gram. It costs a lot of money to run the right kind 
of a program. It should save money, but it also costs 
money. 

Good Training Costs Money 


In 1930 a study made by the Dartnell Corporation, 
Chicago, showed that the companies reporting in that 
year spent on an average about $500 to train a new 
salesman. I do not know all the costs which were 
figured into it. In 1940 that same group was surveyed 
for costs, which were found to have risen to nearly 
$1,000. The companies reported training costs of from 
$250 to $2,400 per man. Good training costs money. 

A vice-president in charge of sales for a big man- 
ufacturer told me, “After the war here are some of 
the things we are going to do. We are going to cut 
our sales force calling on the retail trade to about 
300 instead of carrying the 500 we had before the 
war. We will see that every salesman earns at least 
$5,000, but we are going to look for the right kind of 
a sales-training director and are willing to pay as 
high as $15,000 a year.” 

What results can you expect out of a sales-training 
program? You have a right to look for these: 

1. It should help you to weed out the men not able 
to come through. 

2. It should lower your turnover of salesmen. 

3. It should lower your costs. 

4. It should give better retailer relationships. 

In backing up these statements consider what 


one trade association did in a planned sales-training | 


program for route salesmen in 1937. By the end of 
that period the companies who had used the sales- 
training had an increase of 94 per cent over the sales 
for the same period in 1936, but the sales in the in- 
dustry as a whole were almost two per cent below 
those for 1936. 

You men who represent management have a big 
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to show beleaguered office managers how the Art 
Metal ‘‘Three’’ can simplify the whole structure of 
his business operation—banish confusion, create 
otder without additional personnel. Act on this profit 
tip now! 

Never was there such a need for this streamlined, 
modern machinery of success. Such a need to keep 
facts always available. Never were your opportuni- 
wield ties to profit through the Art Metal 3-part system 
y 


of business simplification so great! 
; able F 


Help solve the ‘Help Wanted Problem with this 
3-Way Simplification of Business Systems 








ry 
a 
fea 
LAO Art Metal \\, 
Se Jemestown. New York {y 


ve he: 


one 








Dealers wishing to secure an Art Metal franchise 
are invited to write Agency Division, Art Metal 
Construction Company, Jamestown, N. Y. 
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responsibility during the post-war period. You have 
to meet the job of rebuilding and revitalizing your 
sales organizations. There are going to be a number 
of people looking for selling and servicing jobs, and 
you will be extremely important in helping shape 
our economy for a large sales volume. That means 
that there will be more jobs for more people and more 
products for more people at lower prices. It seems 
to me that the big job ahead of us in business is 
primarily that of a sound selling job. 

Gentlemen, it is your responsibility. Success to 
you in your sales management job for the post-war 
period. 

ee 
“MODERN STORES” MANUAL FOR 1945 A BOON 
TO DEALERS PLANNING FUTURE REMODELING 


Though intended primarily for retail furniture out- 
lets, Modern Stores, 1945, the store modernizing manual 
of the National Retail Furniture Association, is well 
worth careful scrutiny by office supply and equipment 
dealers contemplating new store fronts or interiors 
as soon as materials again become available. 

Profusely illustrated with photographs, floor plans, 
and architects’ drawings, the 160-page manual contains 
a relatively small proportion of advertising, the greater 
part of the space being devoted to actual discussion, 
illustration and “how to do it” treatment of virtually 
every angle of the remodeling question. Covered are 
such phases as store location, store fronts, interior 
design, department displays, lighting, color, and office, 
physical plant and operating—including such impor- 
tant points as air conditioning, heating, warehousing, 
intercommunication systems, office layout, elevator 
service and maintenance. 

Obviously not all the suggestions listed in the manual 
will fit the peculiar problems of the office supply 
dealer’s store, but a surprising number of them are 
readily adaptable. 

The issue is, we believe, one deserving of space in the 
office supply dealer’s permanent files. Copies are priced 
at $2.50 and may be obtained from the National Retail 
Furniture Association, 666 Lake Shore Drive, Chicago, 
Li, 4il. ¥ : 


NEW ORLEANS FIRM DOUBLES ITS FLOOR SPACE 


Hanson-Flotte Company has announced the lease of 
the second floor of their present location at 626 Gravier 
Street, New Orleans, effective March 1. Their address, 
only two blocks from Canal Street in the heart of the 
commercial section, is opposite the Whitney National 
Bank, largest in the South. Next door neighbors will be 
the Louisiana Department of Internal Revenue in the 
recently-remodeled Citizens’ Building. Also in the im- 
mediate neighborhood are the International House 
clubrooms in a seven-story remodeled office building. 
This organization will promote foreign trade and good 
will relations in the Western Hemisphere. 

Hanson-Flotte’s post-war planning and present re- 
quirements for a more adequate display of office furni- 
ture prompted the recent expansion. The two floors at 
626 Gravier and the three-story warehouse building at 
310 Picayune Place will supply about 15,000 square feet 
of display and warehouse space. 

a cig ai 


CARTER’S NO. 805 PAPER CEMENT RENAMED 


The No. 805 paper cement, designed by The Carter’s 
Ink Company as a wartime substitute for rubber 
cement, has, during its brief life on the market, 
stepped into an unexpected field. It’s been widely ac- 
claimed by both amateur and professional photo- 
graphers as one of the finest photo mounting pastes 
available, and has been featured in the news columns 
of a number of photographic publications. 

Now, with the product well established in a spe- 
cific field, the company has decided to change the 
name. In the future it will be labeled “Photo Paste.” 
Numbers and prices will remain the same as before. 
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THIS SILENT SALESMAN WILL WORK TWELVE HOURS A DAY 
FOR JUST THE SPACE TAKEN ON YOUR COUNTER. 
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MANUFACTURING CO. INC., HASTINGS, MINNESOTA 
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2-PIECE 


ACCO COVERS 


High quality, low cost, multiple purpose— 
that is the story on ACCO 2 Piece COVERS 
in a nutshell. They’re perfect for storage fil- 
ing; they're ideal for everyday binding. Their 
capacity—and their uses—are almost limit- 


less. 


Everyone who can use a low cost loose leaf 
binder—and that’s everybody—will find 
ACCO 2 Piece COVERS just the thing to re- 
place expensive ring or post binders. Every- 
one who has papers to file—and that’s every- 
hody—will weleome ACCO 2 Piece COVERS 


for their neatness, efficiency, large capacity. 


Made of fine quality pressboard, equipped 
with ACCO Fasteners, available in a range 
of sizes—you'll win a lot of customers and 
keep their “binding” friendships with ACCO 


2 Piece COVERS. Try it and see. 
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PRODUCTS, 


39th AVENUE and 24th STREET 
LONG ISLAND CITY, N. Y. 


Inc. 
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MERCHANDISING LOOSE LEAF EQUIPMENT, 
SUPPLIES AND SYSTEMS 


(Continued from page 19) 


In considering our loose leaf market and making 
an analysis of our possibilities, it will be advisable to 
make a check list of all the possible users of the prod- 
uct in the territory—first, by lines or industries; sec- 
ond, by company name; and third, by the various 
departments in which we can possibly sell our prod- 
uct. For illustration, in a large concern we may have 
sold a machine posting installation for payroll records. 
What about the rest of their records? Do we have 
some possibilities there? In the majority of cases we 
will find many applications in the accounting depart- 
ment. There are possibilities in the production de- 
partment for cost and production records, in the pur- 
chasing department for purchasing and possibly stock 
control records. We have the possibility in the sales 
department for salesmen’s price books, catalogs, sales 
manuals, bulletin manuals and a number of other spe- 
cial uses. 


Market Possibilities in the Area 


Let us consider our market possibilities—who we can 
Sell records and record-keeping equipment to in our 
territory. 

First, manufacturers, such as: 

Aviation Manufacturers 

Automobile Manufacturers 

Automotive Parts Manufacturers 

Manufacturers of Agricultural Implements 

Manufacturing Chemists 

Electrical Manufacturers 

Machinery Manufacturers 

Rubber Manufacturers 

Second, wholesalers of: 

Auto Supplies 

Baker Supplies 

Furniture Supplies 

Groceries 

Third: 

Department Stores 

Banks 

Public Utilities 

City and County Governments 

Large Dairies 

Insurance Companies 

Trucking and Transportation Companies 

Breweries 
Next, what loose leaf records, forms and systems can 
we sell? Let us consider banks as a typical example 
of our sales possibilities as this is one class of business 
that is found in every community. What records are 
necessary for the operation of the moderate-sized 
bank? Here are a few of the applications: 

Payroll and Personnel Records 

Discount Journals 

Expense Registers 

General Journal 

Federal Reserve Statements 

Applications for Credit 

Letters of Credit 

Minute Books 

Financial Statements 

Central Files 

Stockholders Ledgers 

Certificates of Deposit 

Security and Bond Records 

General Ledgers 

Deposit Slips 

Proof Sheets 

Teller Blotters 

Signature Records 

Draft Registers 

Certificate of Deposit Registers 

Cashier’s Check Registers 

Certified Check Registers 

Individual Ledgers and Sheets 


Hardware Supplies 
Mill Supplies 

Plumbing Supplies 
Oil Well Supplies 
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OUT OF EVERY 





éstectrvok FOUNTAIN PENS 


ARE TAKEN BY ARMY AND 
NAVY PRIORITY ORDERS 


Two out of every three ESTERBROOK 
Fountain Pens are being shipped to 

our fighting men and women. 

When your customers know this they 
will understand if you are out of 
ESTERBROOK Fountain Pens. 


THE ESTERBROOK PEN CO. 
Camden, N. J. 
Canadian Representatives: 


The Brown Bros., Ltd., Toronto 


NUMBERED POINTS 


GsterctivoR 


.- RENEW-POINT FOUNTAIN PEN.. 
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Customer’s Statements 

Controls 

Stop Payment Notices 

Transit Letters 

Liability Ledgers 

Collateral Ledgers 

Savings Department Ledgers 

Safe Deposit Box Records 

Rental Ledgers 

Renewal Notices 

Trust Department Records 

Corporate Trust Records 

Collection Records (Incoming and Outgoing) 

Analysis of Accounts 

Pass Book Receipts for Industrial Loans 

Christmas Club Supplies 

The equipment necessary to house such records are 
also important sales items. Some of these records 
you may not be equipped to handle for some reason 
or other, but it does give an idea of the sales possi- 
bilities in one typical business institution. Now we 
have some idea of what types of customers will use 
our product and a list of the potential users in our 
particular area. We should then consider how often 
the consumers will buy our product. Is it a consum- 
able product which has to be replaced every few weeks 
or months, or is it a durable product which will last 
indefinitely? Certain types of loose leaf equipment 
are good for several years. Other types, such as forms 
and certain records, are consumed monthly. Sales- 
men’s prospect, call and follow-up records are set up 
accordingly. 


Post-war Possibilities 


We expect to have an even greater market for loose 
leaf or systems department after the war. First of all, 
we will have tremendous backlog of demand that has 
accumulated during the war and could not be supplied 
because of shortages and priorities. Secondly, we will 
have a creative demand which can be developed for 
new products, new uses and demands for old products, 
and new businesses starting up. To attract this busi- 
ness we will have to do some direct mail advertising, 
some newspaper advertising, plus other types which 
will reach the particular fields in which our consum- 
ers lie. We will have to have a development program 
on the part of our sales organization and utilize the 
sales helps and assistance which our manufacturers 
supply us. 


Business Stationer Logical Systems Distributor 
The success of almost any consumer product depends 


' to a high degree on the efficiency of the distribution 


system through which it reaches the consumer. The 
product has to flow smoothly and profitably from the 
factory through the channels of distribution into the 
hands of the ultimate consumer or user. Many of us 
will remember that a few years ago a good many of 
the manufacturers of specialty products for making 
and keeping business records sold direct through spe- 
cial representatives. This method of distribution was 
due, partially at least, to the fact that the manufac- 
turers felt they could not get effective or intelligent 
representation on the part of the stationery dealer. 

Today many wide-awake dealers have overcome this 
attitude on the part of the manufacturers by devel- 
oping specialty sales departments to contact, develop 
and sell the retail, wholesale and manufacturing es- 
tablishments in their territory their necessary business 
equipment and records. If the office supply and equip- 
ment manufacturer can get an efficient system of 
distribution through the media of the stationery 
dealer, that is the system of distribution which he 
will choose. Today huge possibilities lie before the 
business stationer who seeks to become a distributor 
for many types of business supplies and systems, in- 
cluding loose leaf, which the business concerns of his 
area need, want, and will purchase. 
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MONROE MICHIGAN 
NEW YorkK CHICAGO BOSTON 
fhe Weis Manufacturing Co., Inc Associated Stationers Adama, Cushing & Foster 
64-56 Franklin Street Supply Company Incorporated 


OKLAHOMA Crry:>- OMAHA: -- For'T WoRTH; Carpenter Paper Company 








THAN EVER... 


— 7 


ACE CLIPPER 


BUY MORE WAR BONDS 
KEEP THOSE YOU HAVE 


ACE scour 


War has left an indelible impression on the quality of many products. Complaints about in- 
ferior merchandise are frequently heard. These ‘War Babies” are the result of substandard 
materials, inefficient engineering and poor craftsmanship. 

Since the very beginning Ace has never found it necessary to deviate from the high standards 
of quality established when the first Ace Stapler was built. Today you will find in these machines 
those same sterling qualities of ruggedness, long life and smooth, easy, efficient operation 
that have made Ace supreme in the stapling industry. 


SOLD THROUGH DEALERS EXCLUSIVELY 
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ACE FASTENER CORPORATION « 3415 NORTH ASHLAND AVENUE + CHICAGO 
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Don't Overlook wn ek oe 
attract trade, 
this PROFIT opportunity! du 
i 


while also displaying strongly those 
special products and appliances that tend to “up” the 


average profits on the day’s or the week’s volume. 
In most of the large successful stores, the week’s 
selling program opens with a plan of action according 
to which each salesman is given some definite item or 
items to push for that week (being told in advance, of 
® 7 course, on what item or line the promotion is to be 
Y) aict veut FUSE _ : 4 made), and individual sales records, which tend to 
A 


promote friendly competition amongst the members 
of the selling organization, are kept. 





At the outset of this new year, we should take inven- 
i tory of our stock of progressiveness. With the excep- 

: tion of merchandise for reserve stock or the innumer- 
a2 B able items that must be kept in drawers and wall 
' Cabinets, all merchandise of current demand or sea- 
ao sonal appeal should be displayed attractively on 
counters, on showcases, or in strategic “island” display 


units, arranged carefully for appearance and selling 
effectiveness. 
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As a general proposition. displays of nationally ad- 
vertised stationery specialties should be placed some- 
where not more than 15 feet from the main entrance— 

certainly, in the first half of the store. If such mer- 

| N I E x c E L E ke T f] RA chandise is being currently advertised in the stationer’s 


city or county, some window promotion would be very 


timely and profitable. It is often the case that a per- 
son’s attention will be captured by seeing in a window 
There's going to be a tremendous catalog business something which he has recently seen advertised, even 
when war production manufacturers swing back to before he notices the identity of the store. 
civilian work with new and redesigned models. These Displays should be approximately even on both sides 
new catalogs will be greatly improved with AICO of the store so as to preserve balance in the composite 
tadenes: that save time, end place oll the desired display layout. It is important to be sure that the low 
information right at the user's fingertips. 


display set-ups are positioned in the front section and 
all the high display units in the rear so that no dis- 
play set-up in the front half of the store will be off 
from view to buyers in the front of the store. 

Good store illumination brightens the customer’s in- 
terest in the stocks around him. Every section should 

Aico Index Selector be well lighted. Nothing can beat Nature’s sunlight, 

but progressive stationers use plenty of electric light in 

An Aico Index Selector contains samples of every those dusky reaches and corners of large stores where 

style and type of cellulose indexes. daylight is lacking. 

f bh sal situation b | ‘eal The entire store interior should be renovated occa- 
Jontaypal nn ti sags mccu entrees neces iniellaniaian ate sionally, and many stationers have told me that they 


This is business you can get if you contact your custom- 


ers’ sales and advertising managers. To help you get 
it, we are offering FREE the 


will again have Aico visual sales binders with celluloid 
sheet protectors available, to sell sales and advertis- 


find it profitable to repaint the exterior every two A 
years so as to keep up a good front—one that will out- 
ing managers, and to be used for sales presentations. shine competitors’ storefronts, if possible. 

Leaders in the stationery business keep and use an 
f up-to-date mailing list of customers and potential 
Don't overlook the opportunity buyers, and supply copies of this list to every manu- 
to profit with an facturer or jobber who is willing to circularize the list 
with educative advertising literature imprinted with 
A I Cc O the stationer’s business name, address and telephone 
INDEX number. Much business can be developed by this 
means, particularly if the advertised proposition is one 

SELECTOR that is exclusive with the local stationer. 


Send the coupon for your Practical Stationery Merchandising Tips 
free selector today! 





Here are a few efficient pointers on retail merchan- 


dising which every intelligent stationer would do well 
to review for 1945: 

G. J. AIGNER CO.—Dept. OA 

503 S. Jefferson St. 


Chicago 7, Illinois 





Merchandise on shelves, as well as.in the stockroom, 
should be kept in perfect alignment, not merely for the 
sake of appearance, but to speed up inventory-taking. 
Articles or packages displayed on tables or show- 
Please send me AICO INDEX SELECTOR cases should always be turned at the best angle for 

4 good lighting so that the customer’s line of vision will 

ee j “| land squarely on the merchandise. 

COMPANY So as to know whether the store is progressing or 
retrogressing, daily records should be kept of the num- 
ber of customers, the number of transactions, both by 

STATE. ..  Salesmen and by departments, the amount of the 


ADDRESS 





CITY 
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BUSINESS MACHINES 
a 





CONTINUOUS, DEPENDABLE SERVICE under severest operating condi- 
tions keynote the design and manufacture of each R. C. Allen machine. Visible 


dials, automatic clear signals, easy keyboard action and swift, accurate operation 


are but a few of the outstanding characteristics of R. C. Allen—the preferred 


business machine. 


R.C.Allen Business Machines 


ALLEN CALCULATORS, INCORPORATED 


678 FRONT AVE., N. W. GRAND RAPIDS 4, MICHIGAN 


Makers of World Renowned Business Machines 











When final victory releases capacities now devoted to war production, Allen's entire resources will resume the manufacture of 10-Key Calculators, Portable 
and Standard Adding Machines, Bookkeeping Machines, Cash Registers, Statement Machines and All-Purpose Office Machines, electric or hand operated 








SIX POPULAR PENCILS 


The increasing demand for these 
pencils can be attributed to their 
Their 


popularity also indicates a desire 


strong, long lasting leads. 


on the part of pencil users to de- 
mand this built-in quality of Gen- 
eral’s manufacturing skill. 


Make sure these pencils are in 
stock at all times for repeat orders. 


(SEMI-HEX now a better value with 
lavender banded metal tips) 
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average transaction, and the number of calls for ar- 
ticles not now being handled in order to determine 
the advisability of taking on new lines or products. 

If store traffic and sales on a certain day—let’s say 
Wednesday, for example—have not been as good as 
formerly (and the midweek summer half-holiday ob- 
served in many localities or unusually bad weather 
conditions are not the obvious causes) some intelligent 
investigation should be undertaken to ascertain why 
Wednesday volume has taken a nose dive. 

One Wednesday slump, it is true, would not be any- 
thing to worry about, but a succession of them would 
be serious enough to demand investigation as to the 
probable cause. Good merchandising practice pre- 
scribes that when any retail store’s traffic and volume 
wane on a certain day of the week, intelligent man- 
azement should endeavor to learn the “why” and the 
“how” of it with a view to devising a remedy. 

Those stationers who apply constant “head control” 
are ever mindful that inventory is one of the most 
important factors in management. Like a thermom- 
eter, inventory can not always certify infallibly what 
the current ailment of a retail business may be. But it 
will indicate important symptoms which will at least 
provide the basis necessary for tracing and locating 
those elements or conditions that require adjustment 
before actual losses are incurred. 

The stationer who would be successful to the maxi- 
mum of the opportunity in his trading territory 
throughout 1945 must do things just a bit better than 
his near-by competitors. We hear a great deal of talk 
about “luck,” both good and bad, as a factor in busi- 
ness fortunes, but a little investigation will prove that 
“luck” has played little part in the success of the real 
leaders in the trade—less now than ever before. 

Reliability in goods and service, knowledge of cus- 
tomers and their special requirements, a friendly, per- 
sonal attitude, an attractive salesroom with numerous 
attention-compelling displays of current demand, 
pedigreed merchandise and prompt, courteous treat- 
ment to everyone—young or old, rich or poor, promi- 
nent or obscure—these things, if strictly adhered to, 
will always attract and hold that type of buyer—private 
party or commercial firm—whose trading allegiance 
is the stationer’s most basic and enduring asset for 


SUCCESS. 
— ><. 





JOINS MAP COMPANY.—Herbert C. Hooks, who recently 

resigned as sales manager of the Moore Push-Pin Co., Phila- 

delphia, to take over a similar post with the map division of 

the Hagstrom Co., Inc., New York City. Mr. Hooks had been 
with the Moore organization for the past 14 years. 


—_— 9-9 —___. 


DUGGAN TO HEAD IBM DIVISION IN CHICAGO 

Announced early in February by the International 
Business Machines Corporation was the promotion of 
Harold R. Duggan to the acting managership of the 
company’s electric accounting machine division in 
Chicago. Prior to his advancement, Mr. Duggan was 
a senior sales representative in the New York office, 
where he had been located since joining IBM in 1937. 
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Of course, that’s precisely why he is here! His job is to keep 
you happy—especially if your order isn’t completely filled. He’s 
carrying a big load these days. “I’m snowed under,” he says, 
“with orders, requests for information about allotments, and 
with more orders. I’m doing the best | can... . and that’s 
surprisingly well!” (McGillicudy brags a bit at times.) “Tell the 
folks,” says Mac, “that the war naturally comes first; that we’re ‘ 


making all the envelopes for civilian use we can; that quality is 
being maintained at Quality Park; and that every dealer on our 
books is getting a square deal—we’re playing no favorites. Tell 
them, too,”’ he added before going back under his pile of papers, 
“to remember... for Quality envelopes... it’s QUALITY PARK!” 





* REMEMBER THESE NAMES — 


LEATHEROID CHAMPION CLASP ONE YEAR AGO 


THIS MONTH 
BLUE LINE AIR MAIL BANKER’S FLAP . 1. U.S. bombers attacked 


Berlin for the first time (March 


TWO COMPARTMENT AIRWAY EXPRESS 4, 1944). We've covered a 


lot of ground since then— 


5+ eereuenen 


every War Bond you have 
bought has helped. Keep on 





helping by keeping up your 
buying—help more by buying 
MORE War Bonds. 











ENVELOPE COMPANY %# 








General Office and Factory Chicago Office and Warehouse 
Quality Park 564 W. Monroe Street 
St. Paul 4, Minnesota Chicago 6, Illinois 
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The Curtain 93 Yo! 
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On the Smash Hit of 1945 
Sheaffers kiblion -Y, 


SHEAFFER'S & 2 


RADIO The fop-rating Sunday daytime 
program on the entire NBC net- 
work, coast to coast! MAX HILL, noted author 
and commentator, JOHN RAITT, soloist and 
star of Oklahoma. ROY SHIELD and his 
SHEAFFER PENMEN orchestra. Famous 
Guest commentators. 
MAGAZ]I N ES Commanding, pre- 
mium-position, 4- 
color ads in 68 of America’s greatest national 
magazines. 
N EWS PAPE RS Big, 4-color smash- 
ing advertisements 
in more than 100 great metropolitan, broad- 
coverage newspapers!... All for a grand total 
of more than a BILLION eye and ear im- 
pressions during 1945! 
PO | NT OF SAL Efficient sélent 
ae aa salesmen that 
draw no pay! Stopper-type window displays. 
New counter displays to remind your cus- 
tomers anew of Sheaffer’s quality. 
W. A. SHEAFFER PEN CO., FORT MADISON, IA. 


SHEAFFER'S 
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JEFFERSON STREET 





Relieves Eye Strain... 


Specially designed convex 
shape magnifies . . . Ordi- 
nary lettered or typewritten in- 
serts are enlarged to perfect 
legibility. Speeds filing and 
finding. 


No Stooping or Craning 


Insert placed at 45° perfect 
reading angle, the lower file 
drawer is as accessible as the 
upper drawers for quick and 


convenient reference. 
No Cuts or Seratches . 


Smooth contour, plastic sur- 
faces eliminate completely the 
possibility of broken finger 
nails or injury to the file clerk 
.-. no sharp projections to snag 
record ... non-inflammable. 


*U. S. Reg. Pat. 
No. 2,248,355 











L. L. BARBLEY & CO. 


Manufacturers of Filing Supplies 


CHICAGO 7, ILL 














NOTES FROM THE MARITIME PROVINCES 


William McNulty, Correspondent 





After some years as secretary of the Kiwanis Club, 
St. John, N. B., G. R. Soulis, a veteran office appliance 
dealer, recently retired. A surprise presentation to 
him was a smoker’s set. His work as Secretary was 
attested to by speakers at the ceremony, Mr. Soulis 
speaking briefly in reply to the praise heaped on him 
by fellow members. Long active as a Kiwanian in the 
St. John club, he has held a number of offices, includ- 
ing that of district governor. 


* * * 


A. C. Davis, manager of the Sydney, N. S., braneh of 
R. H. Davis Company, Yarmouth, N. S., has bought the 
branch. A son of the late O. L. Davis, the new owner 
will continue as manager. The branch was established 
in 1917, and distributes office appliances and other 
supplies on the island of Cape Breton and Newfound- 
land. S. B. Davis, head of R. H. Davis & Company, is 
now devoting all his attention to the business at the 
Yarmouth base of that firm. 


* * * 


Secondhand dealers throughout the maritime pro- 
vinces and northern New England are devoting more 
attention to buying, reconditioning and Selling office 
appliances than ever before. In many instances, the 
buying and selling is as is, owing to the scarcity of 
office appliance mechanics. Dealers are actively solicit- 
ing for the used office equipment, particularly type- 
writers, and are displaying these machines promi- 
nently in show windows. 


* * * 


Picking up and delivering office machines have been 
discontinued by some dealers and agencies. Those 
seeking repairs are asked to bring the machines to the 
bases of the dealers and to take them away after re- 
pairs are completed. This eliminates hiring truck 
drivers, using trucks, and delays in pickup and deliv- 
ery. It is difficult simply to maintain a full repair staff. 


NEW OFFICE EQUIPMENT STORE IN ROME, N. Y. 

Early February brought the opening of a new store, 
the Brownell-McKibben Company, at 214 North James 
Street, in Rome, N. Y. The new enterprise is an ex- 
clusive agency for Royal Typewriters and R. C. Allen 
adding and calculating machines. Roytype ribbons 
and carbon paper, and adding machine paper and 
ribbons will also be stocked. 

The owners of the new business, R. M. Brownell and 
H. G. McKibben, both of whom have been in the 
office machine business in central New York for the 
past 12 years, will also maintain a service department 
for the repair of typewriters and adding machines. 
Charles Stephens is in charge of repair work. 

a 


PELLY NAMED SEATTLE C. OF C. TRUSTEE 

New honors, which have been thick and fast, have 
again been bestowed upon the active head of Lowman 
& Hanford Company of Seattle, in the choice of 
Thomas M. Pelly as a new trustee for the Seattle 
Chamber of Commerce. Early this year he was for- 
mally installed for three years of trusteeship with the 
important trade body. This will carry further his well 
advanced commercial and civic leadership in the 
Puget Sound metropolis —CML 





a 96 < 





The birth of a son to Mr. and Mrs. James Grecco 
recently was indeed a welcome event inasmuch as they 
are now the proud parents of both a boy and girl. Mr. 
Grecco is affiliated with the Hotchkiss Sales Corp. of 
Norwalk, Conn. 


OFFICE APPLIANCES, March, 1945 























SOVEREIGN 
CELLULOSE STENCILS 


Legal Size . $3.15 quire list 
Letter Size . .$3.00 quire list 
THRIFT-QUALITY STENCILS 


Legal Size... ... .$2.50 quire list 
Letter Size $2.25 quire list 
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The paper shortage has affected filing supplies as ser- 


iously as any other business. 


Oxford fiberboard files, for example, require only a 
fraction of the country’s total fabrication of corrugated 
board, but even that fraction has been reduced, and as a 
consequence, our production on files is quite far behind, 
and is today only sufficient to take care of army, navy, and 
essential war plant requirements. 


Oxford filing folders, by WPB order, are no longer 


made in stock thicker than 9 points. 


Oxford Index Cards are available in fewer grades, and 


colors are now made only in one grade. 


Oxford Expanding Envelope Items are doubly affected; 
not only by paper stock shortages, but by the lack of the 
skilled manpower necessary to their fabrication. 


Oxford Guides and Oxford Pendaflex are also affected 
by the paper shortage. 


Yet in spite of these and similar shortages, and the tight- 
ening effect of the renewed demands of the armed forces, 
Oxford has kept the production ball rolling, in a resource- 
ful balance calculated to enable the Oxford dealer to meet 
most of the demands of his customers, if not with precisely 
the item he requires, at least with its equivalent in a similar 


grade or style. 


Whatever the future may bring, the same determination 
to direct our efforts for the best interests of our many 


dealers will continue to control the activities of 


“Your filing supply spectalists—”’ 


340 MORGAN AVENUE, BROOKLYN 6, N. Y. 
125 S. EIGHTH ST., ST. LOUIS 2, MO. 








March, 1945 


THE FILING SUPPLY SITUATION -- 
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| Oxford FILING SUPPLY COMPANY 
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To M AKE Business records... that BRE 





Today modern record keeping plays a vital role 
in the breaking of production records. And Uarco 
Autographic Registers hold a key position in 
keeping record writing at top efficiency. For 
these Registers offer greater speed, fewer errors 
and more convenience in keeping records from 
buying to billing. 


Why? Because with Uarco the forms are loaded 
in the Register ready for writing. Write the rec- 
ord—turn a crank—and out pop the needed 
forms . . . eliminating carbon fuss and other 
getting-ready-to-write operations. At one writ- 
ing One person can produce an original plus 
many legible copies. 


A firm writing base... plus ever-fresh carbon 








paper always in place in every Uarco Register 
assures legibility ... legibility that means fewer 
errors, less confusion all along the record route. 
The forms used in these Registers are designed 
to fit individual needs . . . forms come consecu- 
tively numbered for easy filing and finding. A 
duplicate copy of every record written may be 
automatically filed for protection. 


For over 50 years Uarco has been supplying 
business with Autographic Registers . . . Reg- 
isters that are being successfully used in every 
business department. For complete information, 
call a Uarco representative today .. . or write. 


UNITED AUTOGRAPHIC REGISTER COMPANY 
Chicago, Cleveland, Oakland e Offices in All Principal Cities 





HANDWRITTEN * TYPEWRITTEN » BUSINESS MACHINE RECORDS 


BETTER BUSINESS FORMS 


: Bronte sss 


OFFICE APPLIANCES, March, 





K Production records 


ope 
ne 


1945 


LTS SE eR ees: ae 


ne 


FAROE RN TE 


Pye 





TPE NPN BGLII RET 

















€ Shis symbol appears in all Wearever national adver- 


tising. It explains to your customers on the home front how 
Wearever is helping serve the boys on the fighting fronts. 


And that’s why Wearever pens are sometimes out of stock. 


DAVID KAHN, Ine. North Bergen, N. J. Est. 1896 












































David Kahn, Ine 
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BILLFORM “Processed” 
CARBON PAPERS 


Curl Resistant 


Every sheet of Storms’ BILLFORM 
PROCESSED Carbon Paper is CURL 
RESISTANT. Our special process makes 
this carbon paper stay flat where ordinary 


carbon will curl. It’s easy to handle, easy 
to load in forms. DISTINCTIVE IN 
APPEARANCE—REALLY DIFFERENT. 


H. M. STORMS CO. 


THE “COMPLETE LINE” 


561 GRAND AVENUE * BROOKLYN 16, N. Y. 














Office Appliances 
INFORMATION SERVICE 


ww 


UNDER THE EMERGENCY 





(Continued from page 27) 


the recently amended L-260-a (controlling the use of 
wood in furniture) effect no changes in the controls 
over production of safes and insulated files, WPB of- 
ficials said. As before, they pointed out, safes, files, 
furniture and fixtures may be made only to fill pre- 
ferred orders, except as authorized under PR-25. Pre- 
ferred orders are those placed by the Army, Navy, 
Veterans’ Administration, United States Maritime 
Commission and War Shipping Administration. 

A representative of the War Manpower Commission 
emphasized the acuteness of the manpower shortage. 
In some localities, he said, it has become necessary 
to transfer workers classed as being engaged in “es- 
sential activities” or as “locally needed” to plants 
where they are more urgently needed. This is ac- 
complished by lowering manpower ceilings or through 
the voluntary co-operation of employers. 


o 
PRICE CEILING ON SYNTHETIC RUBBER BANDS 


Dollar-and-cent ceiling prices have been established 
for buna-S synthetic rubber bands, the Office of 
Price Administration announced on February 12. 

The ceilings, effective February 17, 1945, are at the 
general levels prevailing during the first quarter of 
1942, but lower than the prices of some sellers who 
raised their prices when production of rubber bands 
was stopped and keen demand developed for inventory 
supplies prior to March, 1942, OPA said. 

The manufacture of rubber bands has been recently 
authorized, and ceilings are now established for all 
sellers. The bands are now being made of buna-S 
synthetic rubber. 

One table of ceilings is established for manufac- 
turers’ price lists. Another table of ceilings applies 
to dealers, including stationery stores. 

The table for manufacturers and wholesalers applies 
to 17 standard sizes of rubber bands. Simple rules 
are provided to calculate the ceiling prices for other 
sizes, using this same table. Different ceilings are 
listed, depending on volume of purchase. The lowest 
ceilings are for purchases of 500 pounds and over, with 
highest ceilings set for the smallest volume purchases. 
Seven package sizes are listed. 

The table for dealers, including retailers, applies 
to all sizes of bands. The ceilings depend on size 
of package and volume of purchase. The dealer ceil- 
ings on purchases of one to four pounds range from 
$1.50 to $2.50 per pound. On purchases of 500 pounds 
and over, the ceilings range from 89 cents to $1.26 
a pound. Four package sizes are listed. 

To take care of small retail sales, provisions are 
inserted that the ceiling per quarter-pound box is 
50 cents when the sale is for less than one pound, 
and the ceiling per one-ounce box is 20 cents when 
the sale is for less than one pound. 

Representative members of the industry were con- 
sulted in the establishment of the new ceilings. 

(Amendment No. 18 to Maximum Price Regulation 
No. 220—Certain Rubber Commodities—effective Feb- 
ruary 17, 1945.) 
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AIR-MAIL © Lightweight * STATIONERY 
SKY-RITE is the Proven Road to more and Better Sales SKY-RITE is the Product of Pioneers in Air Mail—Light- 
NO DETOURS, NO RED LIGHTS. weight—Stationery. "STAY RIGHT WITH SKY-RITE.” 


SKY-RITE out in front—Sale and Resale Leadership is 40 Million Advertisements a month—Shout SKY-RITE 


Based on—Consumer Insistence, CONSUMER INSIST to the Customers of America’s Retail Stores. 
ENCE! Write for Catalog. 


AGENCY PAPER COMPANY 74 Varick Street New York 13, N. Y. 
FACTORIES: New York and Chicago Distributors Coast to Coast 


' *SKY-RITE and *SKY-LANE AIR MAIL STATIONERY 
Copyright 1945, AGENCY PAPER COMPANY, N. Y. *Reg. U.S. Pat. Off 


7 
















































REMEMBER 
THESE ITEMS ? 


For years, war demands absorbed our 
full production on priority ratings. 
We can’t blame you for having al- 
most forgotten these old time profit- 


making friends. 


We are happy to announce that les- 
sening of rated demand now enables 
us to offer a measure of service 
against unrated requirements of our 
regular trade. Production restrictions 
are still in effect and ratings still re- 
ceive first consideration; hence quan- 
tities allotted must necessarily be 


limited. 


Orders will be scheduled for delivery 
in sequence of receipt—degree of 


service based upon pre-war record. 


VATIL 
MANUFACTURING 


COMPANY 


900 East 95th Street Chicago 19, Illinois 





Seen and Heard 


in Southern California 


By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


A trip about Los Angeles this month brought several 
things quite poignantly to mind. Everyone said, for 
instance, that the first month of 1945 was exception- 
ally good, one of the best Januarys on record. This 
word came from both office furniture men and type- 
writer agencies. Another noticeable thing was the low 
floor stocks of merchandise in office furniture stores. 

Here is a thought from one office furniture man 
on a possible post-war condition. It’s worth keeping 
in the background of your mind. It is this: during 
these war times customers have of necessity become 
“shoppers,” that is, they have acquired the habit 
of going from store to store. It seems likely, this man 
says, that that habit will persist. While this habit 
may not be a good thing in some ways, this merchant 
sees some good in it. He says that customers are 
learning more about merchandise now than they ever 
knew before. As a matter of fact, the more a cus- 
tomer knows about office furniture the better it is 
for the merchant with good merchandise to sell. It’s 
a pretty good thing for merchants to know that cus- 
tomers are more alert than formerly, this dealer says, 
for it will have a tendency to make the dealer a more 
careful buyer. “I have had more shoppers in the store 
these last few months than I ever had in the past,” 
says this merchant, “and it is all right with me.” 

oa * * 

D. C. Walker, manager of the Los Angeles branch 
office of Remington Rand, Inc., is one of those men 
who says that January was the best month the branch 
ever had. Stocks, he says, are in excellent shape, 
including all lines of insulated equipment, sales in this 
type of merchandise being exceptionally heavy. 

Mr. Walker reports that his son, Lieutenant Gordon 
D. Walker, who has been flying a B-29, was at home 
in February on a short leave, coming to Los Angeles 
from Cuba. He expected to go to the Pacific area at 
the conclusion of his furlough. 

oo * * 


E. S. Hilsdorf, proprietor of Wolcott’s, 214 South 
Spring Street, Los Angeles, and Mrs. Hilsdorf are 
spending a few months in Florida. 

R. D. Clements, head of the stationery department 
in Wolcott’s, veteran stationery man with 60 years 
of experience behind him and a childhood friend of 
the late Irvin S. Cobb of Paducah, Ky., is still active 
and doing a full day’s work every day. Mr. Clements 
remarks that stationery business is not like it used 
to be. In the old days it was pens, pencils, ink and 
bound blank books, but now there are loose leaf, and 
what-have-you! Mr. Clements has been with Wol- 
cott’s for 12 years, and previous to that he was with 
Duncan Vail Company, now located at 730 South 
Hill Street. This company was formerly Sanborn, 
Vail Company of 735 South Broadway. Prior to that 
he was with the Jones Book Store at 428 West Sixth 
Street, a firm that went out of business in 1929. 

* * * 


H. A. Jonas, National Office Furniture Company, Los 
Angeles, also says that January was the biggest month 
in the history of his business. He says he sold a 
tremendous amount of filing equipment. Mr. Jonas 
says he has had a greater number of “shoppers” in 
the past few months than he had ever had before 
in his whole business experience. 

* * eo 

H. B. Black, manager of Marchant Calculating Ma- 

chine Company, Inc., 804 South Spring Street, Los 
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LOOKING AHEAD... ? 


how fo assure success in a business of your own 


Where you find successful businesses 
— there you'll find also Steelcase Office 
Equipment. Conversely, if you want 
success in an office equipment busi- 
ness of your own, your best assurance 
is a Metal Office Furniture Company 
dealership. Here is an opportunity 
you should not miss. If you are con- 
sidering establishing your own busi- 
ness after the war, remember this— 
no other line of office equipment offers 
such great possibilities for success and 
profit as Steelcase. Look into this now 


—it’s the loud knock of opportunity 


Metal Office Furniture Co., GRAND RAPIDS 7, mChiOAN 


‘STEELCASE 


_Pusiness Equipmer;ritr, 











are 
business 
buiiders 





Fount-O-Ink Writing sets deliver un- 
failing service. They are the quality 
line that particular people are proud to 
own. Alert dealers are featuring Fount- 
O-Ink Writing sets equipped with 14K 
solid gold points of America’s finest 
quality and workmanship . . . Choice of 
colors in brilliant Mahogany, Walnut 
and Jet. 

Many of America’s largest institu- 
tions have long used the efficient com- 
mercial type Fount-O-Ink Writing sets. 
New orders for industrial installations 


are constantly being requested 


Our latest catalogue and 
price list will prepare you 
to meet a market eagerly 
awaiting Fount-O-Ink 
Writing sets. All items are | 
available. 





GREGORY FOUNT-0-INK COMPANY 


3501-11 EAGLE ROCK BOULEVARD 


pros SNUG ELES 41, CALIFORNIA’? 
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Angeles, at this writing finds himself in the midst of 
a modernization job in his store. The store as mod- 
ernized will be much more up-to-date, in both ar- 
rangement and appearance, and there will be a much 
better utilization of space. The job was slated for 
completion about February 20. 

* 1” oe 

Jack Morse, former wholesaler of office machinery 
with offices in both New York and Boston, has retired 
from business and is now making his home with his 
daughter in Los Angeles. 

* . * 

The Business Appliance Company, formerly located 
at 509 South Spring Street, is now temporarily located 
at 841 South Spring. A permanent location will be 
taken later. R. C. Anderson is proprietor. 


— aa 


A. C. Hauser, manager of Columbia Sales Book 
Company, 315 South Spring Street, Los Angeles, left 
in February on an eastern buying trip. He expected 
to be gone a month and hoped to obtain some new 
lines of merchandise to add to his present line. 


* * * 


The Miller Desk and Safe Company, 219 West Sec- 
ond Street, and the General Office Furniture Com- 
pany, 1047 South Los Angeles Street, Los Angeles, 
have obtained an exclusive franchise to represent the 
Indiana Desk Company of Jasper, Ind., according to 
William V. Segal, buyer for the Miller Company. Mr. 
Segal reports a shipment of rotary chairs coming in, 
the first since the war began. These chairs, he says, 
were practically all sold before they arrived. He re- 
ports that there still is a great demand for safes of 
all sizes. The company is looking forward to a large 
expansion after the war. 

ok * co 

Roy Levenson, who received medical discharge from 
the Army Air Forces about a year ago, after two and 
one-half years in the service, has recently become 
sales manager for the Imperial Manufacturing Com- 
pany, 5527 West Sunset Boulevard, Los Angeles. Joe 
Clarke is the proprietor. The company, manufac- 
turers of carbon paper and other typewriter supplies, 
is enlarging its quarters and expanding production. 
Offices have recently been opened on Market Street, 
San Francisco, under the name of the Clarke Manu- 
facturing Company. 

* * * 

Max Rothman has joined the staff of the Angelus 
Typewriter Company, 528 South Spring Street, with 
the title of chief expediter. He arrived early in Janu- 
ary from Chicago, where he held a similar position 
with Underwood Elliott Fisher. 

A. Rothman, father of Max Rothman, died from a 
heart attack on Thanksgiving Day in Los Angeles. 
There are several Rothman brothers in Los Angeles, 
all sons of the deceased. They are as follows: Max 
Rothman, Angelus Typewriter Company, mentioned 
above; Sam Rothman, with the Commercial Type- 
writer Company; Morris Rothman, with Technicolor 
Motion Picture Corporation, and Harry and Fred 
Rothman, also with Angelus Typewriter Company. 

William H. Williams of Angelus Typewriter Com- 
pany, who was called to his old home in Fargo, N. 
Dak., because of the illness of his mother, had just 
returned to Los Angeles when he received word of her 
death. A double sorrow was involved due to the fact 
that Mrs. William’s mother, Mrs. Helen Iverson, who 
also had resided for many years in North Dakota, died 
January 29, only two days after the death of Mr. 
Williams’ mother. Mrs. Iverson was a resident of Los 
Angeles at the time of her death. 

Jean Williams, daughter of Mr. Williams, recently 
won outstanding honors as a pistol shot. This young 
lady, though but 14 years old, is a member of the 
deputy auxiliary police organization in Los Angeles. 
In a pistol range contest for girls under 16 years of 
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Ammunition Box 50 Cal- 
ibre M2 


Ammunition Box Assem- 
bly, Aircraft, Rights and 
Lefts, 200 Rounds, and 
300 Rounds 


Signal Corps Chest CH- 
264, including Mounting 
Plates 


Bomb Packing Crate, 
Voltmeter Cases 

U.S.N. 

Electronic Boxes, U.S.N. 


Depth Stowage Pistol 
Charge Boxes, U.S.N. 


Narcotic Boxes 


First Aid Boxes, 12, 24 
and 36 units 


Test Switch Boxes 

Test Switch Case 
Receiver Mount Bracket 
Amplifier Mount Bracket 
Tank Fuel Pump Assem- 
bly 

Tank Hood, Right and 
Left 

Barometer Case Assem- 
bly 

Three Unit Altimeter 
Cases 

Upper Recorder Brackets 
Voltmeter Panel 
Frequency Meter Mount- 
ing Bracket 

Amplifier Electronic 
Cabinets 

Y-Type Cases 


300 EAST 145TH STREET 


SOME OF OUR WAR ITEMS: 


Collapsible Field Tables 
Collapsible Quonset 
Tables 

Steel Bedside Tables 


Tool Kit, Type V Class A, 
Type V Class B, Type V 
Class C and D 

Chest, Accessory M3, 
M4 and M5 

Spare Part Boxes, all 
types, G2, GI, GI1, G3, 
Shipfitters 


Tool and Spare Parts 
Chest, Type |, Class A, 
B, C and D 


Lockers, Crew, Type B2, 
Type BI, Type A, Peacot, 
Quonset, Telephone 
Stowage, Type DI and 
Type D2, Maritime Com- 
mission all types 


Cryptographic Chest 
Filing Cabinets, U. S. 
Maritime Commission 
File Cabinets, U.S.N. 
X-Ray Cabinets, U.S.N. 
Fingerprint Cabinets, 
U.S.A.A.C. 

Blue Print Cabinets, 
U.S.N. 

Plan Files, U.S.N. 

Tank M4 Hanger Assem- 
bly 

Cabinets for Mobile Sur- 
gical-Medical Units, Nos. 
7, 18, 19, 20, 22, 23, 24, 
25, 28, 29, 30, 31, 32, 39, 
40, 42, 45, 46 and 47. 


eer Sp rr 
Rath od an oe Saws Boek 


NEW 


Pathological and Histo- 
logical Slide Cabinets 


Three Drawer Insert Cab- 
inets 


Two-Unit Desk ieee 
Cases, Welding Racks, 
Metal, Type 2 


Electronic Steel Bracket 
Assemblies 


Paymaster Chests 
Oil and Tool Warmer 


Aim Checking Device, 
M-I 


Steel Box, Aircraft, 
Metal 


Valve Box 


Emergency Crash Chest 
Equipment 


Demolition Chest 


Container for Gasoline 
Cook Stoves 


Portable Line Amplify- 
ing Units 


Radio Transceiver Case, 
Packed Tight 


Visible First Aid Shelf 
Units 


Gas Mask Chest 
Medical Cabinets 


Standing Desk, Chart 
and Map 


Fingerprint Kit 
Fingerprint Files 
Filing Equipment 


YORK 51, 
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FILING CABINETS 
DESKS 
TYPOSTURE CHAIRS 
CARD CABINETS 
OFFICE BOXES 
OFFICE UTILITIES 


peut Steel Sales Corporation 


300 EAST 145TH STREET *© NEW YORK 5Il, N. Y. 
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| We welcome the opportunity to 
discuss exclusive selling arrange- 
ments with reputable typewriter 
and office machine dealers in for- 
eign countries and in sections of 


the United States where we are 





not now represented. 


WOODSTOCK TYPEWRITER COMPANY 


WOODSTOCK, ILLINOIS 
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Prospecting always was a rugged occupation. 
lt commanded hard work and courage, with 
the possibility of great financial reward as 
the incentive. Sometimes the prospector 
struck it rich. More often he had little but 
experience to show for his efforts. 


We as Americans are engaged today in an- 
other type of gamble—a gamble for a better 
world. Everything we have is staked on the 
war and on the peace. The stakes are high, 
but so is the reward. The gamble begins to 
take on the aspects of a sure thing. 


For several years it has been impossible for 
us to furnish industry goods so badly needed 
by hundreds of our old friends among the 
dealers. We ask that you bear with us until 
victory. Then if you will be good enough to 
come to us, you will receive a better quality 
of “Andy units of steel" than ever before. 


There will be no gamble in the product but 
the reward in value still will be great. 








DERS on-Hickey Go. 














INC. 
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GENEVA 
ILLINOIS f 


| Angeles News Company. 
| * 


| Out of a possible 110. 


age, she won the highest honor with a score of 106 


* * * 


The Golden State Travelers’ Club took in two new 
members at its regular February meeting—C. E. Culver, 
representative of the Colonial Greeting Card Com- 
pany, and Roy Schumacher, who represents the Los 


s ~@ 


Blake Lockhard, secretary of the Stationers’ Asso- 


| ciation of Southern California, has had word from his 


son-in-law, Jack A. Walker, informing him that the 
young man is now in the South Pacific, serving as 
technical sergeant for the First Flier Control Squad- 
ron of the Fifth Air Force. His outfit was attacked 
twice not so long ago by Japanese airplanes, most of 


| which were soon knocked out of the sky. Jack says 





the most beautiful sight he has ever seen is a flock 


of Jap planes falling into the ocean. 
* ca * 


Schwabacher-Frey Company recently regretfully 


| said good-by to two faithful employees, Frank Otis 
| and Arthur J. Miller, both of whom had been with 


the company a long time. 
ok * x 

New stores coming into the picture just recently 
are that of Samuel Stebb at 509 West Pico Boulevard, 
Los Angeles, and that of George Hozak, who has es- 
tablished the Arizona Stationers at 758 Stone Avenue, 
Tuscon, Ariz. Mr. Stebb has occupied his present lo- 
cation for some time, but only recently made sta- 
tionery his major mechandise. Mr. Hozak was for- 
merly with Harold Clark in Tuscon. 

ae * ca 

Tonquin S. Gregory has purchased the Reeves Print- 
ing Company at 9364 Culver Boulevard, Culver City, 
Calif., and has changed the name to the Gregory 
Printing Company. 

* * 

James Johnson, manager of the Los Angeles branch 
of UEF, Los Angeles, has just received word that his 
son, James A. Johnson, Jr., now in England, has been 
promoted to the rank of major. Major Johnson, who 
has been in the service four years, is serving in the 
quartermaster corps. 


* * * 


The service flag of the Southern California Sta- 
tioners, 818 South Los Angeles Street, Los Angeles, 
now has 13 out of a possible 20 stars, and the im- 
pending draft of Gilman Smith, who has been ship- 
ping clerk for seven years, will increase the number 
to 14. 

Ebenezer Wallace, Jr., son of the proprietor, re- 
cently was transferred from the ferry command air 
base at Long Beach to the infantry, his present group 
being consolidated with the ground forces. He expects 
soon to go overseas. 

Fred Wallace, the older son, formerly vice-president 
of the company, who was drafted last August and 
assigned to the infantry, has completed his basic 
training. He has been ordered to remain at Camp 
Roberts as an instructor. Fred’s family lives in a 
portable house at a camp about eight miles from 
Pasa Robles. 

Muriel Wallace, a daughter of Ebenezer Wallace, Sr., 
is taking a course in nursing and will graduate next 
June as a cadet nurse. Another daughter, Eleanor, is 
acting as secretary of the firm. 

* * * 

Ed Sutterman, head of the typewriter division of 
the Brown Shop in Pasadena, is now back on the 
job full time, after having divided his time for the 
past two years between the shop and a farm which 
he owned near Fallbrook, Calif. He recently sold the 
farm. 

Sergeant Bill Brown, son of Herbert F. Brown, pro- 
prietor of the Brown shop, is now in the Army Air 
Forces in India. 

Corporal Walter Gockley, formerly manager of the 
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Personal Address & Telephone 
Directory, 5 colors —$14.40 Doz. 





ully 
Otis 
ith 


tly @ A short selection of five sweet 


= sellers. Each has proven sales punch 
ue, ... exclusive Gibbons features that 


“al your customers want. A grand group 


or- for window and counter attractions. Personal One and Five-Year 


Diaries, 4 colors —$24.00 Doz., 
5 colors — $36.00 Dox., 


Saddle — $42.00 Doz., 
nt- Black Goat Skin —$48.00 Dox. 
ity, ~~ 


ory SS 
his | . 
en | ‘ 
mo f 
fhe | 
a- 
es, | 
m - 
ip- Personal Vest Pocket Diary, 5 colors — 
$10.80 & $12.00 Doz. 
er 
‘e- 
@ Gibbons is working every day for you 
...new products...new designs...new 
Pocket Secretaries, Brown & Tan merchandising ideas. Watch for them... 
Morocco — $36.00 Doz. or better still, write for advance announce- 
ments and complete line information. 











Personal Desk Perpetual Diary, 
5 colors —$14.40 Doz. 





: THOMAS I. GIBBONS & CO. 
Mansfacturers of G Tne Leather Goods 


ne 509 S. FRANKLIN STREET CHICAGO : 7 - ILLINOIS 
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PORTABLE DESK FILE 


A combination letter file with safety personal com- 





partment. Offers a means to keep private papers 
really private. Can be moved from place to place 
and because of reversible follow block can be used 
on either side of desk. Both upper and lower com- 
partments are fitted with locks and keys for privacy. 
Lower compartment is entirely concealed from 


view when used up against end of desk. 





Made of high quality pressed wood. Olive green 


finish. Brushed brass handles at each end. Guide $ ye tggy sd Marat aae 
rod operates in a depressed groove designed for 29.00 Upper Compartment 
Height 30” 129%” x 10'/2” x 24” 


eyeletted operation. 




























i 
WOOD DESK TRAYS No. C1292 LETTER SIZE 
Round cornered, seasoned ply- 1 Tray $2.00 
wood. Beautiful appearance. Full : 
felt bottom protects desks sur- 2 Tier Tray. $5.00 
faces. Can be stacked to any de- 
sired height. Finished in olive Additional Set "Build Up" Posts 
green. $1.00 per set 

a 








WOOD CARD CABINETS 


These desirable cabinets are designed for card records 
and other forms. 


Finished in a beautiful shade of olive green. Sturdily 
built of a high grade plywood. Equipped with brass 
plated cardholder, drawer pull and compressor. 


ONE DRAWER UNITS 





No. For Depth Capacity Price 
83G 3x5 cards is” 1800 cards $5.00 
84G 4x6 cards 18” 1800 cards 5.75 
85G 5x8 cards 18” 1800 cards 6.50 

TWO DRAWER UNITS 
832G 3x5 cards 18” 3600 cards $7.75 
842G 4x6 cards 18” 3600 cards 9.00 
852G 5x8 cards 18” 3600 cards 10.75 


COLE STEEL EQUIPMENT COMPANY 


349 BROADWAY NEW YORK 


100 OFFICE APPLIANCES, March, 1945 OF 











-¥ gut I 
wide 





e > eat 
¥ ormula 
yoose end epindles® a 
range of 817° yo Ht all make* 
c A aphicator™ 
( onunt uu ne-pie® pack® of 
uper™ at cloth. 
* ponee™ ile ake® for yea 
w meanwhile nom 


1945 
ICE 
AP 
PLIANCES 
’ March 
101 











Yyy 
Vy 
Yy G 











UNFILLED 
oroERS 


<— 








If you were to visit my office in 
Washington and see the large 
chart showing the demand for 
wood office furniture and_ the 
amount of wood office furniture 
being produced, you would under- 
stand at a glance the terrific prob- 
lems facing our Industry today. 

The line showing unfilled orders 
looks like the vapor trail of a 
P-40 climbing to the clouds. The 
line showing monthly production 
looks like the tracks into a coal 
mine, although not quite so steep. 

As I have written many times 
recently, wood office furniture 
manufacturers have faced—and 
overcome—almost insurmountable 
difficulties since Pearl Harbor. 
They have met their problems 
with a determination that has al- 
ways found some solution that 
would still maintain a reasonably 
high rate of production. 


Yet in spite of all that could be 
done, new orders continue to ex- 
ceed production and deliveries con- 
tinue to lag. Considering the prac- 
tical aspects of the situation to- 
day, there is very little that could 


be done to increase production. 

We are operating with greatly re- 

duced personnel and are encoun- 

tering constant delays in obtain- 

ing materials from our suppliers 
the men who sell us wood. 


It is apparent that the solution 
to your problem and our problem 
entails increased co-operation be- 
tween us and increased under- 
standing by everyone concerned. 


Your share of the responsibility 
will entail deciding which cus- 
tomers to satisfy first. The War 
Production Board now states that 
the only Preference Ratings which 
you can honor for office furniture 
are those from the Army, Navy, 
Marine Corp, and Maritime Com- 
(MRO, CMP, or any 
other ratings, cannot be accepted 
from war plants and other com- 


mission. 


mercial customers. ) 


For our part, our Members 
have stated their unanimous de- 
termination to see that each office 
appliance dealer receives a rea- 
sonable and equitable share of the 
production. Some Members have 
set up quota systems based on 
sales of representative years to 
make doubly sure that each gets a 
fair share and that no one is of- 
fended. The others are using 
every bit of ingenuity to accom- 
plish exactly the same results. 


I hope you will not think that I 
am trying to offer you advice 
gratuitously when I urge you, in 
the name of our Members, to ob- 
serve the following “Do’s” and 


“Don’ts.” 








DO: 


Cancel all orders that do 
not represent your actual 
minimum requirements. 
Consult your manufactur- 
ers and order only those 
items which are easily ob- 
tainable. 

Sell standard items insofar 
as possible. 

Keep in mind that victory 
cannot be delayed forever. 


DON’T: 


Visit the factory—it only 
wastes your time and that 
of the manufacturer, who 
needs every minute to de- 
vote to production problems. 


Get panicky over rumors 
and place orders for more 
than your immediate needs. 


Place duplicating orders 
with several manufacturers 
and hope one may be able 
to make delivery. All man- 
ufacturers are in the same 
boat. 


Forget that we are doing 
our very best in view of 
manpower vroblems, mate- 
rials requirements and 
transportation difficulties. 








N, Resitche 


Secretary 





OFFICE FURNITURE INSTITUTE 





American 


Security Building 











WASHINGTON 5, 


D. C. 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66" x 36" 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 


Naturally the demand for this outstand- 
ing example of National craftsmanship 
exceeds production due to the labor 
and raw material situation, plus the fact 
that much of our facilities are actually 
engaged in war work. With our very 
limited production deliveries are defi- 
nitely retarded. Your patience and 
understanding in this emergency are 
appreciated. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 
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social stationery department of the shop, is now in 
the offices at Camp Roberts, Calif. 

The point is made by Charles W. Brentner, head 
of the commercial department, that fully 95 per cent 
of the items stocked and merchandised before the 
war started are still coming in quite satisfactorily, 
most items in sufficient quantity so that business can 
be carried on. 

Bill Reece, formerly assistant of Ed Sutterman in 
the typewriter department, is now stationed at Brem- 
erton, Wash., where he is classified as machinist’s 
mate. 


* * * 


Here is a sad story relating to Pfc. Bob Trefzgar, Jr., 
son of Bob Trefzgar, proprietor of the Crown City 
Typewriter Company, Pasadena. Bob had a buddy, 
Bob Simonds (also pfc). The two boys started to 
school together in kindergarten in Pasadena. They 
were together all through the grades, high school, 
and part way through junior college. Then came the 
war. They were inducted at the same time, and were 
together at Fort McArthur, Calif.; Fort Benning, Ga.; 
Camp McCain, Miss., and finally to the same embarka- 
tion camp. The two boys went overseas on the same 
vessel, leaving in August, 1944, and arriving in France 
by way of England early in September. In France 
they were in the same division, although they did not 
see each other after landing on French soil. The end 
of this long story of friendship may now have been 
written, for recently Robert Simonds was reported 
missing in action in Germany. ¢ 

Mr. Trefzgar has another son, Gus E. Trefzgar, who 
graduated from high school this February and will 
enter the Navy early in March. 


an 


LT. SAKSVIG, USN, DEMONSTRATES 140-WORD 
TYPING SPEED AT HAWAIIAN HIGH SCHOOLS 


Students in the typing classes of two large high 
schools at Hilo, Hawaii, were wide-eyed with enthu- 
siasm on last December 9 and 12 as Lt. Norman Saks- 
vig, stationed with the U. S. Navy at Honolulu, gave an 
impressive demonstration of the typing technique with 
which he won the world’s professional championship 
before the war. 

The demonstration, arranged by E. H. Moses, host 
of the champion and president of the Moses Company, 
Ltd., Hilo, Hawaii, was so well received that the com- 
pany wants Lt. Saksvig back for a return engagement 
before business executives and their stenographers. 

Lt. Saksvig averages approximately 140 words per 
minute over a one-hour period of writing from un- 
familiar copy. His championship records were estab- 
lished on a ball-bearing L. C. Smith typewriter, but for 
his high school demonstrations he used classroom 
typewriters. 

—— 


WATERMAN PLANS FOR POST-WAR SALES 


In anticipation of an aggressive post-war sales and 
manufacturing program the L. E. Waterman Company 
has signed a long-term lease for the entire second 
floor of a building located on the corner of Broadway 
and Fulton Street, New York City. 

President Frank D. Waterman Jr. of the company 
announces that the new building will house an ex- 
panded service department and be headquarters for 
metropolitan wholesale and national sales depart- 
ments. 

At the same time, Mr. Waterman disclosed that his 
firm would retire permanently from the retail end of 
the fountain pen business. This is the first time that 
this basic change of sales policy has been made public, 
although Waterman’s discontinued retail sales in its 
New York, Boston, Chicago and San Francisco stores 
January 1, 1943, in order not to compete with its 
dealers during the wartime period of shortage of 
fountain pens. 
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The -way your receptionist greets and accuracy from your employees, 
each caller—in person or by phone it’s YOUR job to provide facilities 
—may mean more to your firm than that cut fatigue to the core. 


meets the eye. These ‘First impres- : 
; y ; ; P Since 1886 — through nearly 60 
sions” are lasting, in terms of profit 
adie years—OUR job has been producing 
Remember she’s been sitting there a sisi pel is 
since early morning and that’s long possibility — producing chairs for 


enough to ruin the world’s sunniest every seated worker—chairs that help 


disposition if posture is improper. banish fatigue through the science 


The same condition applies to every of perfect posture— chairs that make 
seated worker on your pay-roll. For work an interesting profitable chal- 
fullest efficiency — for greater speed lenge instead of a chore! 


WRITE FOR ILLUSTRATED LITERATURE 


(Some metal models are again available, and several 
choice dealer opportunities are still open.) 


=, 
1205 CHARLOTTE STREET © KANSAS CITY 6, MO, 


|CHAIR COMPANY 


CREATORS OF AIR FLOW COMFORT IN EXECUTIVE, SECRETARIAL. GENERAL OFFICE & FACTORY CHAIRS 
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CHICAGO 


Meilink safes. 


always have a satisfied customer. 





MEILINK SAFES 
Offer You a 
Profitable Business 


It's not too early to formulate your post war 
plans—and they should include the selling of 


. You and your organization will like the 
type of profitable business they offer. The dollar 
volume is great--the salesman earnings are in- 
creased—and with Meilink quality, you will 


Our post war plans are well under way—every 
step is being taken to make Meilink safes a 
better safe to sell and an easier sale to make 


@ Safe production 
is still restricted — 
but we will be 
ready on “V" day 
to deliver a better 
Meilink safe, with 
a profitable dealer 


proposition. 


FRLOLE' 


TOLEDO 


MEILINK STEEL 


OHIO 


SAFE Ga. 


NEW YORK 





VIRGINIA NEWS NOTES 





J. F. Howison, Correspondent 





The spacious store and office at 603-605 East Main 
Street, Richmond, Va., has been for nearly 50 years a 
continuous location for the typewriter business. It has 
had but two tenants—The American Writing Machine 
Company (Caligraph) and The American Typewriter 
Exchange, operated by Lawrence N. Mauck, its present 
owner, for 40 or more years. The American Typewriter 
Exchange, established by J. F. Howison prior to 1914, 
reached its present high degree of success after Mr. 
Mauck took it over. Honest and aggressive, he has 
maintained a permanent force of employees, has the 
Richmond agency for Mimeograph and many other 
devices, and has established a most successful business 
throughout Virginia. 

* * * 

The owners of the Tidewater Office Equipment Com- 
pany in Norfolk and Newport News are proud to an- 
nounce a successful dealership in the Ediphone dic- 
tating machine, and are looking for a big business 
in this line after the war. They have just secured the 
services of Leslie Elliot, a veteran of the present war. 
He was shot down while making a parachute jump 
over Leyte in the Philippines. 


* * * 


Although Richmond has more than 15 active sta- 
tionery stores, a new one will be launched on March 1 
by Aubrey Ellett, who served his apprenticeship with 
Cole, Harding & James, Inc. 

* * * 

Joe Steger, an employee in the Remington type- 
writer office at Charlottesville, Va., died there last 
month after suffering two paralytic strokes. 

* * ” 


W. C. Dick, who was connected for many years with 
Remington Rand in Richmond, Va., is now filling a 
responsible position as lobby man at the State-Planters 
National Bank in Richmond. 

* * * 

A pall of sorrow and depression continues to per- 
vade the store and offices of the Virginia Stationery 
Company in Richmond, Va., following the recent death 
of Thomas Jefferson Williams, widely known in this 
city as auditor and office manager of that company. 
His place has been most difficult to fill, but the com- 
pany has secured the services of O. B. Watlinger, who 
assumed the post in February. 

* * * 

Emmett Avery, state manager of the Marchant Cal- 
culating Machine Company at Richmond, continues to 
bear up bravely under the suspended news that his 
older son, Emmett, Jr., AAF pilot, is still reported 
“missing” in Belgium. 

*” ~ +” 

The first meeting of the Richmond Stationer’s Asso- 
ciation in 1945 was held in Richmond in February at 
Rueger’s Hotel. The following officers were elected: 
B. V. Cole, Cole, Harding & James, president; S. S. 
Rosendorf, Jr., Southern Stamp & Stationery Company, 
vice-president, and Woodson P. Waddy, Everett Waddy 


| Company, secretary-treasurer. 
* 


x . 


R. R. Wilson, Remington Rand’s “plugger” salesman, 
continues to make an active and methodical success 
of selling high-class ribbons for all typewriters in 
Richmond. 

* * 7 

F. L. Tremer of the Richmond Office Supply Com- 
pany modestly admits the awarding of the Purple 
Heart to his son, F. L. Tremer, Jr., in the AEF. 

xe * * 


R. E. Dey, formerly active in typewriter and adding 
machine circles in the Staunton, Va., area, has closed 
his business there. He still renders some “service” 
locally. He is getting to be a regular visitor in Rich- 
mond, preparatory to re-entering actively into business. 
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MODEL J-30 STAPLING PLIER $3.85 


Model J-30 is light in weight, yet rugged. Requires but little 
space and can be put into desk drawer or pocket when not 
in use. Indispensable for vertical filing or for attaching ma- 
terial to a permanent card. Uses DJ340 NEVA-CLOG Staples. 





MODEL B-100 STAPLING PLIER $5.25 


For heavy duty and for fastening of tough materials, this 
machine uses a broad flat staple. Fastens such materials as 
fibre, softwood baskets, veneer wood, leather and belting. 
Used for sealing heavy paper or cloth bags, packages of 
corrugated board, and similar difficult operations. Powerful 
leverage, durable, fool-proof. Staples used: NEVA-CLOG B-3,. 





MODEL S-100 STAPLING PLIER $4.75 


A rugged, powerful Stapling Machine with 4 to 1 leverage. 
Particularly designed for production work and hard usage 
but can be used for any stapling operation within its capac- 
ity. Clog-proof so that it will give constant production. 
Use NEVA-CLOG A-1000 or L-1000 Staples. 
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Shouting 


or 
Shooting 


W. will admit that immediately preced- 


ing the present phase of the war, there was 
considerable SHOUTING on the home front 
about the end of the war—Post-War Conver- 
sion—easement of materials—optimism of de- 
liveries—lifting of restrictions et cetera. 


This shouting came from high places, low 
places, and from every nick and cranny in the 
land. We undoubtedly contributed our share. 
Recent events have proven that there is a whale 
of a lot of shooting still to be done and for how 
long is in the laps of the Gods. 


These events compel a complete revision of 
estimates and promises by most manufacturers 
and require tolerance, consideration and pa- 
tience on the part of distributors and consumers. 
Neva-Clog staples are available for immediate 
delivery but considerable delay must be anti- 
cipated when ordering Neva-Clog Stapling 
Pliers. 


* 


. 


“The machine of a thousand uses 
to 


“Fasten things together” 


NEVASLOG PRODUCTS, Inc. 


BRIDGEPORT, CONN. 
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vali basket 
able for use in lava- 
and wherever 


No. C-110V 


16” x 30” 
ae ka" 
- 20" .x-30" 


A large capacity 
thee - enforced 
_ basket for gen- 
‘eral industrial 
and commercial 
t Pee — built to 
stand rough 








* 


Pan 35 mounted. 


THE BASKET KNOWN TO A CONTINENT’ 


Distributed by 
BAINBRIDGE, KIMPTON & HAUPT, Inc. 





218 Greenwich Sf. New York 8, N. Y. 
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SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 





Now that most inventories have been completed, a 
survey among the stationers and business equipment 
dealers of this city reveals that the industry here went 
through the past year in good shape. Many sales 
which could have been made were necessarily lost 
because of inability to get merchandise. On the other 
hand, new lines helped to round out the volume. No 
firms have closed and, while present conditions have 
necessarily necessitated a number of management 
changes, the industry can review the past year with 
the knowledge that a good record has been established. 


* * * 


E. P. Haye, branch manager for L. C. Smith & 
Corona, and an active participant in any move that 
will help the community, pulled a clever stunt on 
the March of Dimes drive. Taking six girls from a 
club of the Alamo Heights High School, the group met 
incoming trains at the local railroad stations and 
collected over $75. 

* * * 

Mrs. Ruby Teller, manager of the social stationery 
department at Maverick-Clarke, has rounded out a 
busy month. Following a trip to Chicago, Mrs. Teller 
spent a week in Houston supervising the organization 
of a new social stationery department at this firm’s 
store there. 

* * * 

The many friends and acquaintances of W. R. Per- 
kins, sales manager for Maverick-Clarke, will regret to 
learn that he has been forced to take an indefinite 
leave of absence on account of ill health. 

* * * 

Miss Shirley Denson has joined the retail sales staff 

of The Clegg Company. 
* * oa 

I. N. Coleman, who for six years was service man- 
ager for the local branch of the Burroughs Adding Ma- 
chine Company, has been officially appointed service 
manager for Central America, with headquarters in 
Mexico City. Mr. Coleman has been with the company 
for approximately 23 years. 

C. A. Grosse, assistant manager, will remain in 
charge of service until an appointment is made. 


* * * 


Mrs. Betty Stein has joined the J. Andrew Smith 
Company as office manager. A native of San Antonio, 
Mrs. Stein has had wide experience in business man- 
agement. Her husband is serving with the armed 
forces overseas. 

* * x 

Southern Sales and Service has been designated as 
the authorized agent for service on R. C. Allen adding 
machines, cash registers and calculating machines. 


* * * 


As one means of meeting the current problem in 
merchandising, Maverick-Clarke of San Antonio, Tex., 
has established a cashier’s square in the center of the 
sales floor where packages are wrapped and collections 
made. 

A sign above the square reads: “TO SAVE YOUR 
TIME if a sales person is not available, you may take 
your purchase to the cashier for wrapping.” 

This little practice has done much to speed up sales, 
eliminate errors with new, inexperienced help, and 
facilitate purchases by the clientele. 

eS 
ASKEW COMPANY DISSOLVED BY AMELL 

Announcement is made that Askew Company, Dallas, 
Tex., which was purchased by A. W. Amell on April 15, 
1944, has been dissolved. The name of the company 
is now A’Mell Office Supply. Personnel will remain the 


same under direction of owner and manager Amell. 
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good ways 
to speed up work in the office 





























A!l these Bates office helps have been tested in years of use. Production of munitions, radar, 


gun sights, etc., have made it necessary to temporarily suspend the manufacture of one 


or two items; and curtail others. But what family has not got some absent ones these days? 


Bates quality products 


The Bates Mfg. Co., Orange N. J. * N.Y. Office, 30 Vesey St. 
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“FAVORITE” 
DUBL-FRUNT FILE POCKET 
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“FAVORITE” 
DESK CLASSIFIER 





“FAVORITE” 


BRIEF COVER 


“FAVORITE” 


EXPANDING FILE 








“FAVORITE” 


TWO PIECE “’GRIP’’ PRESSBOARD BINDER 
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Celebrating 


OUR 
“Diamond Anniversary” 


1870 ; : 1945 
a ie 4 ERNE 
ad 


We take pride in our 75 year record of fair dealing and are 
happy in the knowledge that we have served long and well. 


We welcome this opportunity to thank the many friends we 
have made, for the confidence they have shown in us and 
our products. 


“OUR PLEDGE” 


That in the future, as in the past, we will continue to give the 
best values possible without sacrificing quality. 


That we will maintain to the highest degree, the workmanship 
of our products and the same generous measure of service to 


our clients. 


That all of our products will be* of the same high standard 
that has held the good will of outstanding stationers at all 


times. 














ALES ee a 
THE COOKE & COBB COMPANY 








Originators of Expan ding Sp ecialties 


57 NINTH AVE. NEW YORK 11, N. Y. 


“FAVORITE” 
STEEL SEALED EXPANDING ENVELOPES 


— owaraal 
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NOW...THE FINEST STAPLES EVER PRODUCED 


No. 4 GENUINE 100% ROUND WIRE 





<< 
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Here are staples that set a new standard 
in quality and efficiency. Your customers 
will prefer them .. . Nation-wide advertis- 
ing is already building up a demand that 
will make them the leading staples in the 


| market. 


‘Perfected by SPEED’S Engineering Sta 
after years of development, they are pre 
cision-made and uniform both in quality @ 
_and count. Every staple on a strip is in 


te alignment-. .. These GENUINE 
accurate alignment... These GENUINE SUT TD LUC) LS Meee aE ECT noe 


“SPEED” STAPLES achieve better, smooth ; Business Men and Millions of Potential Users 
penetration. AND, being ROUNQ Af Pi ie | LA 

they are free from the film of exce. | . 
that collects on ordinary staples a 


is a common. cause of clogging. 
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NEW INDIANA 


Office Chairs 


No. 451 


All Steel Chair Irons 
Now Standard Equipment 


The restoration to the market of all steel chair irons is a 
matter of genuine satisfaction to every one in the office 
furniture industry. To be able to enter orders and begin 
deliveries of chairs on this basis is a pleasure to us, even 
in the midst of remaining wartime difficulties. 

Added to the situation with reference to new chairs is 
the fact that we are now able to put into effect our plan 
for replacement of wood swivels, applications for which 
will be given attention in order of receipt. 

There are of course still definite limitations of produc- 
tion, and material and manpower problems, for which 
patience and understanding will continue essential, but 
this release of chair irons (which we find necessary to 
pro rate) is definitely a long step in the right direction. 
We hope before many months to see other restrictions 
dropped behind. 

As always, we value highly every order of our dealer 
friends—however, we must schedule them according to 
priority and allocation arrangements. 








New Indiana 
Chair Company 


JASPER, INDIANA 
- a Ke 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





One of the most interesting examples in the decen- 
tralization of industry is the case of Federal Inks, a 
concern located in Oakville, Ont., home of the founder, 
Richard C. Merry. 

The firm last year sold its plant in Toronto and gave 
itself but four weeks to erect a complete plant in Oak- 
ville and move there. For its location a 43-acre site 
was chosen. Thirteen acres will be used for the plant, 
the first unit of which, a concrete block building cov- 
ing 11,500 square feet, already has been constructed. 
The balance of the land, 30 acres, has been reserved 
for the home of employees of the company. The firm 
has erected houses in this area and rents them to em- 
ployees at cost. 

The interesting history of this concern dates back 
to the year 1933, when Richard Merry began making 
inks in an old garage in downtown Toronto. Though 
times were particularly hard, Federal Inks, Ltd., met 
with a steady growth. The old garage was enlarged 
and rebuilt until the plant became a modern, two- 
story brick building extending to the street line. 

Richard Merry comes from an ink manufacturing 
family, his father, the late W. T. Merry, having served 
as president of Charles Bush, Ltd., for many years. A 
brother, Harold Merry, is associated with the firm. 

* - * 

Fire which broke out in a four-story building in 
Toronto, Ont., recently caused $250,000 damage to 
Beare’s, Ltd., and Dominion Stationers. The fire 
burned for nearly three hours before firemen suc- 
ceeded in bringing it under control. Nearly 50 persons 
are temporarily out of employment as a result. The 
two top floors of the building were totally destroyed. 

* * * 

Pvt. John E. Francis, 24, a valuable employee of 
Luckett Loose Leaf, Ltd., Toronto, immediately before 
enlisting, recently received shell fragment wounds in 
the face and hands while serving in Italy with the 
P. P. C. L. I. of Canada. Francis has been overseas 
since September, 1943. 

* * * 

F. W. Hughes, general manager, Automatic Pencil 
Sharpener Division, Splengler-Loomis Manufacturing 
Company, Chicago, attended the annual meeting of 
the Canadian Company held. recently in Toronto. 

* * * 


W. A. Laddell, manager of the stationery and book 
departments of the Robert Simpson Company, Halifax, 
was a recent visitor to Toronto and London, Ont. 

* * * 

Lieut. W. H. Grand, Royal Canadian Naval Veteran’s 
Reserve, a son of Percy Grand, Grand & Toy, Ltd., 
office stationers, Toronto, was recently appointed to 
command the Algerine escort vessel H. M. C. S. “New 
Liskeard.” Lieut. Grand has seen nearly five years of 
active service with the Royal Canadian Navy and the 
British Navy overseas. 

* * a” 

Colin M. Smith, returned recently to the Denison 
Manufacturing Company of Canada, Ltd., Drummond- 
ville, Que., after serving four years with the Royal 
Canadian Air Force. During this time he was stationed 
in Canada on coastal patrol duties. He will now cover 
the selling territory for the Dennison firm in eastern, 
northern and some parts of western Ontario. 

* + + 

The Wendell Holmes Book Stores, London and St. 
Thomas, Ont., well-known Canadian office supply firm 
established by William Wendell Holmes 38 years ago, 
makes a feature of office supply window displays with 
prices showing clearly on each item.» Considerable 
display material supplied by manufacturers is used 
in the windows. 

* * * 
The Stationers Association of Montreal held its an- 
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MATCHED MASTERPIECE 


Since 1881, the M& V Guild of Master Craftsmen have concentrated on 
producing masterpieces of precision workmanship in the carbon paper and 
inked ribbon field. Each M & V ribbon and its companion box of carbon 
paper is so carefully made and perfectly matched that even inexperi- 
enced fingers find it possible to produce letters and copies of unrivaled 
excellence and appearance. This also is why discerning users find these 


products of established quality most satisfactory and economical to use. 





MITTAG AND VOLGER, INC. 


ESTABLISHED 1881 
FINE CARBON PAPERS & INKED RIBBONS + PARK RIDGE, NEW JERSEY 
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im” > ALWAYS 
PARKES! JUST 
BEFORE DAWN! 


Frankly we, along with many Americans, anticipated 






that by now our business would be heading back to 





normal, That this is far from the fact, illustrates 






the hazard of basing calculations on military progress. 







It does emphasize the necessity for united effort in 


getting the war over. 






So, today redoubled national effort causes a very 






critical lumber market and a labor situation which 






grows tighter day by day. 


But, it’s always darkest just before dawn, artd we 







believe it is reasonable to hope that the dawn is not 


too far distant. Until then, your patience will assist 





us immensely. 









HIGH POINT BENDING & CHAIR COMPANY 


SILER CITY, NORTH CAROLINA 














AY Th 
HIGH POINT BENDING & CHAIR CO, 


C MAA iy 
ORS a 
Sis LIS 
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When You Sell a File... Sell an Index 
THEY GO TOGETHER 


““Y and E’’ has made it easy 
25 For the DEALER to sell a 


DIVISION 


ONE DRAWER FILE 
Capacity 
5000 Papers 


complete 


DIRECT 
NAME 
SYSTEM 








No. N-125-D 
DIRECT NAME OUTFIT 





TWO DRAWER FILE 





ante “0 : 
DIVISION wrapped up 
in one shelf 


No. N-140-D 
DIRECT NAME OUTFIT 





package 


















Regardless wa 
, . ‘ FOUR DRAWERS 
of the size of the file there is a Coane 
Y and E”’ Direct Name set of 15 or 20,000 
guides, folders and supplies to Papers Ft) S| tec 


index it. “Y and E”’ Direct Name 
outfits are available in sizes that 
take care of NORMAL corre- 
spondence up to 30,000 letters or 
papers. 


80 


DIVISION 





No. N-180-D 
DIRECT NAME OUTFIT 











Each outfit contains the numbers of Alphabetic 
Divisions indicated with sufficient folders and 
labels to put the file in perfect running order. 


Outfit may be had with metal tabbed guide and 
celluloided folders or plain guides and folders FOUR, FIVE OR SIX DRAWERS 


depending on the use the file will get. Capacity 
: 25 or 30,000 Papers 





The sale of these outfits is profitable to you in three 

ways: 

1. They introduce your customers to the best designed 
and most scientifically arranged system. These outfits 
will build confidence because they are economical and 
efficient. 


2. Like all efficient systems—once sold they produce much 
repeat supply and equipment business. 


120 
DIVISIONS 


3. A satisfied customer means continued business at re- 
duced selling cost. 


Neo. N-1120-D 
DIRECT NAME OUTFIT 


Direct name outfits are a perfect example of how “Y and 
E” has made it easy for the dealer to sell— Only one of the 
advantages of the “Y and E”’ Franchise. 








FOREMOST FOR MORE THAN 60 YEARS 











wwe’ YAWMAN 4D FRBE MFG.(O. *=" 


1015 JAY STREET * ROCHESTER 3, N. Y. 
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go PROGRESS 


MORE THAN 
A 
MILLION 
Markwell 


Stapling Machines 
I s 


MARAWELL MPU CO 
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nual meeting recently at the Brokers’ Restaurant. The 
following officers were elected for 1945: president, L. J. 
Hetu; first vice-president, E. B. Charters; second vice- 
president, P. Valiquette; secretary-treasurer, W. S. 
Pennycook; directors, J. J. Carter, W. E. Dawson, G. E. 
Carney, C. E. Beaudry, C. E. Swift, E. Gariepy and 
O. H. Manning. 


- _—- 


LYON METAL PRODUCTS ANNOUNCES DETAILS OF 
EXTENSIVE POST-WAR EXPANSION PROGRAM 


Since the post-war planning committee of Lyon 
Metal Products, Inc., was created in 1942, that group 
has been engrossed in the study and analysis of every 
Lyon product manufactured in the pre-war period. 
Four goals were set—simplification of design, improve- 
ment of appearance, reduction of manufacturing cost 
and improved salability. Not a single item has escaped 
the committee’s scrutiny; all are being revamped and 
improved, some in greater degree than others. 

The results of this concentrated campaign of pro- 
duct improvement, plus the development of new 
products such as the new Lyon steel kitchen cabinets 
designed to meet the needs of any size kitchen, were 
announced late in January in Aurora and Chicago 
Heights newspapers. 

In the announcement the company also described 
the Aurora plant’s new sheet steel stockroom, capable 


LYON’S POST-WAR PLANNING COMMITTEE.—Charged with 
the responsibility of developing Lyon’s post-war plans are, 
left to right: Frederick Z. Pearson, manager, plastics division; 
John B. O'Connor, vice-president in charge of development; 
Harvey G. Knuth, manager, kitchen cabinet division; Elmer 
T. Meidell, manager, experimental development engineering; 
Dugald A. Shaw, development engineer, and L. J. Conger, post- 
war co-ordinator. 


of holding 6,000 tons of sheet steel at one time. The 
building can house four freight cars, and boasts 
of a ten-ton traveling crane for unloading. Built to 
expedite war production, it will be utilized in the 
post-war period to effect steel handling economies. 
Application has also been made for the construction 
of an additional factory building to boost production 
of aircraft parts for the Navy’s “Corsair” and the 
Army’s “Airacobra” fighters. After the war the build- 
ing will be used to manufacture peacetime products. 
Planned for the future is a large new storage and 
shipping room building. The establishment of ad- 
ditional new plants and equipment is also under con- 
sideration by the planning committee. Plans have 
already been completed for the numerous new tools, 
dies, machines and other equipment to be used in 
projected peacetime operations, so that no unneces- 
sary time will be lost when reconversion comes. 

In the meantime, Lyon will continue to devote 100 
per cent of its manufacturing energy to winning the 
war. Since Pearl Harbor, the Lyon plants at Aurora 
and Chicago Heights have handled 3,800 war prime 
contracts and sub-contracts for every branch of the 
Army and Navy. 

A complete outline of the basis and objectives of 
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QUICK! HITCH YOUR POST 
YOUR POSTWAR SALES- 
WAGON TO THESE Z7Z#S/IRP STARS! 


ff Phil Baker In i | 
/ Milton Berl 
TAKE IT OR LEAVE IT” “LET roma ~~ 


Compare! Comparison Proves -:: 
s You This Smashing 4-Way Support! 


8 Phil Baker in “TAKE IT OR 
Go!” —Wed. Nights. 


ERY MONTH! 2 to 5 ads every 


sparkling full-color! 


MAGAZINE ADS EV 


d double spreads—all in 


D ADVERTISING! 2 coast-to- 


comic weeklies! 
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month! Full pages an 
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“TREASURGARD 





FIRE PROTECTION 
AT LOW COST 


Plus Assurance Against Petty Thieves 


THE PERFECT PERSONAL SAFE 
FOR THE OFFICE AND HOME 


® 
OUTSIDE SIZE 
10¥4e” HIGH, 15%” WIDE, 1732” LONG 
* 
NO PRIORITY REQUIRED 
TO ASSURE EARLY DELIVERY — 


“ORDER NOW” 


PRICE $3 O° RETAIL 


F. O. B. Hamilton, Ohio 





HERRING-HALL-MARVIN 
SAFE COMPANY 


HAMILTON, OHIO 
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Lyon’s post-war planning committee, written by Laur- 
ence J. Conger, co-ordinator of the post-war program, 
appeared in May, 1944, in the “Executives Service 
Bulletin”, published in the interest of management 
by the policyholders service bureau, group division, 
of the Metropolitan Life Insurance Company, New 
York. 
<>. —___- 

SEATTLE FIRM USES UNUSUAL JANUARY ADS 

Something “different” in the way of stationery ad- 
vertising was featured late in January by John W. 
Graham & Company, with stores at 707-11 Sprague 
Avenue and 708-16 First Avenue, in Spokane, Wash. 

On Monday, January 22, the “If It’s Made of Paper, 
We Have It” firm featured a full-page promotion in 
the Spokane Daily Chronicle under the caption, “Gra- 
ham’s, the Unusual Store for Women!” The advertise- 
ment pointed out that there are now more than 355,000 
women and girls in the Spokane area, a great increase 
in the last decade. It emphasized that while many of 
this feminine contingent has been served by Graham’s 
there were still many others who had never called at 
the store; to the latter group a cordial welcome was 
extended. The advertisement featured special mer- 
chandise sections for lovers of beautiful things, book 
lovers, teen-agers, thrifty homemakers, for women who 
entertain and for business women. 

A week later, in the same paper, Graham’s used 
another full page, this time under the head, “Gra- 
ham’s, Spokane’s Most Useful Store for Men!” The 
promotion stressed the fact that the store had types 
of merchandise appealing to virtually every business or 
professional man and pointed out that the institution 
had really “grown up” since the firm operated in a 
“tent store” following the big Spokane fire of 1889. 
Merchandise groupings were featured for the family 
man, the technical man, the handy man, the business- 
man, the serviceman, the lodge man, and two sections 
were devoted to books and toys for boys. 

The two promotions were nicely planned for maxi- 
mum masculine and feminine appeal, and emphasized 
many popular items the average shopper seldom thinks 
of seeking in an office supply store. The idea is one 
that might well be adopted with profitable results by 
stationers in other populous communities. 
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| AN EYE-CATCHING VICTOR VISIBLE DISPLAY IN HOUS- 


TON.—Featuring Victor visible records, with the emphasis on 
stock control, this highly-effective window display was a re- 
cent attraction at the Wilson Stationery & Printing Co., Hous- 
ton, Tex. The large panels of forms and signaling methods are 
from Victor's standardized visible window display material. 


a <2 —___— 


WATERMAN’S LEASE NEW MANHATTAN LOCATION 

The L. E. Waterman Company, fountain pen and ink 
manufacturers, has signed a lease for a second floor 
location at 206-10 Broadway, New York City, where 
the company’s wholesale and retail departments and 
general sales headquarters will be located soon, F. D. 
Waterman, Jr., president of the company, announced 
late in January. The move from Waterman’s present 
quarters at 55 Broadway will be made at the expiration 


| of the lease now in effect. 
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* A NEW Companion Series to the 


mn, 


Ww Consumer-Endorsed NATIONAL NATIONAL 
? Unit Accounting Forms ..... 











[141 


SERIES 


@ 





AS ILLUSTRATED 


GENERAL LEDGER 7141 GL. Single page form both sides same. A In the popular 9%” x 11%” 
separate sheet for each control account. Designed also for use with size ... designed for simplified 
the 7072 Unit Accounting forms if desired. and complete recording of to- 


CASH RECEIPTS, SALES AND INCOME RECORD 7141 CRS. Single day's Ce 
page form both sides same; combination receipts, sales or income ° 

' tagl . 
record. Two records at a glance Ruled ‘bewws) saul aeuen en Sia 
RECORD OF DISBURSEMENTS, PURCHASES AND EXPENSES 7141 eure’ qreenihinn Midlieie seanial 


CDP. Double page form, right side of sheets providing for distribu- ledger paper for efficiency and per- 
tion of purchases and expenses; left side, combination cash and check manency 
disbursements and record of purchases and expenses. Two records e 


at a glance. 
Punched 4 slotted holes 7%” C to C 


JS- 

on THE COMPLETE LINE .. . 7141 SERIES UNIT ACCOUNTING FORMS : 
re- 100 sheets to a box — 25 sheets per band ; A . 
ong Designed for bookkeeping with a 
re No. Description No. Description aA 

ial. 7141 CR Record of Cash Received 7141 CRS Record of Cash Receipts minimum of effort 
7141 CD-2 Record of Checks Drawn and Income Record 
7141 Ri Record of Invoices or 7141 CDP Record of Cash Disburse- bd 
N Vouchers ments, Purchases and 

7141 RJ Journal Expenses . ‘ 

nk 7141 BS Bank Statements 7141 GL General Ledger Write at — for Folder No. a with 
or 7141 PC Record of Petty Cash 7141 FS _ Financial Statements complete information and prices 
re 
nd 
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WHY THERE'S 


Big Unit Sales of V.P.D.’s SUCH A GREAT 
MARKET FOR 


as Plants Modernize to SAVE! V.P.D.'s 


| PRODUCTION ERRORS \ 
Joshua Meier Co. pioneered in transparent hold- | 
ers. Despite handicaps, our current product is LOST RECORDS 
made of a beautiful sheet of non-combustible “This work order is 


cellulose acetate, with edging, stitching, sealing TORN & sO ILED RECOR DS so soiled I can hardly 
and folding thot stands up under hard wear. read it. 
WASTED MAN-HOURS 














“It's time we put all 
our important pa- 
pers in transparent 


Inefficient methods must GO — and with them go loose blueprints, paper job tickets and travelers floating Da i 
olders. 





around the plant with paper clips to hold them together. 





JOSHUA MEIER CO. TRANSPARENT HOLDERS keep records clean, prevent soiling and tearing, save valuable 
man-hours spent hunting for lost forms—and prove time and again that they REDUCE PRODUCTION 


ERRORS by sending every factory sheet around the plant visible and protected. 





We make all types of transparent holders from midget to giant size. A few are illustrated. Write for 


details stating your particular problem. Please send priorities in ordering whenever possible. 





OR THIS 


“Where's that blue- 
print? 









“Here it is, fresh and 
clean in its trans- 
parent envelope.” 


\ 
Mae gia 


coe 











V.P.D. JOSHUA MEIER CO. 36 East 10 St., New York 3,N.Y. 


VISIBLE-PROTECTIVE-DISPLAY 
Reg. Trade Mark 
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fully engaged in war work now, looks forward 


to the day when Columbia products will again 


serve old customers and gain new friends. 


COLUMBIA STEEL EQUIPMENT CO. 


Lincoln Liberty Building 
PHILADELPHIA 7 PENNSYLVANIA 
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To those who visit the Pacific Coast and 


(AME 


particularly the area of San Francisco, the 
first glimpse of GOLDEN GATE BRIDGE 
is awe-inspiring. It so faithfully reflects the 
collective strength, the strong will and the 
creative engineering ability of Amer'ca. 
It exemplifies the indomitable spirit o/ 
accomplishment . . . the unflagging desire 
to create those things that will best serve 
all the people . . . adding to their con- 
venience and physical comfort. These are 
some of the qualities that have made 
America great. American industry and 
business have likewise contributed to Amer- 
ica's greatness. In the sphere of business, 
JASPER DESKS have made their great 
contribution . . . they are designed to fill 
the requirements of modern industry. They 
have measured up to their job in a way 


that is “typically American." 


THE JASPER DESK COMPANY 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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A PROMISE OF THINGS TO COME 


When our services are no longer required in war production, we shall 
resume the manufacture of fine steel chairs for fine offices. Our com- 
plete line of steel seating equipment holds the postwar promise of in- 
creased sales and profits for Harter dealers. 

New and improved models will be manufactured in Harter’s 20-year 
tradition of leadership. Every chair will incorporate the three basic 
principles which Harter has pioneered in steel seating equipment: 
beauty, comfort and efficiency. 

Your customers will demand handsome appearance, modern design and 
lasting utility in their office equipment of tomorrow. Wherever seated 
work is done — in office, shop or factory — Harter steel chairs answer 
the demand. 

If you do not handle the Harter line now—and would like to after the 
war—write today for full information. Learn how profitably Harter 


steel chairs can serve you and your customers. 


HARTER CORPORATION, STURGIS, MICHIGAN 


* 


BUY MORE WAR BONDS 


nl ANT EIR 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





A silver jubilee or twenty-fifth business anniversary 
was recently celebrated by the Valley Typewriter 
Exchange at 109 A Street S.E., Auburn, Wash., fol- 
lowing a full quarter-century of typewriter service to 
the business front and individuals of that city. 

* * * 

Formerly located in the Carstens Building close to 
the Seattle waterfront, the National Typewriter Ex- 
change has moved to larger quarters in Room 103 of 
the Canadian National dock, at the foot of Marion 
street. 

* * * 

Shick’s, 1108 Fourth Avenue, Seattle, Wash., has re- 
cently been established in this center of office supply 
and stationery houses as a stationery and printing 
business. Wedding invitations and engraving are fea- 
tured. 

* * * 

In line with the vast new interest in art awakened 
everywhere, the John W. Graham & Company store in 
Spokane, Wash., has been currently staging a fine ex- 
hibition of paintings by B. C. Stork of Spokane. Com- 
ing west in ’88, he is one of the few remaining pioneers 
who can paint scenes of the old western days from 
memory. 










* 


Dean Robinson and Earl Marks, owners of the Spo- 
kane Office Machine Company, at S 105 Howard Street, 
Spokane, Wash., have recently expanded their business 
machine operations and establishment by purchasing 
Stanchfield’s Cash Register Service at W 913 First 
Street in that city. They moved to the latter location 
late in January where their expanded business will 
continue under their own name of Spokane Office 
Machine Company. Roger Anderson, formerly an as- 
sociate of the late Roy Stanchfield, whose business 

BOLENS they bought, has joined the new owners. 

* * * 
a” 

“SYNCRO-TILT Contracts amounting to approximately $20,000 were 
2 e awarded to two Portland stationery and school sup- 
Chair Action Controls ply houses recently—the J. K. Gill Company and the 
; ; Northern School Supply Company. The contracts were 
e When the new lines of office chairs awarded by the school board of Vancouver, Wash., of 
are available, be sure that those you which Lloyd Matson is business manager. On its con- 
lect are equipped with Bolens “SYN- tract of $6,224 the J. K. Gill Company will furnish 
— qeipp classroom chairs and teacher and secretary desks for 


* * 





























CRO-TILT” Chair Action Controls. the Lincoln School addition, as well as for new addi- 

. ; : tions built for the Harney and Fourth Plain village 

e Right now Bolens designers are developing improv- schools, to accommodate the increased population 
ed chair action controls that will make it possible for drawn into the region due to war work and ship- 






. - : " building. The Northern School Supply Company, on 
_ mc orereneoneN = pune ee bi “i its contract of $12,463, will supply tables, armchairs, 
fort . . . chairs that will minimize the health retarding, folding chairs, chair-desks and files. 
efficiency reducing factors resulting from poor posture * * + 

Another extensive office building that will have to 
pap eee aia ied i be supplied in the course of time with office supplies, 
— business machines, files and stationery is that planned 
oundhage’ Setesmen non ne penenning for the U. S. Navy in the Puget Sound area. The Navy 
advantages of Bolens Orthopedically Correct’? Chair has outlined its needs for a vast office building ad- 
Action — it will be a great selling point to feature in jacent to the much expanded Navy Yard at Bremerton, 
Wash., the busy shipbuilding and ship repair center 
across Puget Sound from Seattle. Quick action on 
securing this building is anticipated. Recently a naval 
expenditure of more than 27 million dollars on Puget 
Sound was approved by the House of Congress, with 
equally quick action almost assured in the upper 
branch of Congress. This expenditure approved in- 
cludes the item of $2,010,000 for a new general office 
building for the Navy, whose procurement offices 
will then proceed to equip the building thoroughly with 
the latest office devices 










your post-war office chairs. 






NOTE: Have you sent for your 7 
copy of the Bolens “Manual of 
Office Chair Selling?’’ There's 
a copy reserved for you. 


BOLENS PRODUCTS CO 


Division Automatic Products Company, 























216 PARK STREET PORT WASHINGTON, WIS. oF oe 
J. H. Baker of H. D. Baker & Company, 739 St. 
Dependable Chair Iron Controls for All Office Seating Helens Avenue, Tacoma, Wash., dealers in typewriters, 
& adding machines, cash registers, and other business 








OFFICE APPLIANCES, March, 1945 

























Retail 
Size 12 sets and up 


Letter, A-Z $3.00 per set 
Legal, A-Z 3.55 per set 
Invoice, A-Z 3.00 per set 


@ Constructed of best 30-pt. red 
pressboard 


@ Definitely first in quality and long 
service 


@ Immediate Delivery 
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EVERY MODERN FILING NEED 
listed in latest 1945 catalog. 


1000 items. Get your copy. 


AMBERG FILE & INDEX COMPANY 


1608 DUANE BLVD., KANKAKEE, ILL. 
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FAIR CHAIR CUSHIONS 





1" CUSHIONS (as shown af left) : 


De luxe Line (50% genuine flaked foam 
rubber and 50% cotton felt) . 


#62 Steno size, list each........ os ae $2.70 


#64 Executive size, list each.............. 3.20 


3 


Cotton Line (same as abave, filled with 
all cotton felt) 


#42 Steno size, list each...i.00.5...... $1.70 
#44 Executive size, list each.............. 2.00 


All cushions are made with fibre matting (on one side) and 


gabardine (on the other) and are available in brown or grcen. 













2" CUSHIONS (as shown at right) 


De luxe line (50% genuine flaked foam 
rubber and 50% cotton felt) 


#45. Steno size, list each a *.,..$4,50 


#46 Executive size, list each... . 5.00 


Cotton Line “(same as above, filled with 
all cotton felt) 


#47 Steno size, list each.................... $2.50 


#48 Executive size, list each.............. 2.94 


Above list prices subject 
_to liberal trade discounts. 





A 4 FURNITURE COMPANY 


1197 McCARTER HIGHWAY, NEWARK 2, N. J. 
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office and store equipment, has recently been elected 
to membership in the Tacoma Chamber of Commerce. 


* * * 


Mr. and Mrs. Fred W. Brown, for many years owners 
of a stationery business in Sunnyside, Wash., recently 
sold both the business and the building to C. L. Peters. 
The Browns had been in the stationery business, with 
jewelry items also stocked, in the same location for 
the past 35 years. 

* + * 

More black ink instead of red may be sold to the 
counties of the state of Washington if the present 
piece of legislation now in enactment channels at 
Olympia is finally approved. New House Bill No. 57, 
sired by Representative Cory, Lewis County Repub- 
lican, specifically authorizes county auditors to use 
black ink instead of red ink. 

* * * 

The 42-story L. C. Smith building, with its tall tower 
overlooking Puget Sound, may be sold to the city of 
Seattle for use as a larger police station and health 
department of the city. The offer of sale for $900,000 
was made by H. J. Holton, manager of the building, 
to Seattle’s mayor. The Smith Tower Annex, across 
Yesler Way from the original Smith building, was also 
offered by Holton to the city for an additional $75,000. 
However, Seattle’s chief of police has been balking at 
the purchase on the grounds that the office building is 
not suitable for police needs. 

cs Be ae 

A large group of promotions for higher-ups in the 
expanding establishment of Lowman & Hanford Com- 
pany has become recently effective in this pioneer 
stationery, office supply and printing organization of 
Puget Sound, now planning consolidation with Pioneer, 
Inc., Tacoma stationery firm. Francis G. Pratt, for 
35 years with the Lowman & Hanford Company, was 
elected vice-president by Lowman’s board of trustees. 
He had been manager of the printing department 
of that company for the past decade. At the same 
time Robert G. Young, manager of the office furniture 
department, was chosen assistant to President Thomas 
Pelly. A. C. Gfeller, comptroller, was named secretary 
of the company. Charles Easton was promoted to mer- 
chandise manager and J. J. Scott to manager of store 
operations. 


GLTC ADDS NEW MEMBERS 


At the monthly business meeting of the Great Lakes 
Travelers Club, held in the Sherman Hotel, Chicago, 
Friday noon, January 26, Jess Peck, Springfield Station- 
ery Company, Springfield, Ill., was a welcome visitor. 
He remained through the business session following 
luncheon and seemed to enjoy the activities. 

Accepting the membership applications of the follow- 
ing was the principal function of the meeting: 

D. C. Hey, Old Town Ribbon & Carbon Company; 
Fred C. Schaefer, Sanford Ink Company; S. M. Cole, 
Stein Brothers Manufacturing Company; S. J. Kostel- 
ing and R. S. Kane, Eberhard Faber Pencil Company. 

A final report was made for the Christmas party 
committee by Ben Allen of American Pencil Company. 
He said that the $185.00 balance left after paying for 
the gifts sent to the wounded veterans at Hines Hos- 
pital was turned over the veterans’ hospital at Downey, 
Ill., for placement in the hospital’s entertainment fund. 
The action was approved and the committee dis- 
charged with expressions of appreciation for a job well 
done. 

2 


MEXICAN TEMPO AGENT VISITS HOME OFFICE 


William F. Doyle, sales agent for Tempo duplicating 
Supplies in Mexico City, recently visited the home 
office of Milo Harding Company in Los Angeles, manu- 
facturers of the Tempo line. He spent considerable 
time at the factory, and in discussing future sales 
plans with Milo Harding, head of the company. 
1945 
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Commercial Controls 


Corporation 
of Rochester, New York 
2s honored to announce that the 
Army-Navy 
Production Award 
for 
High Achievement in War Production 
was presented to the 
Men and Women of Plants A and B 


on Friday, February 16, 1945 
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RULER OF A TINY KINGDOM... 
the man who works at a MYRTLE DESK! 


“Merchant prince or pauper” . . . executive or clerk, the office desk is an intimate 
part of every man’s business life. Here in a few compact feet is a world unto itself 
that is subject to the slightest whim of its user. Yes ... the man who works at a 


MYRTLE DESK is the supreme ruler of his own little domain. 


MYRTLE DESK COMPANY 


member WOOD office BDAY furniture institute 


HIGH POINT \@) NORTH CAROLINA 
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The Truth and Nothing but— 


This shortage of fibre board is the real thing. 
There is nothing fictitious about it. Right now 
fibre board is a vital war material as scarce as 


hen’s teeth. 


We are trying our best to spread our meager 
allotment to cover the basic requirements of all 


our good, loyal dealers. 


So please be patient if we can’t ship you all the 
PRONTOS you order. You can be absolutely 


certain we are doing everything we possibly can. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 














FIBRE BOARD FILES 


PRONT 
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Nothing dulls the thrill . . . the pleasure 
that comes to the service man when he 
receives a package from home. The over- 
seas shipper may be late .. . weeks late— 
yes months late but when it arrives, it's 
been worth waiting for and the satisfac- 
tion... the happiness derived is increased 


as a result. 


We'd like to furnish our trade with all the 
JACKSON DESKS they need and without 
loss of time. We know that countless 
dealers and their business customors aro 
waiting anxiously for these essential office 
tools. We're making every effort to build 
the maximum number of dosks that will 
measure up to our high standards of 
quality. So...we ask your sympathetic 
understanding . . . we suggest that you 
take a lesson from the boys overseas. 
Remember . . . when you do receive your 
JACKSON DESKS, you and your business 
friends will be proud of them... THEY'RE 
DEFINITELY WORTH WAITING FOR. 





JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 
MEMBER WOOD OFFICE FURNITURE INSTITUTE 


S. R. Evans, 813 Bona Allen Bidg., Atlanta 3, Ga. 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 3600 Parkhill Drive, Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 


REPRESENTATIVES 
James H. Davison, Hotel Figueroa, Los Angeles, Cal. 
Marion VY. Follin, 220 Fairbanks Road, Riverside, III. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
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What Does M 


i garg the products of All-Steel-Equip Company are going 


to the armed forces, but the day will come when we can 





resume peacetime production. We will again bring you the 
complete A-S-E line of better steel files and office equipment. 
There are many good reasons why A-S-E files will again be 
preferred by dealers from coast to coast! It’s the quality line 
that you should carry because .. . 


ASE MEANS QUICK TURNOVER 


A-S-E files will again offer more dollar-for- 
dollar value than others! They will, therefore, be 
easier to sell. Your customers will appreciate the 
many features, the beauty, the strength, the usa- 
bility! A-S-E means increased sales, more profit 
for you! 









ASE MEANS SALABLE FEATURES 


a 
Features with customer appeal, features with 
sales punch! Features such as the smooth-action 


drawers that glide easily in and out. . . the fine 
locking mechanism . . . superior cabinet con- -~ 
struction of rugged, heavy-weight steel . . . with 


attractive baked-enamel finish! 


ASE MEANS BETTER QUALITY 


Again you can sell the A-S-E line with pride, 
with confidence, with the assurance that it will 
give outstanding satisfaction! A-S-E files are 
backed by more than 31 years of engineering 
skill and experience in the fabrication of filing 
equipment and other steel products! 








ALL-STEEL-EQUIP Company, Inc. 


600 CLEVELAND AVENUE, AURORA, ILLINOIS 
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NINTH REGIONAL NSA MEET TO BE DIVIDED 


Under virtually completed plans for the 9th Dis- 
trict, NSA, meeting this year, it has been decided 
to hold two meetings, one in Galveston on April 7, the 
second in Dallas on April 9. Through this arrangement, 
registration will be kept under the maximum limit for 
a such meetings. 

In Galveston, headquarters will be at the Buccaneer 


. y : Hotel; the Dallas headquarters had not yet been se- 
/ Fé ie lected at this writing. Registration will be limited to 
wee . é dealers and members only. 


Sealy Hutchins, Jr., will be general chairman of the 
. 4 A | R 5 Galveston meeting, while Otto Eisenlohr will be in 
charge of the meeting in Dallas. 
/ George Holt of the W. A. Sheaffer Pen Company 
and Horace Van Dorn of the Joseph Dixon Crucible 
Company will represent the manufacturers. 

A program dealing with problems among stationers 
and office furniture dealers under present conditions 
is being mapped out. 

Alvin Eisenmann, San Antonio, is regional governor. 

—BCR 






































NEW RUSH-ERASER BOOKLET EASEL PROVING EFFECTIVE 
SALES AID.—Mounted on a colorful new instruction booklet 
that doubles as a display easel, the Rush FybRglass eraser 
is meeting wider acceptance than ever before, according to 
its makers. The erasers come packed in counter display 
cartons of one dozen each. Additional information may be 
obtained by communicating directly with the manufacturers, 
The Eraser Company, Inc., Syracuse 2, N. Y. 


——__—_ 9-9 


FT. SMITH (ARK.) STATIONER CONTRIBUTES 
“TRIMMIN’S” FOR PAPER’S 38TH ANNIVERSARY 


Louis Cohen, owner of the Fort Smith Office Supply 
Company, Fort Smith, Ark., and one of the city’s 
best-known citizens, on February 14 played a very 
active part in the thirty-eighth birthday celebration 
of the Southwest American, first issue of which ap- 
peared on the street back in 1907. 

Cohen, in speaking at the event, told staff members 
he remembered the founder, the late W. E. Decker, 
and how he built the paper rapidly from an original 
circulation of about 3,000 to its present figure. Cohen, 
incidentally, was the paper’s first carrier. Among the 
high lights of the paper’s history, at least for the 
stationer, was the day he covered an address by the 
late William Jennings Bryan, and the “extra” carry- 
ing the murder conviction story of Harry K. Thaw, 
sold on the street by Decker and Cohen themselves, 
because no newsboys were available. 

Mr. Cohen resigned from the editorial staff of the 


Southwest American in 1912. 























SE Eee 


TOLEDO SMITH-CORONA BRANCH IN NEW SITE 
The Toledo, Ohio, branch of L. C. Smith & Corona 
Typewriters, Inc., has moved to new quarters at 707 
STURGIS POSTURE CHAIR CO Jefferson Avenue, in that city, Francis Seymour, man- 
" ager, announced recently. He said the new quarters 

STURGIS ° MICHIGAN are equipped with numerous electrical wall outlets, in 


preparation for meeting post-war sales requirements. 
—AK. 
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* An AAF bombardier studies a 
map of his objective before re- 
moving the bombsight from the 
type E-1 bombardier’s case. 
The famous bombsight is al- 

ways carried in this case except 

when in use. 





PHOTO BY AIR TECHNICAL SERVICE COMMAND 


we’re war-wise minded... 


Another example of the vital tools urgently required by the Air Forces, and which 
we have produced during this war time period * Another example to indicate the 
diverse abilities of Stebco Engineering and Production * And when facilities, 
materials and conditions permit us to reinstate our civilian production, 
Stebco Dealers can expect these skills to have been aggregated for their 


ultimate benefit 





and profit. 
O 


= 


SEEIN BROs. Gilsqy wEG. CO. INC. 


231 SOUTH GREEN STREET « CHICAGO 7 


FEN E mmREE FE <c€AaA SES = DD POREF@ORERE OS SEN CE ga9185 
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JASPER CHAIR CO. 
OFFICE CHAIRS 













Again equipped with all steel 
chair irons, now released by 





No. 601 - the War Production Board 
The step from wood swivel to steel chair the war effort, which must continue to be 
iron means progress. It inspires hope for of first importance to each one of us, until 
freer production and distribution of office victory. Other deliveries must wait their 
furniture. And it is definitely of major im- delayed turn. Still in the midst of it, we 
portance in restoring the manufacture of shall work and contrive to increase output, 
office chairs to complete modern office ever mindful of the needs of our old friends 
efficiency. in the trade and their calm. unruffled co- 
overation. 


True—the office furniture sky is not cloud- 


less yet; there are regulations designed to Remember priority on your orders 
avoid interference and assure the success of as important now as ever. 








JAJAS PER CHAIR CQ. 


JASPER IN DIANA 





REPRESENTATIVES: 
Geo. A. Litchfield, Sales Mer. 


W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West) 
6708 Glenwood Ave., Chicago 405 Orpheum Bldg. 
(Phone ROGers Park 3644) Seattle, Wash. 







James S. Fowls, (Southern) E. W. Thomas (Southwest) R. J. Freeman, (Eastern) 
327 Sunset Drive, North Box 3493 Peninsula Station 383 Madison Ave. 
St. Petersburg. Florida Daytonia Beach, Florida New York, N. Y. 






FFICE FURNITURE 
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Back to Page Againf | 





We were just about to show you another 
page of our postwar plans, when we re- 
ceived an official telegram telling us to keep 
fighting with the “Fighting Forties” until 
Victory. Now, we're back on page 1 again! 
But, please be patient. One of these days 
we'll get to page 2. That's the page which 
tells all about our fine new files and the go- 


getting sales plan we've developed for you! 


METAL FURNITURE CO. 


Manitowoc, Wisconsin 
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We Specialize In Your 


NUN 


Envelope Needs 
Sank Exuelopes 


FOR EVERY BANKING 
NEED 









*Mailing and Window Styles 
*Registered Mail Envelopes 
*Coupon and Coin Envelopes 
*Baonk Filing Envelopes 








Write for Prices and Samples 





Seed Envelopes 


For Seeds, Samples of 

Grain, Ore and Sand, 

Machine Parts, Jewelry, 
Etc. 

*Metal Fold Envelopes 

*Inter-Fold Seal Styles 

*Gummed Seal Flaps 


















Aestrits 





ENGRAVED MONEY 
HOLDER ENVELOPES 
*Holiday G& Everyday Designs 


*Genuine Steel Die Engraved 


*Used by Banks—Sold by Sta- 
tionery Stores 











ase 





Write for Prices and Samples 








Open End Filing 
Enuelopes 


DURABILITY FOR 
PERMANENT FILING 


*Flat and Expanding Styles 











*Sizes for Every Filing Need 


*Used by Attorneys, Courts, 
Real Estate & Financial Firms 








< 


Passe Book Covers 


MADE TO STAND LONG, 
HARD USE 





Sestrits 










*Used by Financial Institutions, 
for Protection of Pass Books, 
Time Payment Books- 


Report Card Jackets 


FOR PROTECTION OF SCHOOL 
REPORT CARDS 


*An Excellent Advertising Me- 
dia for donation to Schools. 


Write for Prices and Samples 


eS / 


ae ENVELOPE COMPANY 


= A 












iw srprrpte@ LINE 
) RRVELERERS 


ei a Ler Nie) SAINT PAUL - 
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NEWS NOTES FROM NSA DISTRICT NO. 7 





Merrill D. Hasty, Correspondent 





Speaking of going places and doing things, here’s a 
fine item. Let’s hope it has stopped raining in “sunny” 
California because Mr. and Mrs. Rudy Kemski of the 
Kemski Paper Company, New Ulm, Minn., are on their 
way. Here’s to a pleasant six weeks. 

* * * 

Christmas has departed but we want to mention 
that a Yule card was received by Ed Hansen from 
Pete Masterson, the young gentleman who represented 
fcco before entering the Army. He wished his friends 
the joys of the season and the notation said from 
“Somewhere inside Germany.” This shows that Pete 
still gets around. 

* * * 

Our old friend, Art Fark, who'll be remembered as 
representing Fritz-Cross in St. Cloud, Minn., and later 
went to Miller-Davis Company, is now located in 
Havana, Cuba. Art mailed a fine 8x10 photograph of 
his three buddies and himself, the print now being dis- 
played by Ed Hansen in his service department. 

* od * 

Here’s a lead for all men selling good old fountain 
pens. The University Co-op at Madison, Wis., was 
robbed of all fountain pens and pencils—a stock diffi- 
cult to get, as you know. The thief before leaving ex- 
changed his old duds for a complete new outfit. Good 
deal! 

* * * 

Another item from the University Co-op. Manager 
Gil Almusin of the office supply department is about 
to become a father-in-law. His daughter will be Mrs. 
Seaman, 2/c. 

* * * 

Well what do you know? Oscar E. Nordean of the 
A. & E. Supply Company, Duluth, got himself a real 
Christmas present. He and Miss Agnes Malmross were 
happily married on December 22, last. We, your many 
traveler friends, wish you both all the luck in the 
world. 

* * * 

Louie Weyant of Taylor, Weyant and Goodspeed 
Company, Duluth, has been ill with the old-fashioned 
flu. We’re hoping you are well by now, Louie. 

* * * 

Fred Larson of Globe-Wernicke Company, Irving 
Mackey of Cooke & Cobb Company, Al Nordstrom 
of Smead Mfg. Company, Ray McComb of W. A. 
Sheaffer Pen Company and Ray Hammond of National 


ad 


tite 


. 





THE MOHN FOURSOME AT CHRISTMASTIME.—Presenting 

Willis Mohn, daughter Joan with the family dog, and Mrs. 

Mohn rallying around the Christmas tree. This picture repre- 

sents that good old-fashioned Iowa hospitality of the Holden 
Kahler Company, Cedar Rapids, Iowa. 
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os WARTIME RECORD STORAGE NEEDS 
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LIBERTY RECORD STORAGE BOX 















grained fabrikoid, and two metal Chicago 


Screw Posts in 1", 1%", 2", 
3", or 4" length. Available in 20 Stock 


were 9 
lany << 
the 7 
A furnished with any punching desired. The ideal 


izes = Special sizes made to order. Covers 
method for storing looseleaf records. No 






peed ta 


ion 1. Liberty Record Storage Box - restricted in its sale at present 
‘om to War Plants, Government Offices, Industries and Banks essential 
ited to the war effort - and for which all orders require the PX... 
nds following information to assure a reasonable 2 | 
sey delivery date: 
(1) Give your customer's name, address 4 
and order number. (2) Include a 
| as Statement regarding his percentage 
ater of war work. (3) Instruct us to make 
in shipment direct to your customer. 
1 of (4) Advise whether shipment is to 
dis- be made Prepaid, Collect. We will 4, \ 
invoice you and place “ o \ 
fain your name on all Zs 
was shipping ed | 
iffi- labels. ys \ 
ex- of 
ood Fal 24 STOCK SIZES | 
si \ 
oe 2 ile LIBERTY RECORD STORAGE BINDER ; 
aoe 2. Still available at this writing is 
the Liberty Record Storage Binder. | 
Unit consists of two Masonite 
the presdwood covers hinged with Levant | 
real | 
\ 
| 
\ 
\ 
| 








WF al cloth covering to become dirty or 
ned eat torn. Liberty Binders may be 
a a wiped off with a damp cloth 
~= 
—_ 7. if they become dirty. 
trom 77 & 
i % me 
onal aa 
ae “~ 
LIBERTY STRING BINDER = 


3. So far, the least affected by 

wartime shortages - the Liberty String 

Binder = for packaging small forms 

such as Sales Slips, Checks, Tickets, Deposit 
Slips, Bills, Time Cards etc. Stvle A = one 
button. Style B = two buttons. Style T = with 
left or right hand tab for indexing. Order any size - Any quantity. 


ANY SIZE 





BANKERS BOX COMPANY {2ccdlished 1977 


536 SOUTH CLARK STREET + CHICAGO 5, ILLINOIS 





SOLD BY LEADING STATIONERS EVERYWHERE = COMPLETE INFORMATION ON REQUEST 
ynting 
"Mrs. 
‘epre- 
olden 
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50 Hot Prospects for VICTOR BOOK 
Are Listed Below—Suggest 
“The Book of 1000 Uses” for These Records 











SALES MANAGERS- CREDIT - credit records, ACCOUNTING - budget, COSTS—job and parts 
control by salesmen, collections, follow-up, investments, small ledger, records, labor and op- 
territories, volume, etc. credit limits depreciation, analyses erations rates 

















PRODUCTION -— job ENGINEERING - plan SALESMEN-—prospects, CLERICAL — follow-up, 
and machine records, index, charts, data, ex- route lists, customers, calls, cross indexes, prices, 
operations schedules perimental records sales, volume rates, procedure 



































PAYROLLS — earnings, PROFESSIONAL - ledger ADVERTISING — budget, HOME - income and 
piece work, social secur- Lawyers—docket, follow-up. schedules, media, analyses, investments, expense, 
ity, personnel Doctors—case histories production personal ledger 

















Free Dealer Helps . . Window Display and Price Card Sets, Stuffers, Demonstrators 
for Store and Salesman’s Use, Illustrated Catalog-Folders. Team up with the Visible 
Books with “Easy-Shift” Pockets to Build REPEAT SALES. Write for our dealer offer. 
















THE VICTOR SAFE & EQUIPMENT CO., INC 


\RORTH TONAWANDA, NEW FORK 














\\ 
MAY 
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Blank Book Company were all seen recently around 
the Twin Cities. 
* * * 

Billy Allen of Dixon Pencil, Ham Kendrick of Amer- 
ican Pencil, and Eddie Friedman of Le Page’s, Inc., 
were all very busy in Duluth. Business is as usual 
and plenty of it. 

ca a * 

C. W. Christensen, formerly of Marshall Print & 
Office Supply at Marshalltown, Iowa, has taken a new 
position with the Collins Radio Company. He is in the 
purchasing department. Mr. Noreen still is in charge 
of buying for Marshall Print. 

x * * 

Fred Schaefer of Sanford Ink can’t take our early 
spring weather. He came north to his St. Paul home 
and caught a swell cold. When last seen he was feeling 
some better. 

* * * 

Don’t forget, fellows, that our good friend, Bart 
Dahlber, of Midland Paper Company is still in the 
Northwestern Hospital at Minneapolis. Drop him a line. 

os co ed 

Henry J. Huette, 6260 Greenview Avenue, Chicago, 
is still off his feet. Why not drop him a card today? 

* x ak 


Herb Morgan, serving National Blank Book Com- 
pany in the Pacific Northwest, reports that he is en- 
joying the winter up there. He has read of the blustery 
days in our seventh region. Herb should be here today 
while we are having a real old-fashioned blizzard. Re- 
member good old Castleton, N. Dak., storm days when 
“Rooms were low to people we know.” 

* a Bs 

Jim Parrott of Mat Parrott & Sons, Waterloo, Iowa, 
stationers, and Mrs. Parrott were recent Des Moines 
visitors, attending Iowa Association of Grain Dealers 
meeting. Mr. Parrott reports that they are enjoying 
their new home, but feel a bit “cramped” in six rooms 
after having had 16. Perhaps Jim’s getting “under 
foot” easier makes a difference. 

* ok * 

The Marshall Office Supply of Marshalltown, Iowa, 
recently purchased the office supply department of 
Rider Furniture Company of that city and have moved 
the merchandise to their fine store. 

* * * 

Here and there: Gordon Barger, well-known Cedar 
Rapids stationer with Morris-Sanford Company, was 
a recent Chicago visitor.... Ray L. Hammond of the 
National Blank Book Company attended their annual 
sales conference in Chicago January 11 to 13. Later 
he went on a trip through Iowa and up to the Twin 
Cities for 10-day stay. ... Robert (Rob) Valleau and 
Al Nordstrom, well-known Twin-Citians, were seen 
and heard gliding through Iowa recently... . J. O. 
Popple of Zaiser’s at Des Moines will soon be on his 
way east on business. Ralph Stutsman, sales manager 
for his concern, will accompany him as far as Chi- 


cago. ... Mr. and Mrs. Frank Zeller, new owners of 
the Des Moines Stationery, continue to report excellent 
business. . . . Reid Clark of Oshkosh Office Supply 


Company is back on the job at the store full time. He 
looks very well after his long stretch in the hospital. 
... George Hanson of B. & P. Company, reports a very 
busy trip in Illinois. It seems that the weeks are 
getting shorter or the business must be booming. 

Every traveler remembers John Goetter who left the 
§. J. Olson Company of Milwaukee 3!4 years ago for 
the Army. He is now in Italy and would like to hear 
from his old friends. Write to him at this address: 
Tech. Sgt. John Goetter 36206010; Service Co., 135th 
Infantry; A.P.O. 34, c/o Postmaster, N. Y. 

—4.<2 oe 

NEWARK FIRM IN NEW QUARTERS MARCH 15 

Olshan Office Furniture Company announces loca- 
tion in new quarters, occupying the entire building at 
988 Broad Street, Newark, N.J., on, and after, March 15. 
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or the same beautiful cushion 


with SHREDDED FOAM 
RUBBER 


No. 600—Leatherette and Fibre-X, With Border, 
Executive Type Only . . . Lists at $5.00 


The fastest-selling chair cushions ever to hit the trade! Chair 
Cushions that have good-looks, greater comfort, longer-lasting 
durability. 
Executive Type: 
No. 500—Leatherette and Fibre-X, Spring Unit, 5 00 
With Border . . . Lists at * 
No. 100—Leatherette and Fibre-X, Cotton- 3 00 
Filled . . . Lists at ! . 


Secretarial Type: 


No. 400—Fabric and Fibre-X, Knife Edge, 
Lists at a $2.00 


No. 300—Leatherette and Fibre-X, Knife Edge, 
Lists at $2.50 


No. 200—Leatherette and Fibre-X, Cotton-Filled, 3 00 
Wth Border .. . Lists at r . 


USUAL DEALER DISCOUNTS 
Immediate Delivery. All Prices F.0.B. Factory 
Enter Your Order Today. 


CENTURY LEATHER FURNITURE CO. 


213 Greene St. New York 12 N. Y 
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RULERS - 


A REVOLUTIONARY DEVELOPMENT 
IN DRAWING DEVICES 
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split second. 












INTERCHANGEABLE 
REFILLS 


A. Produces even 
dotted lines. 
Dash and dot. 

. Dash and two dots. 
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Made in two sizes, transparent plastic, fully graduated 
for ruling and measuring. 


+8 Spee-Dotter, 17” x 8”, centimeters 
and inch in |éths List Price $1.00 


#12 Spee-Dotter, 17/” x 12!/g”, inch in 
32ds and 20ths List Price $1.50 


SPEE-DOTTER rushes the finished work of draughts- 
men, architects, engineers, designers, artists, stu- 
dents, layout men, accountants. 


& 
METHODS ENGINEERING RULER 


NEW! 



































Write for further information and complete catalogue. 





+ WAVIGATIONAL INSTRUMENTS + STENCILS - PROTRACTORS « OTHER DEVICES 
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TRIANGLES 


EMMONS BUYS MARATHON PRESS WAUSAU STORE 


MUNCIE (IND.) TO GET NEW STORE IN APRIL 

Tentative plans have been completed by J. E. (Jack) 
Karr of Chicago for the opening of a new office supply 
and furniture store—Muncie Office Supply Company— 
in Muncie, Ind., early in April. 

Mr. Karr has spent more than 25 years in the sta- 
tionery industry. Prior to World War I he began learn- 
ing the business at Brown, Blodgett and Sperry Com- 
pany of St. Paul, Minn., leaving on the first day of the 

















J. E. (lack) KARR 


war to enlist in the Marines. After serving 2912 months 
overseas, he returned to the United States, where he 
was hospitalized for a time before returning to St. 
Paul. He came to Chicago in 1920 and has spent the 
past 25 years with Marshall-Jackson Company and 
Globe Furniture & Stationery Company. 

Assistant manager of the new store will be Elmer L. 
Klorig, who has also amassed more than 25 years’ ex- 
perience with such Chicago firms as Marshall-Jackson, 
Globe Furniture & Stationery Company, Commercial 
Stationery Company and Chicago Stationers. 

Orders are now being placed for future delivery at 
the new store, the location of which will be selected 
early in March. 

sf eo 


FRIDEN NAMES COLE DIRECTOR OF RESEARCH 


Reno R. Cole, formerly chief metallurgist at the 
San Leandro plant of the Fridén Calculating Machine 
Company, Inc., has been named director of research 
and development, according to an announcement 
issued by the company in January. 

A native of Sacramento, Calif., Mr. Cole was edu- 
cated in the public schools at Oakland, later attend- 
ing the University of California, where he graduated 
with a B. S. degree in chemical engineering. His first 
post-college job was as assistant factory manager at 
a Eureka, Calif., plant. Later he joined the staff of 
Colgate-Palmolive-Peet and subsequently spent sev- 
eral years doing research work for Shell Development 
Company. His next post was as head of the metallur- 
gical department of Hall-Scott Motor Car Company. 
During his six years with this well-known builder 
of marine, bus and truck engines he completed work 
leading to his master’s degree in mechanical engineer- 
ing at the University of California. He is a mem- 
ber of the American Society for Metals, the American 
Chemical Society and Sigma Xi, national honor society 
for research. 

He has been with Fridén since the growing needs 
of that organization required a metallurgical engineer 
with a complete knowledge of metals manufacturing 
problems, such as were constantly being presented in 
the company’s expanding calculator and war work. 


a 


The Emmons Stationery and Office Supply Company, 
114 Strongs Avenue, Stevens Point, Wis., on February 
14 purchased the uptown store of Marathon Press, Inc., 
at 528 Third Street, Wausau, Wis. 





OFFICE APPLIANCES, March, 1945 











































ny— 


 Sta- 
2arn- 
Com- 
f the 


mnths 
re he 
o St. 
t the 

and 


er L. 
” ex- 
kson, 
rcial 


ry at 
ected 


RCH 


_ the 
*~hine 
arch 
ment 


edu- 
end- 
lated 

first 
pr at 
ff of 

sev- 
ment 
lur- 
pany. 
jilder 
work 
neer- 
nem- 
rican 
ciety 


1eeds 
ineer 
uring 
ed in 
work. 


‘ORE 
oany, 
ruary 

Inc., 


1945 













‘Oo 
CKE CHAIR ( 

Ars er 5 se 
pool AND [reRARY Fu RNITURE = 
quncocne.vice See Vi 


cuvos 6. 9"¥" 
mee 


UNLO 


OFFICE Cu 
EOC 





——— ~ 
a DistinctIVE p 





AN OPEN 


In August, 


leather n 
ortanc of occupats 
leather-cT® 
nel pasket weavité, 


widely 
far more 
the 1ike- 
o this appeal was overw 
our contribut 
° 


Doughboy 


Johnny 
ow he is b 


country- N 
army hospital. : 
Wise doctors know that Johnny - d 
do things with his hands 
interested in some simple : 
ure himself . - - will once i 
the outside world. | 


campaign or samP 
of jeatner goods + is 2. 
of mon r the nigne e 
ob than we or ot 
make their 


consists 
do a D 


get him to 
and Nevy> can 


can get him 
work, will ¢ 
to take his place in 


Ger. W. GUNL 
CHAIR COM 


WAYLAND. 











Sin 


a 


0'¢0:00 





_#—. 
GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 


OFFIC 
PLIANCES, March, 1 
e 945 
141 











OFFICE 


FURNITURE 


COM PAN Y 


OFFICE 








APPLIANCES, 








725-33 SOUTH 
LASALLE STREET 
CHICAGO 5, ILL 
TEL HAR. 1100 


March, 


1945 


at ak De Oe bee Ak eee a ee Om es, ke 














1945 





NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 





A meeting of the Midwest Travelers Club was held 
at the Muehlebach Hotel, Kansas City, Mo., on January 
20 to formulate plans for the club’s portion of the re- 
gional meeting scheduled for April 13 and 14, even 
though word had been broadcast a few days earlier 
that the ODT would ban all conventions not approved 
by their convention committee. Final word as to that 
committee’s action relative to NSA conventions re- 
maining in doubt, the club set up budgets for financ- 
ing the plans at hand in case the 8th Regional meet 
should be approved. However, the club concurred in 
resolutions adopted by Gov. Warkentin’s committees 
recommending that the 8th Region meeting be post- 
poned until such time as conditions might warrant its 
resumption. It has since been indefinitely postponed. 
Present at the travelers’ meeting were Bill Bohart, 
E. Faber; R. C. Moore and Verne Palmer, Columbia 
R. & C.; Gene Mitchell, manufacturers’ representative; 
Dan MacDougall, Stationers Loose Leaf; Walter Kane, 
National Blank Book; John MacMorris, Hunt Pen; 
Jack Ellis, F. S. Webster; Izzy Voda, Wallace Pencil; 
Jack Kern, Jack Kern & Co.; C. N. Murray, Mittag & 
Volger, Inc.; Dan Consodine, Richard Best Pencil; Lyle 
Turner, Sheaffer Pen; Ray Wood, Esterbrook Pen; Ed 
McClure, Cramer Chair; George Desmond, Victor Safe 
& Equipment; Austin Waterbury, Carter’s Ink; Tom 
Hansen, manufacturers’ representative; Charles Hick, 
Art Metal Construction; Chet Smith, Codo, and Gene 
Stoltz, manufacturers’ representative. 

Attending the foregoing meeting, following a meet- 
ing with Governor Warkentin of Lawton, Okla., held 
the same day at the Muehlebach Hotel, were: Gov- 
ernor Warkentin, Southwestern Stationery & Bank Sup- 
ply, Lawton, Okla., Roy Moreland, lieutenant governor 
of this region, John Wachtler, Omaha Printing Com- 
pany, Omaha, Earl Scott, Bauman Office Equipment 
Company, Wiehita, Kans., Leonard Wilcox, Roberts 
Printing & Stationery Company, Hutchinson, Kans., 
Paul Wilson, Kansas City Stationery Company, Irving 
Shockley, Samuel Dodsworth Stationery Company, 
Cliff Talty, Gallup Map & Stationery Company, 
Vaughn Williams, Schooley Printing & Stationery 
Company, all of Kansas City. 

* * * 


Mrs. John Rasmussen, wife of the manager of the 
stationery department of Omaha Printing Company, 
Omaha, Nebr., is recuperating at home, following a 
serious operation in early January. 

* * oo 

Herb Johnson, the genial Wilson Jones envoy in 
these parts, was seen hobnobbing around Topeka, 
Kans., with Fred Brouse and Bert Cobb of Crane Com- 
pany. Bet he got an order! 

* ok co 

Jack Crow of Hall Stationery Company, is certainly 

on the jump these days, what with buying, selling 


and office-boy jobs. He still finds time, however, to 


give most courteous attention to his callers. 


* * * 


Lionel Colomb, Weis Manufacturing Company’s New | 
Orleans Frenchman, must have brought his red points | 


to Kansas City to find such a big, juicy steak as he 
was seen devouring one January evening. 
* * * 


R. B. (Bob) Valleau, the Chautauqua lecture man 
and, incidentally, the Leopold Desk representative, 
dropped in to see Paul McCollem of P. R. McCollem 
Company, and Ed Strictlett of Duff & Repp Company, 
Kansas City, late in January. Surely not to accept 
orders! Bob is looking mighty fine again following 
his series of illnesses. 

* Ld k 

A letter just received from Pete Masterson, the 

former Acco ambassador, now in Germany, indicates 


1945 
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“A BOTTLE OF INK IN A PENCIL” 


@ Ink and Graphite Combined... for the 
CONVENIENCE of Writing With a Pencil... 
PLUS the Erasure-Proof Permanence of ink. - 
30% FASTER WRITING THAN WITH A PEN! 





Those who write will heartily welcome 
the notable and exclusive advantages 
bound up in this remarkable 3-én-1 all- 
purpose pencil. 


FIRST, it’s a general use pencil that writes 
black without shine or glare. 


SECOND, it’s an indelible pencil that 
copies blue and defies eradication. 


THIRD, it’s a copying pencil with a 
long-wearing, flake-proof, completely 
non-hygroscopic lead. 


No. 740 Noblot Blu-Blak is legally used in 
place of a pen—or whenever permanent writing 
is required. Quicker, safer, handier than ink, 
it sharpens easy and holds its point. Order 
now while the supply is available. 








Ask for This Eye-Catching 
Point-of-Sale Display 
that Will Help Build Sales 







No.740 || 
BLU-BLAK || 

NOBLOT 
INDELIBLE 


In 4-Degrees of Hardness : 
Soft e Hard 
Medium ¢ Very Hard — 



















EBERHARD FABER 


LEADERSHIP IN FINE WRITING MATERIALS SINCE 1849 
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TRADE MARK 


TRANSFILE 
FIBRE BOARD FILES 




















They do say— 


And we have heard it often—that to- 
day you can sell anything you can 
make. We don't know whether there 
is any truth to this statement, because 
we of Guide System & Supply Com- 
pany are concerned only with keep- 
ing the quality of all our products 
up to par. 

When this is all over, and peace is 
restored, we want you and your cus- 
tomers to remember favorably every 
item which comes out of our factory. 


Of course, we have laid out a hard 
course, we know because there are 
factors beyond our control. How- 
ever, this is our goal, and all our 
energy and experience is directed 
toward attainment of this goal. 


GUIDE SYSTEM & SUPPLY CO. 
335 Canal Street * New York 13, N. Y. 
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he has received another promotion and is now one 
of Uncle Sam’s staff sergeants. 
* * * 

Incidentally, Paul Baird, formerly of Geo. E. Baird 
& Son, Kansas City, Mo., has also earned a promotion 
beyond his Pfc.; he’s now Cpl. Baird. Paul is still quar- 
tered in Paris and reports that he is in excellent 
health. 

* * *” 

Don Brown, formerly with Latsch Bros., Lincoln, 
Nebr., another of the 8th Region boys in foreign parts, 
was reported injured in action somewhere in Germany. 
However, he advises that it was not too serious and 
he will soon be back on duty. 

* * * 

Jack Ellis, recently returned from the Marines with 
an honorable. discharge, is again covering his old 
territory for F. S. Webster Company and will soon 
call on all his old friends. He was seen early in 
February amidst the Oklahoma stationers. 

* * * 

Parle Cooley, Bates Manufacturing Company, has 
rejoined the Midwest Travelers Club after a couple 
of years absence from the rolls. Welcome home, Parle. 

* ca * 

Our hearty congratulations to our old time friend 
and Midwest member, Wm. E. (Bill) Smith of Ace 
Fastener Company, on his election to the presidency 
of the Great Lake Travelers Club. You dealers will 
now understand why Bill hasn’t answered that recent 
letter from you; his time has been taken up campaign- 
ing for this new job. 

* ~ * 

Paul R. McCollem, most modest and pious furniture 
man in the industry, has moved his display room and 
office from 1012 Baltimore Street, Kansas City, to a 
building he recently purchased and remodeled at 1424 
Walnut Street. This affords Paul a materially in- 
creased floor space and two large front windows, 
wherein he has placed very attractive displays of 
desks, chairs and files. The new location is in the 
same block with Schooley Printing & Stationery Com- 
pany, and just one block from Gallup Map & Station- 
ery Company. That section of Walnut Street seems to 
be the coming “Furniture Row.” 

* * * 

There was a time when “Three Musketeers” got to- 
gether around February 5-7 to celebrate their birth- 
days somewhere in Minneapolis or St. Paul, but time 
brings many changes. This year each has had to take 
care of his own, because Bob Roberts, (February 7) 
St. Paul Office Equipment Company, was the only one 
to be found in those parts. Cliff Talty (February 6), 
now celebrates in his new home town of Kansas City 
and Gene Mitchell (February 5), took his at home in 
St. Louis. Maybe we can arrange for a reunion for 
some February in the near future. 

* & * 

Our undercover agents recently reported a Palmer 
House, Chicago, meeting for which no application was 
made to ODT, but apparently was carried on without 
interference, except by the room-service attendants. 
Present, I have been led to believe, were: J. L. Wren 
of The House of Wren, Oklahoma City; Winnie White 
of Southwestern Stationery & Bank Supply, Ponca 
City, Okla.; Joseph Popple, Zaisers, Des Moines, Iowa, 
and Ray McGowan and Guy Boyd of the Shaw-Walker 
Company. McGowan must have carried a heavy load 
from what is known about that “high-pocket” gang. 
I'll bet Popple got a free ride if he stayed at the 
Palmer House. 

* * * ’ 

You remember that fellow who has been killed sev- 
eral times but refuses to die—George Ohland, of Metal 
Office Furniture Company. Again ordered to a hos- 
pital for another of his favorite abdominal operations, 
he begged a postponement of a week in order to at- 
tend the opening of the new Paul R. McCollem store 
in Kansas City. Immediately upon his return to 
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hers believe 





wad Timing... from Hell to Breakfast! 





‘ow. 1. A blind dare if ever there was 
the crew ofahe “Tokyo Rose.” Theirs 
© Com 











You may remember the that history-making morning of June 16! 
B-29 raid o 











VICTOR ADDING MACHINE CO. 
TLL WORKING WITH RIGHT ANSWERS 






VICTOR ADDING MACHINE CO. 
STILL WORKING WITH RIGHT ANSWERS 









r\ a 700 YDS. in 
" 900 MPH. 
wey 


bx *'90.000 FT. 
eons 


A 


S“ONTARGE] 





A PROMISE 


eee and we put it in 


Writing 


All current Victor advertisements, samples of which are 
reproduced above, are pitched in the same key, offer 
basically the same guarantee. It’s this. Because Victor 
craftsmen are producing today’s most complex comput- 
ing mechanism, the Norden Bombsight for the Army, it’s 
a safe bet they’ll turn out the best in adding machines for 
you and your customers—tomorrow. 






Such stepped-up precision know-how often demands a 
higher return for the things it produces. But it won’t 
work out that way here. For still up-front in our thinking 
is the idea that started the Victor business—and made it 
No. 1 in the industry’s 1941 unit sales—that an adding 
machine is more a business necessity than luxury and ought 
to be priced that way. 


VICTOR ADDING MACHINE CO. 


STILL WORKING WITH THE RIGHT ANSWERS 
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NEW ENGLAND 
FILING 
EQUIPMENT 
IN WOOD 








FILING CABINETS ve 
2, 3, 4 and 5 drawers, Letter and Legal We are equipped to make special 
sizes @ with or without lock @ easy equipment of all types in wood 
sliding full drawer suspension @ olive from architects' drawings and spe- 


green of walnut finish. cifications. 





Cabinet making is our business—before the war—now 

and after the war. All our furniture is made right here 

in our own shops under our own control by cabinet 

makers who have made custom built furniture for 

years and years. We use the same fine cabinet mak- 

ing standards for our present line of filing equipment. 
Write for our catalog. 


NEW ENGLAND WOODWORKING COMPANY 
512 E. 137th STREET « NEW YORK 54, N. Y. 


MULTIPLE DRAWER CABINETS 


Full suspension drawer action. 28D x52”H. 6, 7, 8 and 10 
drawer units for 9x6, 8x5, 6x4, 5x3 cards respectively. 





BUY MORE AND MORE BONDS 
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Grand Rapids, on February 15, he entered Butterworth 
Hospital, where he expects to be confined about four 
weeks. Words of cheer from his friends surely will be 
appreciated. 

a a * 

For the information of the members of the exclusive 
Funnel Athletic Club, you may be assured that your 
membership chairman, Willie Bohart, has been doing 
much too fine a job. If you do not fire him soon, the 
limitations will be well oversubscribed. Your “Collector 
and Retainer of Funds” may have to open additional 
bank accounts. One new member from Arkansas (a 
former aspirant for national fame, a former Veterans’ 
Bureau manager, head of a lithographing firm, and an 
ex-governor of the 8th Region) forwarded his appli- 
cation and, realizing that since this is an exclusive 
organization and he would have to bribe his way in, 
attached three halves of three one-dollar bills, which 
were cashed in for the full sum of $1.50—the 50 cents 
being the “bribe.” He probably expects that 50 cents 
to buy him the job of secretary and treasurer of the 
Funnel Athletic Club. Watch that Guy! 


* * * 


Almost every dealer in the Midwest and Southwest 
knows the name and often sees the signature of one 
of St. Louis’ leading stationers. However, not so many 
know him personally, so meet him here. He is Alex J. 
Bartens, vice-president of Shallcross Printing & Sta- 
tionery Company, and publisher of a well-known sta- 
tioners’ selling and buying guide. Al, as he is called by 
his friends, was first employed in this industry by 
the former John L. Boland Stationery Company, as 
stockboy. Later he joined his present firm as an inside 
clerk, and after three years was made manager of the 
stationery department. Some years later he was 
elected vice-president of the organization. Of a seri- 
ous nature, yet with a cheerful disposition, he is 
one of the very popular stationery buyers with whom 
the salesmen like to do business. Even though his 
duties require that he spend a good portion of his 
time at his desk he has always been a producer of a 
large volume of sales for his firm, and maintains per- 
sonal contacts with many of Shallcross’ best customers. 
It might be here added that Shallcross Printing & Sta- 
tionery Company is celebrating its golden anniversary 
this year, having been organized and incorporated in 
1895. 

1 a a 

Ernest J. and Mrs. Lessard of St. Louis recently pur- 
chased a beautiful home in St. Louis County, about 12 
miles from the offices of the Lessard Printing & Sta- 
tionery Company, of which he is the owner. Located 
on one acre of ground, adjoining the fairways of the 
Sunset Country Club, the residence affords a broad 
and beautiful view of expansive open spaces. Ernie 
can hop out of bed, into his golf clothes and play a 
full round before breakfast. Gosh; watta swell life 
that must be. 


ee 


THREE NEW TYPEWRITER EXCHANGES IN TOLEDO 


Supreme Typewriter Exchange, 719 Galena Street, 
Toledo, recently began operations. The firm is owned 
by Al Fister and Harold (Red) Stork, both well known 
in office equipment circles in Toledo. 

Charles K. Beswick is owner of Bond’s Typewriter 
Exchange, which recently began business at 110 Main 
street, on the east side of Toledo, Ohio. 

Noggle Typewriter Exchange, 1023 Broadway, To- 
ledo, Ohio, recently was established by Cloice W. Nog- 
gle, formerly with Remington Rand, Inc.—AK. 


= —>e—__—. 


SACRAMENTO TYPEWRITER FIRM RELOCATES 

Removal of office and salesroom to the firm’s own 
building at 719 J Street in Sacramento, Calif., is an- 
nounced by Ed E. Noakes Typewriter Company. For- 
merly the firm was known as the Sacramento Whole- 
sale Typewriter Company. 
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RELIABILITY! 


50 YEARS OF SPECIALIZATION, MAK- 
ING TYPEWRITER RIBBONS AND CAR- 
BON PAPERS IS YOUR ASSURANCE OF 
A RELIABLE PRODUCT. 

ENUFF SAID! 


\ 
RIBBON 
FOR EVERY 
A MACHINE 
CARBON 
FOR EVERY 
PURPOSE 
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FACT, 
Mr. DEALER 


Yes, it's a fact that more and more ribbon and 
carbon dealers are featuring "U. S." products 
. and it's a fact that the liberal "U. S." price 
policy gives the dealer a higher-than-average 


profit margin. 


Why not get ALL THE FACTS? Write today, 
without obligation. 


hy 


U. S. Typewriter wil Ribbon Mfg. Co. 


a 
Pia 


NY fe : 
Filbert at Tenth St. ‘D eh) Philadelphia, Pa 


Established 1895 
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THE SCIENTIFIC TYPEWRITER PAD 
and you'll make EXTRA 
SALES and PROFITS 


KIL-KLATTER sells so fast because it 
really kills typing racket . . . makes typing 
easier by cushioning finger shock . . . absorbs 
vibration and makes typewriters /Jast longer. 

Made of famous Ozite All-Hair Felt with 
treated top to keep machine legs from digging 
in and non-skid bottom to prevent sliding. 
Size 11 x 13 in. fits all typewriters and many 
office machines. Attractively packaged for 
sales-making window or counter display. 








FREE DISPLAY CARDS: With orders 
for a dozen or more pads we’ll send 
you FREE acolorful Resier card and 
a liberal quantity of 2-color mail en- 
closures imprinted with your name. 










RETAILS 
FOR 


$100 

















{ Dealers: attach this coupon to your letterhead} 
AMERICAN HAIR & FELT COMPANY 
Dept. B-3, Merchandise Mart, Chicago 54, III. 
( ) Send 1 doz. KIL-KLATTER Typewriter Pads with free card and 
enclosures. Our check for $6.00 is enclosed. 


i 
I 
I 
I 
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I 
or I 

( ) Send FREE sample KIL-KLATTER Pad and full information about I 
quantity prices and discounts. 
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“U, S. ACADEMY OF COMMERCE” 
(Continued from page 17) 


tions that are comparable in discipline, character 
building and intensive study with any educational or- 
ganization—the United States Military Academy and 
the United States Naval Academy. The traditions, in- 
tegrity and high regard for duty of the students and 
graduates of these academies are most enviable. 


Pressing Need For U. S. Academy of Commerce 


We must establish a third academy for the training 
of foreign representatives for trade. The same quali- 
ties of character, discipline, analytical ability and high 
regard for duty that is required of our military and 
naval officers should be required of our consular and 
trade representatives. 

This is a job for the United States Government and 
it should be put into operation immediately. Private 
schools and universities cannot do the job within any 
reasonable length of time because there is no prede- 
termined job in either Government or business where 
the graduate of a foreign trade course can put his 
training and talents to practical use. 


Foreign Trade Study Is Slighted 


Students of our educational institutions who spe- 
cialize in engineering, chemistry, medicine, arts and 
letters, or in any of the practical professions are 
quickly absorbed by business or government in profit- 
able work, and promotions follow rapidly. The aver- 
age student of foreign trade, even though he may be 
well equipped in one or more of the practical profes- 
sions, can seldom hope for more than a minor position 
in the consular service or a clerical job in the export 
department of some corporation engaged in foreign 
trade. The outlook for him is discouraging, which ac- 
counts for the lack of interest in these courses. 

This can all be quickly and permanently changed 
if the United States Government will establish a fin- 
ishing academy to absorb these students of foreign 
trade courses, placing them on the same level as the 
professions requiring equal or less intensive training. 

This is a definite obligation of our Government, just 
as important as the training of our military and naval 
forces, and is much more likely to show profits than 
destructive losses. 

While business, education and Government are cry- 
ing for skilled envoys to promote the good neighbor 
theory, our universities are pouring into business 
channels men and women who are skilled in every 
field of endeavor and their names identify them with 
every race, creed and color in the world. 

The rosters of these schools, even the Military and 
Naval Academies, will reveal names of families that 
can be traced to every.corner of the globe. The present 
head of Military Academy is Major General Francis B. 
Wilby. 


Proper Basis of Selection 


From these American families of foreign origin (and 
what American is not of foreign origin?) we can and 
should select the envoys of peaceful trade. 

Aim them at the country of their origin because 
the most important part of their education has been 
taken care of in their family life, in their homes, 
churches and places of recreation. Refine them in an 
academy that will teach them useful, profitable, peace- 
ful trade practices combined with an undeniable 
knowledge of the history and aims of democratic gov- 
ernment. Instill in them the same high regard for 
America that causéd Nathan Hale to say, “I only re- 
gret that I have but one life to lose for my country.” 

Finish the job by teaching them more than most 
of the natives know about the country of their origin 
to which they will eventually be sent. Their native 
1945 
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Monroe Accounting Machine 299-485-191 























Monroe 
Adding-Calculator 
LA-6-200-C 





Monroe is the world’s standard Adding-Calculator. Its 
leadership was established a third of a century ago when 
the first Monroe Adding-Calculator revolutionized busi- 
ness figuring. Today, hundreds of thousands of Monroes 
are performing arithmetical miracles in offices, stores, 
banks and factories everywhere. 

The same engineering excellence and precision in 
manufacture responsible for this universal acceptance 
are found in Monroe Accounting and Monroe Listing 
Machines. Their modern design and unique operating 
advantages blaze new trails in making today’s accounting 
procedures simpler, faster, more fool-proof. 














Let a representative from our nearest Branch explain Monroe advantages . . . features . . . low cost 
of upkeep ... how a nation-wide system of Monroe-owned branches assures continuity of service. 
¢ € 
Monroe Calculating Machine Company, Inc., Orange, New Jersey 


- Sales, Installation and Maintenance service available in all principal cities. 
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No. 320 Desk. 
Top 22 x 48 Height 30 in. 


The popularity of Oak among users, in both home and office. 
recommends this desk as a valuable addition to your stock. Avail- 
able in two attractive finishes . .. light bleached oak and autumn 
brown oak. Good for a lifetime of service. Regularly available 


in limited quantities. 


MICHIGAN DESK COMPANY 


GRAND RAPIDS 1, MICHIGAN 
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country will welcome them and will marvel at the 
results of a few short decades of democratic education. 
Their parents, friends and relatives will vie with each 
other in an effort to complete their education in 
every minute detail. 

Give to the study of foreign trade and foreign rela- 
tions the dignity of a definite profession and America 
and the world will forever owe a debt of gratitude to 
the founders of the United States Academy for Com- 
merce. 














HEADS VICTOR’S SAN FRANCISCO BRANCH.—J. L. Jackson, | 


veteran of the Victor Adding Machine Company’s sales or- 
ganization, has been named the new manager of the com- 
pany’s San Francisco branch. He has served in a number of 
field sales capacities, including several years as district 
manager. Since 1943 he has managed the Seattle branch, 
where Wayne Colley, his former assistant, now takes over. 


——_9—=a 9 —___—— 


DENNISON ISSUES BOOKLET FOR NEW WORKERS 


New employees at the plant of the Dennison Manu- 
facturing Company in Framingham, Mass., are certain 
to find their “freshman” days on the production line 
simplified, thanks to “Your Dennison Guide,” the new 
booklet the company has published to answer the 
dozens of natural and inevitable questions that come 
into the minds of new employees. 

The new booklet measures 414 x 634 inches, a con- 





WELCOME TO DENNISON pocket or @ woman's handbag. The information 
is diveded inte logical divisions indeed below 
for speedy reference. Each page is thes sub- 
divided to help you find related information. 
Another heipful feature is the factory plan map 
on the inside back cover indicating every Dea 
nison building and department. This will help 
you locate your work section in relation to others 
im the factory. It will also give you a clear over- 
all picture of the Framingham Plant. 

Please keep this information book with you con- 
stantly for the first few weeks. If you do, we feel 
sure that it will guide you along a smoother 
pathway and « more pleasant approach to your 
Dennison job 


Thts little book is your word of friendly welcome 
to Dennison. It will be your guide while you are 
getting acquainted here and adjusting yourself 
tf yow new surroundings. 

At the start, things may seem new and perbaps 
& Urtie strange t you. But as you get to know 
your work, the people working with you, and 
familiarize yourself with our way of doing 
things, you will soon gain confidence in yourself 
and in Dennison. 

Your Dennison Guide is designed whoily tor 
convenience. It will Gt easily into a man's 





TEMPORARY VS. PERMANENT EMPLOYMENT 
EMPLOYMENT RESTRICTIONS - WORKING HOURS 
TARDINESS - CLOCK CARD - ABSENCE 


PRINCIPAL RULES 

EMERGENCIES « PERSONAL » ACCIDENT - FIRE 
N TRANSPORTATION. PARKING SPACES -LODGINGS 
BADGE + PASSES - QUALITY - CLEANLINESS * WINCHES - COMPANY STORE - LOST & FOUND 
ADVANCEMENT + SUGGESTIONS » PAY DAY SAVINGS - INSURANCE - HOSPITALIZATION 
CLINIC + HEALTH SERVICES 


BASIS OF PAY - OVERTIME » HOLIDAYS = 
VACATIONS - LEAVING + DISCHARGE bi ) EMPLOYEE ASSOCIATIONS 
H 4 THE STORY OF DENNISON 


COMPENSATION - SOCIAL SECURITY - TAXES 





INDEX OF NEW DENNISON EMPLOYEES’ BOOKLET 


venient size for carrying in the pocket or handbag. It 
opens in the middle, presenting a handy “visible index”’ 
guide that puts the reader’s finger on all its answers, 
by subject. On the back page is an easily read map, 
printed in color, showing the location of each building, 
with an attached key revealing exactly where each 
department may be found. 

The book has proved so popular and practicable that 
many of the veteran employees have called at the per- 
sonnel offices to secure copies for themselves. 
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QUALITY YOU CAN 


DEPEND UPON! 
® 





GRAND 
PRIZE 


Typewriter Ribbons 
and Carbon Paper 


To assure the best-looking work, use 








the typewriter ribbons and carbon 
paper that have set an outstanding 
“Grand 


record of performance. .... 


Prize’! 


Just as “Grand Prize’ quality has met 
the needs of commerce and industry 
for over 30 years, so today 50% of our 
production goes to help speed the 
work of the U. S. Government, the 


armed forces and war industries. 


PACIFIC CARBON 
AND RIBBON MFG. CO. 


J. Francis O’Connor, Pres. 


Head Office & Factory 


1451 Harrison St., San Francisco 3, California 
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AMERICA'S 


FASTEST SELLING 


DRAWING INSTRUMENTS 


Set No. 814 





Now available from one of America’s largest stocks 
—the complete line of CHARVOS INSTRUMENT 
SETS as listed below. We can supply you with any 
quantity—and there is no priority rating required. 


Quick Deliveries! Quick Turnovers! Quick Profits! 
SET 814 (Illustrated above), De Luxe Set with Center Wheel bow 
Instruments. Contains: Compass, 6”, new streamlined design with 
knuckle joint in each leg, straightening device, head adjustable 
for desired tension. Pen and Pencil Parts, and Lengthening Bar. 
Divider, 6”, equipped with micrometer adjustment and _ tension- 
adjustabie head. Bow Divider, 334” center wheel adjustment. Bow 
Pencil, 334” center wheel adjustment. Bow Pen, 334” center 
wheel adjustment. Ruling Pen, 5%”, octagon shape carbon steel 
with hand finished point. Screw Driver, Needles, Leads, and Parts. 
Velvet lined two flap pocket-type case. 


$18.00—Maximum Trade Discount 
SET 612 Contains; Com- 


pass, 6”, Straightening De- 
vice with Pen & Pencil 
Parts and Lengthening Bar, 
Ruling Pen 51%”, Bow 
Pencil 3°34”, Bow Pen 
334”, Serew Driver with 
Needles and Leads, Velvet 
lined two flap pocket-type 
case. 


$10.80—Maximum Trade Discount 
SET 614N Contains: Com- 


pass, 6”, Straightening De- 
vice with Pen & Pencil 
Parts and Lengthening Bar, 
Ruling Pen 5%”, Divider, 
6” with Straightening De- 
vice, Bow Divider 334”, 
Bow Pencil 3°%4”, Bow Pen 
334”, Screw Driver with 
Needle and Leads, Velvet 
lined two flap pocket-type 
case. 


$15.00—Maximum Trade Discount 
Additional Discounts On Volume Orders Over $1,000 Net 








a The Department Store of Art Materials 
((A82 ) ARTHUR BROWN & BRO. 


=" 67 West 44th St., New York 18, N. Y. 
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ARMY-NAVY “E” AWARD TO ANDERSON-HICKEY 
The coveted Army-Navy “E” production award was 
presented to Anderson-Hickey Company, Geneva, IIl., 
on February 2. The program was held in the City 
Hall Auditorium. 
The presentation was made by Major F. O. Walsh, 
Jr., of the United States Army, and Lieutenant Com- 





AS ANDERSON-HICKEY CO. RECEIVED ITS SYMBOL OF 

WAR PRODUCTION EXCELLENCE.—Left to right: Major F. O. 

Walsh, Jr., U. S. Army; President H. V. Anderson; Lt. Comdr. 
M. F. May, U. S. Navy, and Vice-president J. H. Hickey. 


mander M. F. May, USNR, officer in charge of the 
Chicago region of the industry co-operation division, 
Office’ of Procurement and Matériel. The reward was 
made for high achievement in the production of es- 
sential war goods. A brief speech of acceptance of 
the award was made by James H. Hickey, vice-presi- 
dent and general manager of the company. An accept- 
ance on behalf of the employees was made by Fred 
Swanson. H. V. Anderson, president, is on leave of 
absence because of war duties, but was present for the 
award ceremony. 

After the formal program a reception, followed by 
a buffet supper, was held in the beautiful new club- 
house of the near-by St. Charles Country Club. 

en 
REMINGTON RAND 1945 CALENDAR OUTSTANDING 

Fitting successor to Remington: Rand’s 1944 calendar, 
which graphically portrayed the world’s war theaters, 
is the 1945 version emphasizing the relative proximity 
and economic importance of the world’s outstanding 
continental and ethnocentric raw material sources. 

Like its 1944 predecessor, the 1945 calendar is a note- 
worthy product of collaboration of three leaders in 
their respective fields—George Fielding Eliot, well- 
known military-economic analyst; Kenneth W. Thomp- 
son, brilliant young cartographer, and Remington 
Rand, Inc., one of the nation’s largest manufacturers 
of office machinery, with widespread interests cover- 
ing every civilized country on the globe. 

The calendar, measuring approximately 191% x 27 
inches, is beautifully printed in full color. On the in- 
troductory page appears a circular air map of the 
world, with the North Pole as a nucleus. All principal 
air routes are plainly indicated. Each of the pages 
covers two calendar months; featured are product 
maps of Europe, South America, China, Australia and 
New Zealand, South Africa, India and the Middle East, 
each accompanied by a comprehensive commentary 
by Mr. Eliot. 

As useful as it is beautiful, the calendar also features 
a number of Remington Rand’s newest punched card 
sorting, tabulating and accounting machines. 

= 2 ——__—_—__- 

0. E. D. BULLETIN KEEPS MEMBERS INFORMED 

The Office Equipment Dealers’ Dinner Club of New 
York City bulletin, called O.E.O., has come to our at- 
tention. This eight-page issue replete with announce- 
ments, service list, member roll and even an appeal 
from General Eisenhower for blood plasma at the 
front, provides an ideal information medium. 
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TOMORROW'S INDIANA DESK CUSTOMER 


Jack will meet maturity in a new kind of world ...a world at peace in which industry de- 
votes its entire energies to creating a fuller life for millions of men and women. Jack— 
the executive will have the vision . . . the imagination and ability to cope with tomorrow's 
problems. Yes and he'll have the benefit of the most modern tools with which to do his 
job. INDIANA DESKS as visioned by forward-looking designers will play a significant 


role in this new era. . . they will reflect the maturity and progress that comes with the pas- 
sage of time. 


INDIANA DESK CO. 


JASPER, INDIANA 
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Gn the Groove — 
The “jive bombers" who work in offices are "hep" to i / 
the advantages of the groove in Vari-Line Rubber \ WY A verens 
Type. It makes it easier to set the type; easier to et CL cxoove ) 
center the lines . . . and easier to make imprints that } 
are really ''smooth."' oe , 
Vari-Line Kits are one of the leading items in our 
line of Superior type outfits, sign markers, inks and 8 
pads, daters and numberers, and other related items yr sean Kit lan 
used in offices for marking. piowtond 0 
150 || 3 
* the 
THE SUPERIOR TYPE COMPANY = 
Offic 
1800 W. Larchmont Avenue, Chicago 13, III. ee 
268 Market Street, San Francisco 11, Calif. TI 
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Industry Activities 
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Conventions with attendance of more than 50 persons 
subject to approval by War Committee on Conventions. 
Because of restrictions some changes are being made. 
Additional information will appear in the April issue. 


April 7 and 9. NSA District No. 9. First meeting, 
Galveston, Tex., April 7; second meeting, Dallas, Tex., 
April 9. Alvin Eisemann, Governor. 

April 13-14. NSA District No. 8, Muehlebach Hotel, 
Kansas City, Mo. Ted R. Warkentin, Governor. 

April 16-17. NSA District No. 10, Denver, Colo. Fred 
B. Robinson, Governor. 

April 23-24. NSA District No. 7, St. Paul Hotel, St. 
Paul, Minn. Lyle D. Espe, Governor. 

April 26-27. NSA District No. 6, Edgewater Beach 
Hotel, Chicago, Ill. W. M. Weck, Governor. 

May 18-19. NSA District No. 5, Statler Hotel, Cleve- 
land, Ohio. H. C. Wilking, Governor. 

June 7-9. NSA District No. 3, Atlantic City, N. J. 
Charles V. Sinisgalli, Governor. 

October 1, 2 and 3. National Stationers Association 
Annual Convention, Palmer House, Chicago. Charles 
P. Garvin, General Manager, 740 Investment Building, 
Washington, D. C. 
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VICTOR ADDING PARTICIPATES IN ARMY’S 
OFFICE EQUIPMENT MAINTENANCE SCHOOL 


Thousands of figuring machines made by the Victor 
Adding Machine Company of Chicago have gone to 
war, landing on the beachheads and in the front lines. 
These machines are especially packed for amphibious 











Supptics dealers or filing sup- 
plies users can profit by using the new 
products and sales helps which will 
be made available by Wabash in 1945. 
Many Manuals to educate dealers’ 
salesmen and file clerks in the more 
efficient indexing and handling of rec- 
ords were issued in 1944 and more are 
scheduled to appear in 1945 along 
with a new, easy-to-use, fully illus- 





TRAINING DIRECTOR SCHUTT EXPLAINS WORKING 


PARTS OF A VICTOR ADDING MACHINE.—Selected trated complete line catalog. Ask for 
Army and civilian personnel register deep interest as a copy of the Bank Manual which is 
Paul Schutt, director of training for the Victor organiza- now ready for mailing. it tabulates 


tion, outlines operation details of Victor adding machine eae P . 
mechanism at the Army's office equipment maintenance methods of servicing and indexing 


school, Chicago Quartermaster Depot, January 3-13. bank files. There's a big advantage in 


landings, where they are thrown into the water from selling Wabash service and supplies. 


landing craft and are later picked up when the tide 
goes out. 

Paul Schutt, Victor director of training, explained 
the working parts of Victor adding machines while 
participating in the Conference on Maintenance of 
Office Equipment sponsored by the Office of the Quar- 
termaster General at the Chicago QM depot, January 
3-13, 1945. 

The Victor Airport Special is a model which was 
developed to add in hours and minutes, thereby facili- 
tating the job of recording pilots’ flying time and the 
other time factors in air base control. 
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EASY TURNOVER / 





It’s a nice trick—and Ticonderoga does it! Easy 
turnover, because this pencil sells itself —your 
customers ask for it by name. Easy turnover, 


because this is “the advertised pencil’. 


Straight through the year, lively Ticonderoga 
advertisements hail your customers and con- 
vince them from the pages of Life, Time, 
Liberty, The Saturday Evening Post. A vigor- 


ous, sales-making campaign! 


Day by day, a spirited radio program “Ticon- 
deroga Minutes’’ marches into millions of 


American homes. 


Forceful, eye-and-ear advertising! Display 
Ticonderoga! Easy turnover—quick profits— 


nice business! 


TICONDEROGA 


A fine American pencil 
with a fine American name 


PENCIL SALES DEPT. 98-J3 


JOSEPH DIXON CRUCIBLE CO., JERSEY CITY 3, N. J. 
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For Our C ountry 








* GOLD STARS «* 


in the Industry’s Service Flag 











Information has just come to us of the death of 
Pvt. Lee E. Wood, 20, son of Lamont H. Wood, Sr., 
owner of the Midwest Typewriter Company, Kansas 
City, Mo. Pvt. Wood was killed in action in northern 
Italy on September 21, 1944. 

Pvt. Wood entered the armed services in March, 
1943. After the completion of his basic training at 





PVT. LEE E. WOOD 


Camp Roberts, Calif. he and a few others were 
selected to be sent to New York City for further 
training. After going to school and passing his final 
examination for the Air Forces, he was sent to Fort 
Bragg, N. C., preparatory to becoming an Aviation 
Cadet. A few days later, because of an overfilled Air 
Force quota, 36,000 of the new cadets were transferred 
to the infantry. His unit was sent to Italy in June, 
1944. 

Surviving besides his father are a sister, Miss Char- 
lene Wood, and two brothers Lamont H. Wood, Jr., 
stationed with the Navy at Great Lakes, Ill., and Louis 
Wood, at home. 





Industry Members Now Serving With the 
Armed Forces in the United States 











Seaman 2/c Daniel Howard, formerly service fore- 
man for L. C. Smith & Corona Typewriters, Inc., in 
Toledo, is now repairing typewriters and clocks for the 
Navy. He is stationed in Little Creek, W. Va. Howard, 
who has had 20 years experience in the typewriter 
service field, is well known all over Ohio.—AK. 

EE 

Sgt. Leonard P. Bricker, formerly service man for 
the Toledo, Ohio, branch of L. C. Smith & Corona 
Typewriters, Inc., is now in the Army at Fort Mon- 
mouth, N. J.—AK. 





ZAC SMITH NOW MAKING MANILA FOLDERS 
Zac Smith Stationery Company, Birmingham, Ala., 
has gone into the business of manufacturing manila 
folders and is now turning them out by the thousands 
in various sizes. The concern formerly was in the 
retail business exclusively —GHW 
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We'd 
like to 
tell you 


... BUT WE CAN’T 


We're anxious to tell you about our 
postwar Steel-Age line. It’s all on paper 
now and will be until Uncle Sam releases 
us from our war work and says, “Go to 
it!” But even on paper, it’s mighty good 
to look at and packed with innovations 
in construction and utility from which 
will stem increased office efficiency. 


Today, all we can say is this. Corry- 
Jamestown is working like Trojans on 
bad medicine for the Axis. Once victory 
comes, one of its fruits will be these new 
Steel-Age creations. We don’t expect 
them to set the whole world on fire but 
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we do believe that the business world 
will warm up considerably to them. 


Better write at once for full details on 
the Corry-Jamestown franchise. 


INVEST IN VICTORY - BUY WAR BONDS! 





z— 
* CORRY-AMESTOWH, 


CORP, 


IAD, 
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FOLDING 
CHAIRS 


and TABLET ARM-CHAIRS 


Ai ses Foiing Chai. + 1 | CO ALITY PENCILS 
for EVERY need 











rooms, cafeterias, etc. 


MANY STYLES: 








Still trying our best to supply 





IMMEDIATE State whether or 
SHIPMENT not priority rating ata 
, is available. 
Don’t turn down chair inquiries— New Price List now ready 


ADIRONDACK 


CHAIR COMPANY 


Dept. No. 15-1 


1140 BROADWAY 
Corner 26th St. 


NEW YORK 1, N. Y. 
AShland 4-1385 


THLTO MI 


SAYS... 


A copy is yours for the asking. 


Write at once 


yen SencilCo TNC 


221-225 Fourth Ave. New York 3, N. Y. 





























NOW!! New LOW Price! 








A New Tax Record for Farmers 


BUREAU SYSTEMS FILE 


Saves Tax Money — Easy to Keep 
No Writing 








Every stationer to 
whom Bureau Sys- 
tem has been of- 
fered has ordered. 
Buyers who were 
out when salesmen 
called ordered by 
mail from folder. 
Bureau System is 
designed for farm- 
ers to simplify 
compiling of in- 
come tax and to 
save them money. 
Provides five-year 
record. A thor- 
oughly live sales 
article. 





CAN QUALITY BE ASSURED? 


Yes... by insisting on 
Name Brands! 





All-Weather Stamp Pads and Inks 


Dri-Kwik Stamp Pads and Inks 








Fulton and Service Daters 














: Fulton Business Outfits 
Volume Sales now en- 


able us to reduce our 
$5.95 price to 


silben SPECIALTY CO. Reg. U. S. Pat. O.. Pat.- Pending ADO 


Write at once for folder describing this 
unique file. It offers a new and 
quick source of profit. 


BUREAU SYSTEMS COMPANY 


1007 E. Adams St. Springfield, Illinois 











200 Fifth Avenue, New York 10, N. Y. 


Factory at Elizabeth 1, New Jersey 
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You can never get more out of a rib- 
bon or a sheet of carbon paper than was 
put in by its maker, but when— 


% Extra care is used in compounding ink 
% Extra time devoted to grinding pig- 
ments 
% Extra fine oils used in the ink 
% Extra quality demanded in_ ribbon 
fabric and carbon tissue 
% Extra skill used in inking 
| it follows automatically that Buckeye 
| 


ribbons and carbons deliver 


EXTRA LONG LIFE 


and produce extra sharp clean letters and 
carbon copies. Buckeye offers a com- 


plete line of carbon paper and inked 
ribbons for all makes and sizes of office 
machines. 


Samples are yours for the asking. 

















GRAPHIC 
GELATINE 


In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


in attractively lithographed 
Two and four surface Oak 


composition 
containers. 
Frame duplicators in five sizes. 


| 
| GRAPHIC DUPLICATOR CO. 
473 BROADWAY NEW YORK, N. Y. 
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Wartime regulations have imposed severe restrictions on our out- 
put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO, INC. | 
al 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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It's NEW 


DEALERS 


4 e 
Immediate Shipment It s timely 


Every office and plant a prospect—factories, 
ciubs, hotels and small stores alike. 


Will sell even better than 
now when Victory comes and 
priorities are 
forgotten. 


Government is 
releasing 30 
thousand serv- 
icemen per 
month. 


RETAIL 
PRICES 


Sisea, 2 2332 
with one set of 
numbers (Up to 
100 employees). 


$2.50 Ea. 


é 
Size 17%x24”" ; 
with two sets of ~ 
numbers (Up to 
1000 employees). 


$5.00 Ea. 


Size 24”"x 36” 
with three sets 
of numbers (Up 
to 10,000 em- 
ployees). 

$7.50 Ea. 


EX-SERVICE 





Usual dealer 
discounts 





For display in windows or offices to show your co-operation with the 
government on reemployment of service men and women. High grade 
rayon silk. Gold cord with pole at top. Beautiful gold fringe at bot- 
tom. Flexible celluloid numbers easily changed in holder. > 
Order at least one of each size for display in your store and window. 


ORDER TODAY. 


SERVICE FLAG & EMBLEM CO. 


300 West Adams Street Chicago 6, Ill. 
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STAR PERFORMANCE 


Typists who take pride in their work thrill 
to the new Codo CLEARTEX. The fine tex- 
ture fabric, high ink concentration and ex- 
tra length make possible a consistent excell- 


ence that brings compliments. 


Codo SUPER-TREATED, SUPER KOTE and 
KEEN RITE are all headliners in giving car- 
bon copy satisfaction. They give clean, 
sharp impressions for that extra number of 
copies. Five year guarantee against de- 


terioration. 


U 
r v V et a 
an Code — 
— The famous patented “Carbon 
A40-— Gripper” backing sheet in every 
a SS box of Codo Super-Treated, Super 


Kote and Keen Rite. 


do- MFG. CORP. 


270 Lafayette St., 
Chicago7 New York12 
Factory: Coraopolis, Pa. 


529 South Franklin St., 
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ALBERT J. BOULAIS JOINS WALCOTT-TAYLOR 


The Walcott-Taylor Company of Washington, D. C., 
announces that Albert J. Boulais of Philadelphia 
joined the organization in October. He spent the time 
prior to beginning his work becoming acquainted 
with Walcott-Taylor methods in Washington. Since 
the first of January he has been permanently located 





- 














A. J. BOULAIS 


in Philadelphia, where he is keeping in touch with 
Government customers and soliciting business only for 
items covered by the organization’s Government con- 
tractors. 

Mr. Boulais entered the industry in 1912 as an 
employee of the Library Bureau’s Philadelphia office. 
From 1915 to 1924 he was with Globe-Wernicke, joining 
Remington Rand in the latter year. From 1927 until 
1933 he was with the Philadelphia representative of 
Globe-Wernicke, A. Pomerantz & Company. He re- 
mained with Pomerantz until 1933. From that time 
until he entered the employ of the Walcott-Taylor 
Company he was with Keystone Index Card Company. 

oe ee 


EVERLYS CELEBRATE GOLDEN WEDDING 


Joy reigned at the apartment of Mr. and Mrs. 
Charles H. Everly, Chicago, on the afternoon and eve- 
ning of February 20, 1945, when scores of friends called 
to help celebrate the happy couple’s fiftieth wedding 
anniversary. Congratulatory cards and messages came 
piling in from out-of-town friends. Many expressed 
their high regard with flowers. 

When Charlie Everly joined the staff of Orrice Ap- 
PLIANCES back in 1910, Mrs. Everly joined with him. 
They took many business trips together and almost 
always attended the annual conventions of the Na- 
tional Stationers Association. Personal contacts estab- 
lished during the years flowered into fine friendships, 
to which the numerous congratulatory messages from 
men and women in the office equipment and supply 
field attest. 

For some weeks prior to the anniversary day plans 
for a celebration seemed impossible. Early this year 
Charlie suffered a heart attack and it was not until 
a few days before the “great day” that the doctor 
gave the “go” signal. The response was amazing, yet 
perfectly natural because Alby and Charlie Everly are 
of the contributing type who earn the high regard of 
all whom they touch. 

(As the number of messages from people in the in- 
dustry precludes individual acknowledgement, the 
Everlys ask that their thanks and deep appreciation 
be expressed here.) 

oie 2 ——e 


AVERY ADHESIVES SHIFTS REPRESENTATIVES 

Amory Smith, who has been serving as Chicago dis- 
trict representative for Avery Adhesives, Inc., Los An- 
geles, has been put in charge of the company’s New 


| York office. He is succeeded in Chicago by Sidney 


Bailey, who opened up the state of Michigan for Avery 


| and maintained offices in Detroit. 
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THE AMERICAN CREED 


| believe in the United States of America as a 
government of the people, by the people, for 
the people, whose just powers are derived from 
the consent of the governed; a democracy in a 
republic; a sovereign nation of so many sovereign 
states; a perfect union, one and inseparable; 
established upon those principles of freedom, 
equality, justice and humanity for which American 
patriots sacrificed their lives and their fortunes. 
| therefore believe it is my duty to my country 
to love it, to support its constitution, to obey its 
laws, to respect its flag, and to defend it against 
all enemies. 


—William Tyler Page 
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CARBON PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon and 
carbon proposition you can 
turn into real profit. You can 
always count on our coopera- 
tion. 


EXCLUSIVELY for 
| DEALERS “» STATIONERS 


Complete details on rcquest 





ALLEN & COMPANY 


DEPT. M 
11-13-15 VANDEWATER ST. 
NEW YORK 7, N. Y. 


COOK'S. 


STEEL FILE SIGNALS 


KEEP AN OFFICE FROM x. 
BECOMING A MADHOUSE! 


Attached to file cards, ledger DOR 
sheets and other records, Cook’s Nea 
Steel File Signals segregate i; 
groups of facts for instant Use. 
This easy accessibility quiets \ Jann 
down office confu- N 
sion, saves hours 4 2 

of valuable time. re 
For all filing sys- 
tems. Samples on 











wa 








THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 
“ONE HUNDRED PERCENT DEALER PROTECTION” 
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Wartime conditions — victory models’’ — substitutions for 
strategic materials—all have made pencil users more 
foeele Mb eele) a=Mies elt lore) MMe) Mi ol-selost Mme able dba ame Melb ams (ole) amb (eo) ae tele! 
expect pre-Pearl Harbor perfection. : 


Whether it’s a pencil or a tool, there is always the demand 
that it function smoothly, that it perform its task. faster 
over a longer life span. 

KOH-I-NOOR always has been and still is the accepted 


standard for uniform quality in pencils—whether it be for 
the technician, artist, office worker or student. 





Send For Leaflet No. 18 


KOH-I-NOOR PENCIL CO., INC. 


BLOOMSBURY, NEW JERSEY 





Seating America’s office workers CORRECTLY 


is a responsibility that m- 
JASPER SEATING CO. : 


knows how to accept. 









OUR NEW 
REPRESENTATIVE 
In Oregon, Washington, Wyo- 
ming, Montana, Colorado, Ari- 
zona, California, Idaho, 
Nevada, Utah 
PAUL C. HARRIS 
1224 31st Ave., San Francisco 


No. 980 


Jasper Seating Company 


JASPER, INDIANA 


REPRESENTATIVES 
CHICAGO: L. H. Farber, 30 E. Congress St. Phone WEBster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 
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ROBERTS 


INVESTIGATE 
ITS MERITS 


The Quality five action, all steel 
and nickel, Numbering Ma- 
chine. 


¥% Capacity for ten wheels. 


% Priced competitive to ordi- 
nary machines of four and 
less actions. 


% UNCONDITIONALLY 
GUARANTEED. 





Your large discounts give you a 
real incentive to sell these units. 


THE Roperts NumBerinc Macuine Co. 
694-710 JAMAICA AVE. BROOKLYN 8, NEW YORK 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago 10, IIl. 
593 Market St., San Francisco 5 





DO YOU NEED 


NATIONAL DISTRIBUTION? 


Nationally known Office Appliance Manufacturer 
is seeking additional lines to distribute through 
its nationwide branch and dealer organization 
as well as 56 export agencies. Prefer products 
in the business machine field or equipment for 
food stores and similar retail establishments. In 
addition to a thoroughly established and out- 
standingly successful sales force we can also 
handle mechanical servicing in the field through 
our branches. 


If you can make immediate deliveries we are in 
position to give you national representation now. 
We are equally interested in meritorious prod- 
ucts for postwar distribution. 


We are a manufacturing and distribution organi- 
zation; not brokers or manufacturers’ agents, 
and are in position and have the facilities to do 
a real merchandising job. If interested, write 
or wire and an officer of our company will 
arrange for a meeting. 


(Box No. C-51) 
CARE OFFICE APPLIANCES, CHICAGO 6 
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. .. A new line of Guaranteed Duplicating Supplies 
that will ring up bigger profits and repeat orders ... 


FOR DEALERS! 


MASECO DUPLICATING SUPPLIES 


Indestructible Cellulose Stencils—Mimeograph Inks— 
Elliott Inks—Correction Fluid —Styli, etc. 


MASECO RIBBONS FOR ALL STYLES 
Typewriter & Adding Machines 
Addressographs & Multigraphs 

MAILING MACHINES 


Addressographs Mimeographs Sealing 
Elliott Addressers Multigraphs Stamping 











Kardex, Rand & Acme Cabinets 





WRITE FOR PRICES 


MAILERS’ SERVICE & EQUIPMENT CO. 
40 W. 15th St. (Mailers’ Bldg.), New York 11, N. Y. 
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SHALLCROSS 


STENCIL 
DUPLICATOR 


INK 





A superior ink 
constantly improved 
for 32 long years. 














Made in four grades to fit every 
purse and purpose—and guaranteed 
to satisfy your customers’ demands 
for dependable, trouble free stencil 
duplicating. 


SELL SHALLCROSS INKS 
for repeat orders. Write, 
today, for descriptive ma- 
terial and prices. 


The SHALLCROSS COMPANY 


Manufacturers of 


Inks-Ribbons-Stencils-Papers 
FORTY EIGHTH and GRAVS FERRY ROAD 
PHILADELPHIA 43, PENNA 
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VAN DYKE FLUORESCENT 


Reserved For Essential War Jobs! 


Because of government restrictions, there just aren't 
enough VAN DYKE'S to satisfy the widespread de- 
mand for America's finest fluorescent. Consequently, 
we make every effort to see that essential work 
channels receive first claim on our already limited 
production. Of course, we sincerely regret our in- 
ability to serve every dealer who knows and wants 
VAN DYKE Fluorescent. For the time being, we ask 
the sympathetic understanding of those dealers who 
cannot furnish the highest priorities. 












No. 1280 


THE LAMP OF 1000 
USES! . Arm is ad- 
justable to any height. 
Lamp finished in baked 
on Morocco: reflector 
with baked on White 
Liquid Plastic finish. A. C. 


Model No. 1280 for |5 watt tube. 
Extension 15”, height 24”, re 
flector 18”, weight 12 Ibs. 

Model No. 1281 for 20 watt tube 


reflector 24”, weight 13 Ibs. 


No. 1280-2 for 2 15 watt, 18” 
tubes. Extension 15”. 
No. 1281-2 for 2 20 watt, 24” 


tubes. 15”. 


Extension 


NO ORDER FILLED WITHOUT PRIORITY 


1000 Walnut Wood Base. 
Wood Uprights. 
Instantaneous man- 


switch 


No. 


ual type, 
and ballast. 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 
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DICTAPHONE ANNOUNCES MIDWEST PROMOTIONS 

Announced in the February issue of the “Dictaphone 
Mouthpiece” were three recent managerial appoint- 
ments in the Chicago and Minneapolis districts of the 


| Dictaphone Corporation. Effective February 1, Arthur 


| E. Blackstone, Chicago district manager for the past 


22 years, was given the post of executive assistant. 
On the same date, Fred I. Peterson, formerly Minne- 
apolis district manager, became the new Chicago dis- 
trict manager. Mr. Peterson’s duties were taken over 


| in Minneapolis by D. W. Sandberg. 


Mr. Blackstone’s connection with Dictaphone dates 


| back to 1911, when he began a four-year tenure as 


Birmingham Dictaphone manager. In 1915 he trans- 
ferred to Chicago as a Dictaphone salesman, becoming 
manager for Dictaphone at Cleveland two years later. 
He returned to Chicago as manager for the company 
in 1923, holding that post until his recent appointment. 


| Mr. Blackstone is a member of the Union League Club, 


Medinah Athletic Club, Medinah Shrine, Chicago Ex- 


' ecutives Association, Chicago Office Appliance Man- 
| agers Association and Chicago Sales Executives Club. 


Mr. Peterson started with the company in 1919 as a 
serviceman in Chicago, joining the sales force in 1925. 
His excellent record led to his promotion to the Minne- 
apolis managership in 1934, where his leadership 
earned him a place in five Achievement Clubs and 


| resulted in the capturing of two inter-branch trophies. 


The new Minneapolis manager, D. W. Sandberg, has 
been with the organization 17 years. He started as 
a serviceman in Minneapolis, became sales-serviceman 
in 1927, service manager in 1934 and St. Paul branch 
manager in 1937. His record has won him a place in 
all five Achievement Clubs. Prior to his appointment 
as Minneapolis manager, he served as acting district 
manager during Mr. Peterson’s absence as a lieutenant 
in the United States Naval Reserve. 


SS 


WILLSON TAKES OVER VANCOUVER FIRM 


Clarke & Stuart Company, Ltd., 550 Seymour Street, 
Vancouver, B. C., one of the largest printing, book- 
binding, publishing and wholesale and retail general 
and office stationery firms in Vancouver, changed 
ownership recently. The business has been acquired 
by interests of H. R. Willson, which conducts the chain 
of Willson Stationery Stores across Canada’s prairie 
provinces. The Willson Stationery firm already has 
two large concerns in Vancouver, one operating under 
its own name, and doing a large printing business, 
and the other a larger stationery and office supply 
store. The second Willson business operates under the 
name of Mitchell-Foley at 522 West Hastings Street. 
Mr. Willson started in business in western Canada in 
1900. 

In 1894, the late General Duff Stuart and Harold C. 
Clarke opened the firm of Clarke & Stuart at Van- 
couver. When the business was founded it had a staff 
of four. At the time of the sale the organization had 
from 90 to 125 persons on its payroll and was housed 
in a three-story building on one of the leading busi- 
ness streets of Vancouver.—SJL 


——__—_ 9-9 


AIRTH BUYS NEW BUILDING IN EVANSTON 

Tommy Airth, commercial stationer serving the 
trade in Evanston, IIll., for several years, has purchased 
the building at 609 Davis Street, an excellent location. 
The structure is being remodeled with the expectation 
of occupancy early in April. The new store will meas- 
ure 22 by 116 feet, substantially larger than the pres- 
ent Airth establishment. 

In addition to directing the expanding affairs of his 
commercial stationery business, Mr. Airth has been 
treasurer of the City of Evanston for the past four 
years. His talent in matters of management and fi- 
nance is reflected in the able manner in which he 
conducts his business. 

1945 


OFFICE APPLIANCES, March, 








* 





TOMORROW S EFFICIENCIES TODAY 


Picture above: Office of 
lhe Royal Indemnity 
Co. of Los Angeles 


equipped through the 
Pacific Desk Company. 
They selected Leopold 
office furniture, styled for 
the future. 
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March, 
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... in Leopold Desks 


% Tastefully Tailored 
% Sound in Structure 
*% Time Tested 


Leopold offers you, in their streamlined suites, many postwar 


efficiencies, right now, styled for the future. 


Since 1876, Leopold has been looking to the future in office furniture 
using the designing skill and sound craftsmanship that has been a 


by-word at Leopold. 


So today you will find beauty, utility, convenience and endurance in 


every Leopold masterpiece. 


The Leopold Company 


BURLINGTON, IOWA 
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CARBON PAPERS 


folate) 
bO42407-1b84.0 41:1:1°)) 


The 
WRITE Way 

















ye is the 
ee BEST Way to 
REPEAT BUSINESS and PROFITS! 


Customers come back again and again for 
WRITE products. They find that WRITE 
generously-inked Carbon Paper and Typewriter 
Ribbons do a clearer, cleaner job. And that 
means repeat business, stepped-up profits for you. 


Stock and feature WRITE to do 
WRITE-business. Act now. Send 
for samples and discounts today. 
You'll be delighted. 


Immediate Deliveries—No Delays! 





420 Lexington Avenue 


WRITE New York 17,N. ak 


INCORPOR ATED 






FACTORY: Bridgeport, Conn. 
























In DEMAND! 


Yes Sir! Orders are pouring in daily from 
dealers throughout the land. 


In demand? Of course they are; they 


5 PASTEL are wanted because they sell rapidly. In 
COLORS constant use by thousands of firms they 
serve many useful purposes both rapidly and 

e efficiently. 

BUFF Made by WARSHAW in fully automatic 
GREEN machinery assuring uniform perforation and 
MANILA smooth even gumming. 

BLUE Dealers reorder them continually to supply 
WHITE their customers’ constant demands. 














THE WARSHAW MFG. CO., INC. 
1 MAIN STREET, BROOKLYN 1, N. Y. 
INDEX CARDS FOLDERS 





95h. €.7.£.8.1-0.8 


mE SERVICE 
YEARS YEARS 


e isn't it fortunate that 
BOSTON Pencil Sharpeners 
were originally made with 
such sturdy quality and 
such engineering precision 
that they continue to serve 
today, long beyond their 
expected span of usefulness. 
We appreciate your gra- 
cious cooperation with 
Government regulations 
and understanding the 
present limitations of man- 
power which permit us to 
manufacture only ai few 
machines. These are being 
shipped on priority orders 
in accordance with priority 
regulations. 


|b LO MO}! 





PENCIL SHARPENERS 





C. HOWARD HUNT PEN CO. 
CAMDEN, N. J. 
SPEEDBALL PENS, HUNT PENS AND ARTISTS’ PENS 











GUIDES 
PROTEX STICKONS MENDING TAPE GUMMED INDEXED TABS 
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New plastic heads... 
uniform colors... light- 
er weight. Needle sharp 
points. RIGHT through- 


out. 


GEORGE B. GRAFF COMPANY 
64 Washburn Ave., Cambridge 40, Mass. 


SIGNALS 
and MAPTACKS 
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DIGNITY Ww BEAUTY 


Samson tables are unquestionably the finest and most 
useful ever built in spite of the higher cost of others. And 
the reason for this lies in the fact that with all of its many 
exclusive features of construction, coupled with our modern 
plant facilities; THE SAMSON TABLE is turned out in 
greater quantities and at lower manufacturing cost than 
other tables for office use. 


WRITE FOR NEW CATALOGUE No. 32 
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TUBULAR Coin WRAPPERS 
Stationers! It's your Line—Exclusively! 


“Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller’s Moisteners 
Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 
Sorting Trays 

Coin Storage Trays 


Coin Wrappers 

Bill Straps 

Coin Bags 

Currency Bags 

Draw String Bags 
Metal Clasp Bags 
Night Depository Bags 
Linen Shipping Tags 


Downey Change Trays 





PORTABLE SEATING 
THAT Aa ots 


Comfortable, form-fitting 





sturdily built chair from 
selected hardwoods. Blond 
shaded or walnut finish. 
Opens and closes easily 
and folds very compactly. 







WRITE FOR 
DESCRIPTIVE 
NEW FOLDER 


NORCOR MANUFACTURING CO. « GREEN BAY » WISCONSIN 





POCKET SEALS oF QUALITY 








The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 





THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 











MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 
30 SOUTH JEFFERSON STREET, CHICAGO 6, ILLINOIS 














HANNIBAL, MO. 


THE C. L. DOWNEY CO. 
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PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 
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44-Ol 21%! Street. 





A Bigger and Better 
VISIBLE BUSINESS 


Visible Books have come to be rec- 
ognized as one of the outstanding 
achievements of modern record 
keeping. Today’s terrific paper work 

Pay Roll Records. Inventory and 
Stock Control. Cost and Analysis 
Work has increased the demand for 
fast operating Visible Record Books. 


With the Cesco line of Visible Rec- 
ord Books, the dealer possesses a 
distinct advantage—the most com- 
plete range—automatic shift and 
non-shift types—a wide range of 
stock forms for most essential rec- 


ords. 


AGENCIES AVAILABLE 


Progressive, established dealers who are 
alive to the sales possibilities of Visible 
Equipment are invited to correspond 
with us regarding agency arrangements. 
We also manufacture an up-to-date line 
of standard Loose Leaf Goods. Send for 


Catalog. 


The C.E. SHEPPARD CO., 


LONG ISLAND CITY, N.Y. 
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GALA OPENING WELCOMES KANSAS CITY TO 

McCOLLEM’S NEW OFFICE FURNITURE STORE 

February 9 was a big day in Kansas City, Mo., for 
the office furniture field—and for Paul R. McCollem. 


| For that was the date that the doors at 1424-26 Walnut 
| Street were thrown open to the public, inviting in- 
| spection of the completely remodeled and redecorated 
| business home of Paul R. McCollem, Inc. 


Mr. McCollem, it will be remembered, traveled the 


| southern territory for office furniture manufacturers 
| for a number of years. In 1936 he entered business 


for himself in Kansas City, occupying a small office 
on the third floor at 1012 Baltimore Street. Six years 


| later he leased the ground floor at 1016 Baltimore and 





MAIN FLOOR OFFICE FURNITURE DISPLAY SALESROOM 
AT McCOLLEM’S NEW STORE IN KANSAS CITY, MO. 


changed the name of his company to Paul R. Mc- 
Collem, Inc. Late in 1944 he bought the building at 
1424-26 Walnut Street, embracing a total of more 
than 17,000 square feet of floor space. Visitors at the 
opening were highly impressed at the completed re- 
modeling, colorful interior decorations and an entire 
new glass front garnering the lion’s share of the ad- 
miration. The entire ground floor and a portion of 
the second floor will be devoted to display of office 
furniture, the remainder being occupied by stock. 
Among the features in the rear of the first floor are 
an electric refrigerator, stove, sink, small bar and 
dining table. Here it is that Mr. McCollem will prac- 
tice the culinary arts for which he is noted. 

The McCollem organization are agents for Stow- 
Davis Furniture Company, Metal Office Furniture 
Company, Milwaukee Chair Company, Imperial Desk 
Company, Jasper Chair Company, O. C. S. Olsen Com- 
pany and Jasper Seating Company, and in addition 
carry extensive lines of office supplies, lamps, pictures, 
floor coverings, desk sets, and similar items. The com- 
pany manufactures and distributes its own wood 
filing cabinets on a national scale. 

The more than 400 guests attending the opening 
were treated to a wide variety of tasty snacks with all 
the trimmings, while three bartenders attended to 
the task of preventing the opening from becoming too 
“dry” an affair. Out-of-town guests present included 
Mr. and Mrs. Robert Valleau, Milwaukee Chair Com- 
pany, St. Paul; Mr. and Mrs. A. E. Kreuger, Steel 
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IN YOUR FAVOR, TOO! 


Hard-hitting, sales-creating ads in national publications are telling 
millions of your potential customers all about the exclusive Autopoint 
Grip-Tite Tip and ease of reloading. Pounding home the plus fea- 
tures that will help send your volume winging . . . your profits singing 
when Autopoint Pencils are plentiful again. Now’s the time to start 
building your postwar business on Autopoint’s sales proven features. 

If you can’t always get all the Autopoint Pencils you can sell, please 
be patient. Armed forces come first. When Victory is ours, there will be 
enough Autopoints to supply every demand. 


AUTOPOINT COMPANY e 1801 Foster Ave., Chicago 40, Ill. 





THE B BETTER PENCIL 


REG. TRADE MARK 





Pull tip from barrel 


2 


4, 


a 


aS 


Unscrew plunger—insert 
lead in tube—replace 
plunger 








Replace tip—turn tip to 
left—barrel to right 
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L piaues Global War Atlas 
Display Them — You'll Sell Them 


A Leader in the Low-Price, 
Profit-Making Field 











12 x 15 inch De Luxe Maps in color cover 
| the World. Comprehensive Index embraces 
7 over 300 countries, islands, and many 
| practically unknown places. Index gives 
| page reference for quick location of all 
battle fronts. Printed on fine super. Easy- 
to-read type. 32 pages. Board covers. 
Order direct from ad or send for $ 00 
Bulletin G.A. 4. List price only 19° 


4S Our po 


The armed force 
commission, 





5, Maritime 


. ar industri 
Continue to re eed Stries 





will 
sideration Ripe ve FIRST con- 
Boards, We aman Cutting MAPS of the BIBLE LANDS 
sideration can be o1 7) 2° COn- : 7 NOW SOLD THROUGH 

time being to ° ; 
companied by h 





e given for the 


rders unless ac- e Cram DEALERS 


igh priorities 


A big opportunity for dealers to cash in on 
a Specialty that has unlimited opportunities 
with no competition. The book is carefully 
edited—a complete reference for Bible 
Classes, Sunday Schools, Religious Bodies § 
and for the general public who wish to fol- 
low the bible story with its geography. 

Beautifully printed in 4 colors. 814 x11 
inches. Contains over 20 Maps. Index to 
over 400 Places in Bible History. Shows the 
Birthplace of Civilization Down to the 
Present Day. 

Special Feature is ‘“‘The Life and Journeys 
of Christ,” told in 8 Separate Maps. 


55-59 E.26th. St... CHICAGO,I6 ILL. 














RETAILS AT ONLY...............5 ; 
Representatives Order Direct from this adv. or Ask C 
Sieg, suite #528 Suing... tint: We Mentnr, 1227 W- THE GEOR INC 
vd., atlas, exas—Texas an a. 9 9 os ngeiles, al. 
Milton Stone, 30 Church St., New R. E. Horter, Ind., Ill., Mich., Ohio, TH E GEORGE F. CRAM COM PANY, ° 
Verk City, covering New Vork. 2523 W. 109th Pi., Chicago, fl. Maps, Atlases, Globes since 1867. 730 E. Washington St., Indianapolis 7, Ind. 
Harry Henkel, 163 Second St., San S. Lichenstein, 1228 Locust Ave., 
Francisco, Calif. Philadelphia, Pa. 





AFTER THE WAR—WHAT? 


Dealers who look ahead are making plans now. 
Here is your opportunity now—war or peace. 


SATIN FINISH 
EXECUTIVE Ribbons 


Meet the maximum expectations 


of users of SILK RIBBONS 


SATIN FINISH EXECUTIVE Typewriter ribbons were 
introduced seven years ago as successful competition to 
silk ribbons for sharpness of write and maximum durability. 

SATIN FINISH EXECUTIVE Ribbons have been success- 


fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something V i C T Oo RY | ‘@) D a L 
unknown heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your C ‘@) Dp yY be ‘@) L D t e 
and your customers’ fullest expectations. It is not uncom- 
mon for users to report that their typewriters consume no 





more than two or three SATIN FINISH EXECUTIVE rib- The RITE-LINE Copyholder is now available in non-critical 
bons a year. So far as we know, there is no similar materials and can be sold without priority. It is a small 
sharp writing, long wearing ribbon on the market. self-contained unit that can be placed anywhere inde- 

With the increasing difficulty in securing your require- pendent of the typewriter. It guides the eye of the typist 
ments on silk, SATIN FINISH EXECUTIVE is YOUR along the line she is copying. Prevents errors. Speeds 
OPPORTUNITY to meet all the demands heretofore sup- production. Price U.S.A. $11.85. A few exclusive territories 
are Se one. still available. Send for folder. 

Oldest Exclusive Manufacturers of Typewriter Ribbons RITE-LINE SALES CO., INC. 


and Carbon Paper” 
101 Park Ave., New York 17, N. Y. 


gS hace RITE-LINE 


1888 Factory, Rochester 8, N. Y. 1945 COPYHOLDER 
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An outstanding popular 
number. Availabie in twenty-two colors. 
A favorite with both office workers and 
artists, #151-T’s topnotch quality wax 
lead is perfect for making signs, mark- 
ing maps and charts, and for general 
checking purposes. Has the original, pat- 
ented Nick and Pull* string feature. 


To Sharpen 
Nick with string Be sure to stock the Blaisdell #151-T 


Pull the paper Marking Crayon for fast turnover and 
*(U. S. Pat. No. 1,756,953) quick profits. 


Blaisdell PAPER PENCILS 


REG. U.S. PAT. OFF. 





GOVERNMENT SURPLUS— EXCEPTIONAL VALUE! 


BRAND NEW IN ORIGINAL CARTONS 


WILSON-JONES COLUMBIA POSTING TRAYS 


with stands and covers, 
equipped with lock. 
Wood construction, 
Operating mechanism on 
front and rear compres- 
sors of steel, exactly as 
used on pre-war trays. 
Has drop side for offset. 
Olive Green finish. Will 
take cards up to 10” 
wide and 7” high with 
cover (any height with- 
out cover). Equipped 
with stand on roller bear- 














ing casters. 
OUR SPECIAL LOW 
PRICE 





$28.75 


EACH RETAIL— 
F.O.B. New York 





Above can be equipped to take cards up to 12” high with 
new metal cover and lock only $38.75 each. .... 


Substantial discounts to dealers. Shipping weight 45 
Ibs.—Measures 2034" long. Write, wire, phone at once. 


COLUMBIA TRADING CORP. 


7 Waverly Place, New York 3, N. Y. . GRamercy 3-3741 


Merchandisers of surplus materials. 








DUPLICATING 
CLIMATE-PROOF 


Champion Quality Duplicating Ink has been 
carefully compounded to get a free flowing, 
smooth and quick drying ink. Enabling 
you to produce the maximum of copies 
with one inking in a pleasing and 
“easy toread’’ gray-black tone. 


Sinclair and Valentine Co. 
611 W. 129th Street vINKS) New York 27, N. Y. 


Albany Philadelphia Dayton New Orleans Detroit 
Baltimore Chicago Charlotte Cleveland Nashville 
New Haven Boston Birmingham Dallas Kansas City 


Champion Duplicating Black 
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FRITZ-CROS5 


Posture 
Chairs 


Eighteen years “‘Know-How” in building the 


best in posture seating equipment. 


THE FRITZ-CROSS COMPANY 


304 E. 4TH ST. ST. PAUL, MINN. 





171 











his. 
REX-0-graph 


FLUID TYPE DUPLICATOR 





Plus... ““Two-Part, End-Fold” 


PROCESSED MASTER SETS 


makes a “SPEED-UP” Combination 
for Your Systems Work 


REX-O-graph Two-Part, End-Fold Processed Master Sets 
reproduce BOTH your systems forms and fill-ins by a 
single operation. You have no perforations to tear apart 
—no carbon smudges—and corrections are easy to make. 


Your master can be easily separated for quick, accurate | 


duplicating. 


it x. . icat 
NOW, with your REX-O-graph Fluid Duplicator, you are _ the Underwood Elliott Fisher Company. This marks a 


ready for instant printing . . . wick saturation and pump 
priming are unnecessary. Simply put the master sheet on 


the drum—and begin turning. Just the right amount of | 


fluid for perfect reproduction and brilliant copies is fed 
by the 100°, Roller Moistener. You save both time and 
material by this simple, easy operation. 


YOUR DEALER can give you a folder covering all the 
facts about "Two-Part, End-Fold" Processed Master Sets, 
REX-O-graph Duplicators and Supplies. 


REX-O-graph, Inc. 


3729 North Palmer St. 
Milwaukee 12, Wisconsin 


Manufacturers of Superior Fluid Type Duplicators and Supplies 
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Fixture Manufacturing Company, Topeka, Kans.; Mr. 
and Mrs. Carl R. Stith, Metal Office Furniture Com- 
pany, Chicago; Mr. and Mrs. George C. Ohland, Metal 
Office Furniture Company, Grand Rapids; Mr. and 
Mrs. Roy Allen, Hercules Powder Company, Bellville, 


| Kans.; E. A. Holscher, E. A. Holscher Office Furniture 
| Company, St. Louis; Charles Ricker, Unemployment 
| Compensation Commission, and Will Denham, Chair- 
| man of War Manpower Commission, both of Jefferson 


City, Mo. Adding to the colorful occasion were a num- 


ber of beautiful gifts and floral pieces received from 
| manufacturers and personal friends of Mr. McCollem. 


———e——e—___ 


THE STATIONERY STORE WITH A FUTURE 


The considerably enlarged store of Horder’s, Inc., 
located at Wabash Avenue and Lake Street in the 
very heart of the business life of Chicago, is the result 
of long study and development of the stationery store 
not only of today, but of tomorrow. 

Horder’s wanted this store to be even more interest- 
ing to the general public than the average one of its 
kind, not only because of its attractiveness, but be- 
cause of the convenience and complete display of mer- 
chandise. Out of the company’s complete line of 
stationery, office supplies and equipment covering in 
excess Of 25,000 items, some 12,000 of them are ar- 
ranged and made convenient for purchase at this 
newly equipped store. 

The store occupies approximately 5,000 square feet 
of space. The fixtures are constructed from selected 
walnut, finished for attractive display. The lighting 
system embodies the first installation in tubular cold 
cathode lighting in Chicago. 

Plastic lettering plays a silent, but attractive, role in 
guiding customers to the section of the store in which 
they may be interested. Self-service has been provided 
for convenient selection of some merchandise. 

The store includes one section featuring an up-to- 
date display of office furniture and equipment. In an- 
other part, individual advisory service may be had for 


various systems and accounting problems. 


Displayed in a prominent position is a bas-relief 


| likeness of E. Y. Horder, the founder of the business. 


He is quoted: 
“A Nationwide Business from a Small Beginning— 
This is My Testimony to Free Enterprise.” 
E. Y. Horder. 
(Pictures of the store will appear in the April issue.) 


a 


UNDERWOOD ELLIOTT FISHER RECEIVES 3RD 
ARMY-NAVY PRODUCTION AWARD 
A second white star to be added to the “E” award 
pennant has been awarded the Bridgeport works of 


third Army-Navy “E” citation for men and women of 
the Bridgeport Works, presented for exceptional pro- 
duction on much needed and critical war materials. 

Announcing the citation, Under Secretary of War 
Robert P. Patterson, wrote: 

“In maintaining the fine record which first brought 
you distinction, you have set an inspiring example for 
your fellow Americans on the production front. 

“This second renewal adds a second white star to 
your Army-Navy Production Award flag and stands 
as an example of your great and continuing contribu- 
tion to the cause of freedom.” 

In acknowledging the award in the name of the 
employees and the Underwood Elliott Fisher Company, 
Donald S. Sammis, vice-president and Bridgeport 
works manager, stated: “Every man and woman work- 
ing in the Bridgeport works has much to feel proud 


| of in considering the three production awards given 


to this plant in eighteen months. I am proud of their 
loyalty and continuing efforts to produce the goods 


| that our company is providing for the armed forces. 


We shall continue these efforts until the peace is won.” 
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Quality ts never accidenta eee 


sons 


Have you ever gazed in open admiration 


and thrilled to the sight of a fine hand 


WATCHES 


and hearts of people. Top-notch perform- 


ance in any field of endeavor is never an 





tooled leather volume or a painting by accident. The intrinsic quality that is built 


f the mast intricately con- ; . 
one ot the masters or an intricately con into Imperial Desks is part of our tradition 


ceived mechanical genius in the shape of 
sustained and nourished over a period of 


a wrist watch? Even the layman uncon- 


many years. We propose to maintain 


sciously pays tribute to the art of fine 


this standard of quality throughout the 


craftsmanship . . . it is the quality that 


makes a lasting impression on the minds years. 





: 4 


ie company; 


EVANSVILLE 7, INDIANA 


member WOOD office furniture institute 


— s k 
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ROK t DUR? 


ENDURING QUALITY BASKETS 


For Office, Industry and Home! 
Superior modern construction—crimping method. Steel 
side-seamer—reinforcements at top and bottom with 
steel tube rings. Wide assortment of sizes and colors. 
Economy and serviceability of FIBEROK and DURO- 
Write for 









WEAR guarantee customer satisfaction. 
descriptive circular. 


FEDERAL FIBRE CORP. 


3704-10 Tenth Street Long Island City 1, N. Y. 





Removes Hectograph, 
Mimeo and other Dupli- 
cating Ink stains, oil, 
grease, etc. 


Quick effective, pleasant— 
enjoys enthusiastic approval 
of copy machine operators. 
cE ~=—s They like its thorough, yet 
gentle action, its pleasant 

Sy) scent and the way it keeps 
AxOCO}* . hands soft and smooth with- 
reer cies, out disturbing nail polish. It 
S Se ee has been tested, approved 
= and adopted for use by 
many large firms including 
Bethlehem Steel, Timken, 
R.C.A., Inland Steel, Crane 
Co. and Ryerson. 


Ze, _— = 


3 


6 oz. tubes 
Y/ Ib. cans 
| Ib. cans 
5 lb. cans 





TRIAL ORDER—Send your 
order for 12 tubes today. 
Price list and quantity dis- 
counts will be enclosed. 


TERRITORY AVAILABLE! 
DEALERS — WRITE FOR 
PROPOSITION 


One. 


466 West Superior Stree Chicago 10, Ill. 
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This experienced sales organization can give aggres- 
sive, thorough, complete sales representation to one or 
two additional lines sold to office supply stores. Dealers 
and jobbers in Chicago and 12 neighboring states reg- 
ularly contacted for you .. . complete Chicago ware- 
house facilities now operating and at your service. 
The ideal way to handle your Mid-West sales . . . write 
us for further details. 


x * * * 16th YEAR x« * x x 
ELMER KRUMWIEDE 


AND ASSOCIATES 


320 South Jefferson St. CHICAGO 


SORRY ... 
No Typewriters yet! 


BUT . 


We still have better ribbons and car- 
bons—at better prices. 


REGALRITE .. . 


Carbon Papers 

Typewriter Ribbons 
VaXolobbelemm\/(oCoebbel-Mm atte) eles el) 

| sTolo) 4 :<-1-) o} bole ms \/ Lo (od ebbel-me atte) ere) et- 


HEADQUARTERS .. . 
Royal Typewriter Parts for Dealers 


NOW 


You should try REVIVO; it renews 
platens and cleans type amazingly! 


ANTICIPATE . 


The manufacture of a limited produc- 
tion of new typewriters has been re- 
ib beet _co MM b deo (- Sobel Jule) PU Molen sett lote)(— 
soon. List your needs with us to be 
notified as soon as they come in. 


REGAL TYPEWRITER COMPANY 


(INCORPORATED) 


200 Hudson Street New York 13, .N. Y. 


OFFICE APPLIANCES, March, 1945 

























>S- 


5 








@® A Glass Smooth Plastic Fibre Board 
@ Vise-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 


Furnished in the Following Sizes 


Stock PRICE 

No. Size Ea. Doz. Gross 
200 6%"x11” $0.50 $5.75 $67.50 
203 Se ee" .50 5.75 67.50 
204 o” x13" 0D 6.35 72.00 
205 9” x15%” .60 7.20 78.00 


Packed 2 Dozen to a Carton 
Write for descriptive circular. 


SERVICE PRODUCTS CO. 


2035 So. Calumet Ave. ° Chicago 16, Ill. 














L po aly Bib a a RO? 


THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 





The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 
accidentally broken. 


The Scales in each side of the table are divided into sixteenth inches and 
standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 


inches wide by 21% inches long. 
$1450 


(Slightly 
higher west 
of Rockies) 


TECHNYGRAPH CO. recuny, i. 


Price, complete with Lamp, Ball Point Stylus, 
Flexible Writing Plate and Four Manuals 
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When Victory Comes 
The Famous Four 


PRESTO Profit Makers 


will be at your service 
— BETTER THAN EVER 


1.— PRESTO Stapler 
2.— PRESTO Staples 


World's Fastest Selling Desk 
Stapler in Pre-War Record. 





.—Amazing PRESTO 
Staple Remover 
Sturdily built of 
colorful plastic and 
hardened steel. 





4.— PRESTO 
Personal Paper Punch 


Sells itself — with attractive 
counter card. 


Metal Specialties Mfg. Co. 


3200 Carroll Avenue Chicago 24, Illinois 


EQUAL TO PRE-WAR QUALITY 





Yes, NORTA is back on the job again cleaning up, 
as its many old friends can testify. 

No dirty, inky hands when you use NORTA; no 
soiled clothing, no brushing, scrubbing or rubbing. 
Unlike other cleaners, NORTA is clean efficient 
and quick; just press, roll gently back and forth 
and the job is done. 

Its remarkable qualities make it the ideal cleaner 
for typewriter type, stamps, etc. 


EXCELLENT VALUE—FAST SELLER 
ORDER A SUPPLY TODAY 


NORTA DISTRIBUTING Co. 
119 WEST 40th ST., NEW YORK 18, N. Y. 
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THE ORIGINAL 


NORTA 


PLASTIC TYPE CLEANER 














“Always makes 
a good impression” 








(- , 
ONE SOURCE OF SUPPLY 
UNDER ONE BRAND NAME 


RECORD CARBONS & FLUID DUPLICATOR 
RIBBONS DIRECT PROCESS SUPPLIES 

ALCO CARBONS 

ALCO UNITS 

ALCO RIBBONS 

ALCO FLUID 

ALCO ORIGINAL PAPERS 

ALCO RUN PAPERS 

COPYINX CLEANSING 
CREAM 


TYPEWRITER CARBONS 
PENCIL CARBONS 
INKED RIBBONS 


STENCIL SUPPLIES 
STENCILS .. . BLUE 
WHITE... YELLOW 
HEAVY OR LIGHT COATED 
STENCILRITE SHEETS 
(FILM STENCILS) 
STENCIL TYPING PLATES 
STENCIL INK 
CORRECTION FLUID 
STENCILRUN PAPERS (FOR 
REPRODUCING COPIES) 
WRITING PLATES 


STYLI 

LETTERING GUIDES 
SHADING SCREENS 
COPYSCOPES COPY PAPER 
STENCIL FILE FOLDERS RECORDRUN PAPERS 


TYPE & PLATEN CLEANER (MAXIMUM RUN) 


Call for the 


GELATIN SUPPLIES 


GELATIN ROLLS 
(WHITE OR AMBER) 
(FIBRE OR CLOTH) 
GELATIN FILMS 
HECTO RIBBONS 
HECTO CARBON 
COPYINX CLEANSING 
CREAM 
ORIGINAL MASTER PAPER 
FASTBRITE (COATED) 


























COPY PAPERS Inc. 


700 WEST LAKE ST....CHICAGO 6, ILL. 


‘Do It Right . 2 Copry bret ZA 
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PASSED RWWA YT 


HERBERT H. VREELAND 


Herbert Harold Vreeland, chairman of the board of 
the Royal Typewriter Company, died in Palm Beach, 
Fla., on January 31, following two heart attacks suf- 
fered earlier in the day. He was 88 years old. 

Thirteenth of 16 children, he was born in Glen, 
N. Y. Educated in the public schools there, he began 
work at 13 filling ice carts on the Hudson River. 





| Five years later he shifted to railroad work as a 
| gravel shoveler on the Long Island Railroad. He 


continued to progress satisfactorily until, in 1881, 
the road changed hands. He then became conductor 
on the New York & Northern Railroad, between New 


| York and Yonkers, and within a few years had risen 
| to the presidency. In 1906 his interests broadened to 
| include the I.R.T., and he became vice-president of 
| a holding company that combined the ILR.T. with 
| various street railways. 


| death 


In 1912 he became closely associated with Thomas 
Fortune Ryan, managing his interests until Mr. Ryan’s 
in 1918. Later he assumed directorships of 
various companies, including the Agricultural Prod- 
ucts Corporation; Carolina, Clinchfield and Ohio Rail- 
way; Clinchfield Coal Corporation; Continental Mex- 
ican Rubber Company, Rubber Exploration Company 
and other organizations in the railroad and rubber 
field. The recipient of many honors in the railroad 


| world, he was also decorated by the King of Belgium 
| in 1932 for his interest in Belgian culture and in- 





dustry. 

Mr. Vreeland’s wife, Carrie Louis Reed, whom he 
married in 1890, died in 1930. Surviving are a daugh- 
ter, Mrs. George Edward von Gal, Brewster, N. Y., 
where Mr. Vreeland made his home; four sons, Col. 
Herbert H. and Lt. Richard S., both of the Army; 
James F. and Thomas Reed Vreeland; a sister, Mrs. 
Wilson Kent, 12 grandsons and a granddaughter. 


+ i + 


H. R. STEPHENSON 


H. R. Stephenson, founder of H. R. Stephenson 
Company, Cleveland, died suddenly on January 21 of a 
heart ailment. For ten years, Mr. Stephenson had been 
engaged in the office and shop equipment business in 
the same location at Cleveland. 

The decedent was born in Homestead, Pa., Decem- 
ber 31, 1892, and after graduation from high school at 
Beaver, Pa., attended the University of Pittsburgh. 
He served in the 145th Ambulance Corps in France and 
Belgium during World War I and was an active mem- 
ber of Shaker Heights Post of the American Legion. 


| He lived at 2998 East 132nd Street, Cleveland. 


Surviving are his widow, the former Suzanne Nye 
of Cleveland, and his mother, Mrs. George Stephenson 


of Charleroi, Pa. 
Mr. Stephenson was active in civic affairs in Cleve- 


| land, having been a member of the Cleveland Cham- 


ber of Commerce, Mid-Day Club:and Cleveland Adver- 
tising Club. 

Business of the H. R. Stephenson Company will con- 
tinue under the direction of Mrs. Stephenson. 


i hh 


DANIEL W. TAYLOR 

Daniel W. Taylor, 55, active in the stationery, school 
supply and typewriter field for many years, died sud- 
denly on February 14 following a heart attack suffered 
while calling on a business friend. 

Familiarly known as “Dan” to his many friends, he 
was an active salesman for the Farnham Stationery & 
School Supply Company of Minneapolis for 25 years. 
Previously he had been with the Edwin R. Williams 
Stationery Company and in the typewriter business. 

Surviving are a daughter, Mrs. Boyd Thompson, Bell- 
1945 
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A DUTY more Smportant N 
THAN OUR OBLIGATION TO YOU... 


When you've been making loose leaf binders for three- 
quarters of a century ... and you've built up a loyalty 
amongst your customers by giving them the benefits of 
your specialization . . . and then all of a sudden you 
appear to ignore their pleas for merchandise .. . 
mister, something's wrong! 
The insane war lords of Europe and Asia have de- 
manded a show-down on our attitude toward Freedom 
--. and by all that’s right and mighty they shall have it. 
Feldco’s part is but a small one to play in this fireiest 
drama of all . . . but until we’ve taken care of every 
single requirement that may tend to shorten this war 
--- until then all we can do is to apologize to every one 
of our customers and hope that they will understand 
that our duty to this common cause is more important 
than our next three-quarter century’s production of 
loose leaf binders! 


FELDCO Locse Leaf CORP. we.unos sree 


NEW YORK + 25 CENTRAL PARK WEST + PHONE CO-5-0282 « PACIFIC COAST « 788 MISSION ST., SAN FRANCISCO * PHONE DOUGLAS 3503 
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FULLY AUTOMATIC CALCULATOR 








Need Figure Work Experts? 











It is a proven fact that on a Fridén Calculator anyone in your office can 
become a Figure Work Expert after only 15 minutes of instruction 
on any specific problem. Contact your local Fridén Representative for 


complete information regarding these Calculators which are AVAIL- 





ABLE, when applications for delivery have been approved by W. P. B. 


Fridén Mechanical and Instructional Service is avail- 
able in approximately 250 Company Controlled Sales 


Agencies throughout the United States and Canada. 


FRIDEN CALCULATING MACHINE Co., INC. 


HOME OFFICE AND PLANT * SAN LEANDRO, CALIFORNIA, U.S.A. * SALES AND SERVICE THROUGHOUT THE WORLD 


ARNE nc Bae 
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flower, Calif.. and a brother, G. Howard Taylor, of 
Minneapolis. 
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MISS NELLIE M. SIMPKINS 


A pioneer of pioneers in the stationery business of 
the Northland, Miss Nellie M. Simpkins, long in the 
Stationery field of Juneau, the capital of Alaska, died 
recently while on a visit to “the outside.” She became 
ill while on a visit to friends and relatives on Puget 
Sound, passing away suddenly at Tacoma, Wash., in 
February. 

Engaged in the stationery and printing business for 
about 30 years with her brother, George Simpkins, at 
Juneau, Alaska, she had taken a most active part in 
fraternal, club and church work in the capital city of 
the far Northland. 

Of a pioneering Tacoma family, her parents, Mr. and 
Mrs. Charles Simpkins, moved into the semi-wilder- 
ness around Tacoma more than a half-century ago. 
Miss Simpkins was born in Tacoma, Wash., and at- 
tended the Tacoma schools. She left Puget Sound 
in 1914 to join her brother, who had preceded her to 
Juneau. They became partners in the stationery and 
printing business which they subsequently conducted 
for 30 years. 

During her social and recreational hours in the 
thriving Northland she was active as a member of 
Fern Chapter, Order of the Eastern Star; the Emblem 
Club of Juneau and the Holy Communion Church. 

Besides her brother, George, in Juneau, she is sur- 
vived by another brother, Hector, and a sister, Char- 
lotte Simpkins, both of Tacoma, Wash.—CML. 
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FRANK LANDIS MILLS 

On Monday, January 29, Frank Landis Mills passed 
away in Cincinnati at the age of 80 years. 

Mr. Mills was the former president of Mills Station- 
ery Company and son of the firm’s founder. Upon 
the death of his father, J. R. Mills, in 1886, Mr. Mills 
and his brother, the late Edward Mills, took over the 
stationery business. The firm was located for 18 
years at Third & Walnut streets, later moving to Main 
Street. 

The deceased was a member of the Fort Mitchell 
Country Club and the old Latonia Jockey Club. 
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SAMUEL D. ROGERS, SR. 

Samuel D. Rogers, Sr., 59, store manager and director 
of Roberts & Son, Birmingham, Ala., stationery firm, 
died February 12 in a Birmingham hospital after a 
short illness. 

Mr. Rogers became associated with Roberts & Sons 
in 1924 and represented the company for several years 
throughout northern Alabama. For the past several 
years he had been manager of the store and county 
service department.—_GHW 
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FRANK M. BARTON 

Frank M. Barton, sales manager of the Shelbyville 
Desk Company, Shelbyville, Ind., died of heart failure 
on February 12. He was 79 years of age. 

Mr. Barton had been in the employ of the Shelby- 
ville organization for the past 24 years. He was well 
known and well liked by office furniture dealers 
throughout the country. 
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GRAFF COMPANY NAMES TWO VICE-PRESIDENTS 


Roger B. Thurber and Charles W. Lipman have been 
elected vice-presidents of the George B. Graff Com- 
pany, Cambridge, Mass., well-known manufacturers of 
file signals, maptacks and other office staples. Mr. 
Thurber will continue to be located at the Cambridge, 
Mass., office, and Mr. Lipman will, as in the past, de- 
vote his attention to the needs of his large and im- 
portant territory. 
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E.aton’s 


CORRASABLE BOND 


... has a patented surface 


. erases without a trace 


Everyone makes mistakes — sometimes. A_ pencil 
eraser removes typing errors — without smudge or 


smear — on Eaton’s Corrasable Bond. 


Tell your customers about Corrasable . . . those 
who try it come back for more. 
S 
Sp 
.xTON- 
ghiwN's 
*TYPEWRITER* 


PAPERS 
USA 


53) & 
“RKs Hi 


Eaton Paper Corporation, Pittsfield, Mass. 


Fine papers for business and social use 











METAL “UNITSQUARES” 


CARDINELL CORPORATION 


PENCIL POINTERS 
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DRAWING AND TRACING PAPERS. 


MONTCLAIR, NEW JERSEY 








Dealers? Sell 1945 W-2 Forms! 


Every Employer A Prospect—A Form for Every Employee Plus Turnover 








SERIAL qT 
‘ orm a WITHHOLDING RECEIPT—1945 ORIGINAL NN 
N°? 1 Setesual German Service” __For Income Tax Withheld on Wages _PO MOT LOSE THIS RECEIPT | 
To EMPLOYEE: Keep this Withholding Receipt. “Ye "7 will need it | Y. 
when you file your 1945 income tax return 2 s 
Milli : EMPLOYER BY WHOM PAID (Name, address, and S. S. identification No my 
1 “ = | ° 
ion z ike) Big 
w2 0 
> <2 o| Market 
Forms x rey Vere: ' 
Total Wages paid in 1945 | Federal Incom ™ 
| 5 ‘otal Wages pa ae For 
bo% . 
M $ $ $ ] MARRIED 5 
This z EMPLOYEE TO WHOM PADD Print full name, address, Social Security N You 
} - —_ 
| 3 | 
Year ! 
| 1] 
| 
! — — — . — — | 
To EMPLOYEE: Change name and address if not correctly shown i 














Redifixt W2 Forms— 


Approved by Treasury Department Bureau Internal Revenue. 
Scientifically designed—one time carbon interleaved. 
Collated with State forms if desired—both forms one operation. 


nena 
enna 





name and address. 


30 VESEY STREET 





Designers and Distributors of the E-Z-DIAL TAX FINDER. 


Can be supplied in single sets or in strips—6 to strip—imprinted with employer's 


SAMPLES, PRICES, DISCOUNTS AND FEDERAL REQUIREMENTS ON REQUEST 


CONSOLIDATED BUSINESS SYSTEMS, INC. 


NEW YORK 7, N. Y. 


Solution to Paymasters Withholding Tax Problem. 








Sell Today for 


PERMANENT 
INSTALLATIONS 


Prompt Delivery 


These modern presswood ward- 
robe racks are not temporary 
“war babies," but are built for 
permanent installations, incorpo- 
rate all of the patented PETER- 
SON efficiency features of: 
Spaced coat hangers, where 
wraps are kept dry, aired and 
"in press.’ Individual ventilated 
hat spaces, space-saving effi- 
ciency — accommodate 3 or 4 
persons per sq. ft. of floor space. 
And, where desired, built-in lock 
boxes, umbrella racks and over- 
shoe shelves. Sell this silent 
wood equipment today with con- 
fidence. Matching add-on units 
will be available in both wood 
and in steel over the years, in 
single and double faced cos- 
tumers, wardrobe racks, and 
locker units. 














Write for catalog sheets and 
dealer proposition which assures 
a full margin on every sale. 


Write for Bulletin G-13 


Bait WALRT 


VOGEL-PETERSON COMPANY 


“The Checkroom People’ 
624 So. Michigan Blvd. Chicago 5, Ill. 
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Darnell Casters and 
Wheels are pre-tested 
for efficiency and du- 
rability—you are as- 
sured a long life of sat- 
isfactory service. Write 
for FREE MANUAL. 


60 WALKER ST. NEW YORK 13, NY 
36 N. CLINTON, CHICAGO 6 
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WHEN UNCLE SAM SANS Wp 
TIFFANY STANDS /~ 


Will “Support” Every Sales Claim You Make! 


Portable Stands—Foundations 





Essential Equipment For 
All Modern Office Machines For Modern Business Machines 








oe 2h ss ) my 
ein ae #Z 

AA usiness We hin 

m ren 

Phe Ge —n © Shand, 


ALLIED METAL PRODUCTS ¢ so =) MANUFACTURING CO. 
TIFFANY STAND ~ DIVISION 


GENERAL OFFICE: 4454 EASTON AVE., ST. LOUIS 13, MO. ‘ ° : ‘ : PLANTS: POPLAR BLUFF, MO. 






























PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS., PHILADELPHIA, 
181 
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SHARP 
COPIES 


with no 
“treeing”’ 


That’s the great secret of 
repeat orders for Nev-R- 
Kurl Carbon Paper. Once 
a typist has tried Nev-R- 
Kurl, she'll convince her 
“boss” he'll save money 
because use will prove 
Nev-R-Kurl lasts longer and 
makes sharper, cleaner 
duplicate copies. Like oth- 
er dealers you'll find those 
repeat orders keep coming 
with little sales effort on 
your part. 


NEV-R-KURL 


Will not curl, tree, wrinkle or smudge. 


Gives 35 to 50% more copies per 
sheet by actual tests. 


Universal adaptation— same sheet 
works on standard or noiseless type- 
writers, billing or bookkeeping ma- 
chines. 

















Carbon Papers 
Wood Stamp Pads 
Typewriter Ribbons 












Clear Print 


PRODUCTS 


Phillips Co. 


L.A.PHILLIPS 
President 





‘92 MItl STREET 
ROCHESTER, MM. 
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HONOR ROLL 
* PLAQUES x 


A War-Time Active 
Money-Maker 


Victory Cast Honor Rolls, the latest 
development in a bronze-like plaque 
made of non-priority materials, are now 
available. The demand for them in- 
creases daily. And we give you every co- 
operation on orders of all types. 


Send for illustrated literature. 


Arrange Now for Postwar Bronze mages 
AVOID DELAY LATER 


UNITED STATES BRONZE SIGN 00. INC. 











“BRONZE TABLET HEADQUARTERS” 
570 BROADWAY, NEW YORK 12, N. Y. 





PAYROLL CALCULATION 


Becomes EASY and is SIMPLIFIED with the 
NATION-WIDE WAGE RATE CALCULATION BOOK 
OVER 20,000 ACCU- ALL FIGURES LIST- 
RATELY PRE- -CAL- WAGE RATES ED IN % HOUR IN- 
CULATED FIGURES TERVALS GIVING 
IN A 64-PAGE Book. | 40¢e to $1.50 50 hours of straight time, 


5x7 spiral bound to lie Pp EF R 0 U R 20 hours time and half, 
flat when in use. 10 hours double time. 























40c to 80c in 
NO CALCULATIONS!! | sees:.'° $'°° '° | COPY THE AMOUNTS 
Supplemental rates of '/sc, rc, %c, Ic, I/ac, 2c, 2!/c ms nas 4c, 4c per 
hour are included for use in computing the in-betw wage rates 





FREE © 250 envelope stuffers “> — dozen books © FREE 


A Tested Gast $ SAMPLE SHIPPED 
Retailer. ... 7 ON ORDER 


THE COLONIAL CO., 2954 Quentin Road, Dept. A., Brooklyn 29, N. Y., DEWEY 9-2844 
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MOORE 


Every home uses both Hangers 


heavy and light mirrors, pictures, wall decorations. 


MOORE PUSH-PIN COMPA 


Fuin Pin- 


113-25 Berkley Street, Phila. 44, Pa. 


ups gor Profits 
PUSH-PINS 


* THE PIN WITH THE HANDLE 


PUSH-LESS HANGERS 


* THE HANGER WITH THE TWIST 


and Push-Pins for 


NY - Since 1900 
















HEAVY DU 


did you say? Then your 
answer is the sturdy 


ACME No. 


HEAVY DUTY Hand Stapler 


Ideal for ‘astening voluminous correspondence, 


TY 


1 





sample swatches of paper. leather and fabric, for 

stapling of catalogs, programs, etc. Adjustable Full details 
guide for accuracy. ACME No. 1 can handle three in our 

leg lengths: 4%, 5/16 and %” without mechanical Silverstreak 


cuange and can be especially equipped to 


take %”’. Folder. 


ACME STAPLE CO. 


1648 Haddon Ave. 


Camden, N. J. 


ALSO MFR. ACME NO. 2—SURESHOT—SIMPLEX—MIDGET 
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MAGIC FLOW 


An Excellent 
Duplicating Ink 


Duplicating Stencils 


mples and prices upon request. 


CONTINENTAL 
INK COMPANY 


3144 S. Austin Blvd., 
Cicero, Ill. 











GRIPTITE 
BANDS 


The Permanent Successor 


to Rubber Bands 


GRIPTITE Bands are a definite need in 


every office. 


They are easily applied; quickly removed. 


They hold papers such as cancelled ch 
deeds, mortgages, insurance poli 
vouchers, and other documents n 
compressed. 


They are manufactured in 14 leng 
6"' to 54" long. 
They can be used over and over a 





ecks, 
icies, 
eatly 


ths— Order from your Stationer or 
’ write direct for sample 
gain. and prices 


ROCHESTER WIRE-O BINDING, INC. 


108 MILL STREET 


ROCHESTER 4, N. Y. 
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@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY | 


SEND US THIS COUPON 






_Eu_ 


DAYTON STENCIL 
WORKS CO. *onic™ 





ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 


Send for Folder and 
prices and go after 
some of this business 











Manufactured by 


D. COTTERMAN 435%, Ravenswood Ave. 











MEILICKE Withholding Tax 
and Payer Calculators 


calculation of all” details in 
the payroll figuring, the 
most important relationship 
between management and 
labor. Figured to the near- Je 
est half cent, clear and di- 
rect, simple and easy. 






Also make interest, discount, lum- 
ber, coal, freight and many other 
calculators. Write us about your cal- 
culation problems. 


Meilicke. Systems, Inc. cues 1 aes 











To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER. 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name 





(Please attach your business card or letter-head) 








Date 


















S0-EASY 
MOISTENER 


labele, I can now supply you. 
Priority required. Send your order or write 
for free information. 


A. MOHLER, Manufacturer 


Onamia, Minn. 
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MORE SALES 


Increase your type cleaner sales with 
Clarotype. Every stenographer needs 
this product. Clarotype cleans quick- 
ly and thoroughly. It makes more 
sales — it makes new customers re- 
peat. It is profitable. Order today. 
Write for free advertising aids. 










Serving You 25 Years. 


The Clarotype Company, Inc. 
16-C Hudson St. New York 13 


CLAR- oF D 4 id - 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 





NON-RUBBER 
Typewriter 
Keys 
° 
The SPRING’S 
the THING! 
e 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 


335 Columbus Place 














Speed Key Mfg. Co. 


Brooklyn 33, New York 








Pro 
IAAI MMM AES 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 
Write us for details. 


Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S.A. 


ILL. 


* DOWNERS GROVE, 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 


RITE-RITE MFG. CO. 
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QUALITY ITEMS 
FOR THE STATIONER 


e Line Daters 
e Die Plate Daters 


e Self-Inking Stamps 
CONSOLIDATED STAMP MFG. CO. 


SPRING VALLEY NEW YORK 














SELL LIBERTY 
7 WAR 








Provides for all legally required 
Income Tax Records, Federal and 
State, under one cover. Place 
samples of all Income Tax Records side by 
side, regardless of price, and 9 customers 


out of 10 will BUY the LIBERTY. 


$5 % 


RETAIL PRICE 


Generous Discounts 
for high Mark-up. 


Commonwealth Publishing Company 





508 So. Dearborn St. Chicago 5, Ill. 





“: PRECISION 
STENCIL 


CORRECTION 
FLUID 


Every day, new users sing praises of 
its excellence and declare it to be 
THE FINEST FLUID in THE BEST 
PACKAGE. 


For full information, prices and samples, write 


STARKEY PAPER & SUPPLY CO. 
3800 Agnes Avenue Kansas City 3, Mo. 


BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 

















Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 
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Guides and Indexes 





CLEANS TYPE 


The cleaner fluid is in the 
bottle-handle. It flows 
through brush when you 
push the button. In a 
jiffy, type is clean. No 
mess. No fuss. No waste. 
Hundreds of firms use 
Speed-Mo type cleaning 
brush. 


RIVET-O MFG. CO. 


96 Jason St. 
Orange, Mass. 


SPEED-MO 


FOUNTAIN BRUSH 











with a whisk of a brush! 
wae 























Expense Books are recommended 
by income tax men and endorsed 
by the countless army of salesmen 
and travelers who have used them 
for more than half a century. 


Beach Publishing 60. wicuican 


EXPENSE BOOKS 


Everyone needs them now — 
more than ever before — for 
income and payroll tax deduc- 


tions. 
BEACH’S 
“Common Sense” 


DETROIT 2, 








America's top station- 
ers, office equipment 
merchants are doing a 
BIG job with X-Acto 
knife merchandise. 
Tremendous repeat 
business. Every office 
a buyer: X-Acto knives 
and knife sets are pow- 
erfully advertised. Bring 
good business to your 
store! Write us TO- 
DAY! 


RIOLEM COMPANY 
RIOLEM BUILDING 
New ROCHELLE, N. Y. 

















Save Desk Space...Gain Convenience 


ake Sp For Modern 
Rocka Card Filing 


REG, U. S. PAT. OFF, PATS. APPLIED FOR 






Here’s the perfect on-the-desk 
container for card records. Re- 
quiring only a 15 inch long 
space, Rock-A-File Card Files 
open to a finger touch, making 
entire contents instantly avail- 
able. Improved models of 
Standard Green or Walnut in 
3 popular card sizes. Twin 
(illus.) holds 2400 cards. The 
single model holds 1200 cards. 
Sold by leading stationers and 
office suppliers. 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer Since 1903 
35 E. WACKER DR. CHICAGO 1, ILL. 





COMPLETE 


* DEALER LINE x 







OF 
om FILING SUPPLIES 


Systems 





Filing 
Folders 


Printed and Ruled 
Stock Forms 





SPECIAL FORMS FOR YOUR SPECIAL NEEDS 
THE DACO CARD & INDEX CO. 


9 Federal Court 


Boston, Mass. 














PERMA-BILT 


Sectional filing 
equipment for 
every standard 
record size. 


PERMA-BILT 
EQUIPMENT 
COMPANY 


HANNA BUILDING 
CLEVELAND 15, OHIO 
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CHANGEABLE LETTER 


DIRECTORY Bulletin, directory & menu boards. 

Also used for announcements, desk 
name plates, honor rolls, signs, sta- 

crossow € €£ - = 

DARIDA a tistics, etc. 








ACME CHANGE ABLE 
SIGN 


co 


esrosiro J 


enav tp "A size and style for every purpose.” 


MARTWICK Ww. 4 
Raywor € 


ia Both indoor and outdoor use. 
THOMPSON € Write for illustrated catalogues and 
folders. 


ACME 


37 E. 12th St., New York 3, N.Y. 



































New Wartime 
Emergency Location 
UNTIL THE 
VICTORY IS WON 








EHRLICH 
UPHOLSTERY WORKS 


306 ECKFORD ST. 
BROOKLYN, N. Y. 
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Equals 6 


or trays — 





baskets _ wi ! oo Model 6V-S 
_aill 1 a F (illustrated ) meets 
Takes 


requirements of the 
average business desk. Models 


less space than 1. SP 3V-S to 12V-S use standard as- 





sembly rods. 


.. . keeps up your 
equipment volume NOW! 


Made without an ounce of steel or 
rubber — without altering the 
basic design which made its oped 
tion as one of the greatest aids to 
desk workers. Your customers ap- 
preciate the opportunity to keep up 
efficiency with an item obtainable 
now; their satisfaction brings you 
repeat orders . . . The base and as- 
sembly rods are wood. The uprights 
are treated hardboard which gives 
a warm, pleasing appearance and 
great durability. A companion item 
to the successful glass Handi-pen set. 
Stock both . . . Write for circulars. 


Sengbusch Self-Closing Inkstand Co. 


303 Sengbusch Bldg. Milwaukee, Wis. 













Wr. Dealer 


Today's expenses and profits are in wood files while waiting for 


steel. Sorry we can't give you steel files this month but we can 
ship 2, 3, 4, and 5-drawer letter and legal with and without lock 
in wood. Upright card files 4 x 6 and 5 x 8 double compartment, 


also tab files. Fairly prompt shipment. 


BUSINESS EFFICIENCY AIDS 


TIME SAVER FILES 
BOX 258 D 





SKOKIE, ILL. 





Z 
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* 
FAULTLESS 


EXCELLO 











THE SLOTTED LOCK BINDER 
THAT IS BUILT TO TAKE IT 





ideal for 
CURRENT USE 
OR TRANSFER 
for all 
DAILY TIME SHEETS 
PAYROLL RECORDS 
SHIPPING RECORDS 
INVOICE COPIES 
ORDER BLANKS 
ETC. 


STATIONERS 
LOOSE LEAF CO. 


MILWAUKEE |, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 
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What you do with your money 


can wreck you (and your Uncle Sam) 





BUY, BUY, BUY! Foolish people are doing it, overdoing it. 
But sensible folks know that with every needless purchase— 
or every time you patronize a black market or buy above 
ceiling—you do your bit to force prices up all along the line. 
That’s the way inflation gets a boost. 








i 3 ee 
IT CAN HAPPEN HERE—again! Today, with fewer goods in 
the stores while incomes are high, the danger of inflation is 
greater than ever. Inflation is always followed by depression. 
What can you do to head off another depression? Buy nothing 
you do not really—really—have to have... today. 








SAVE, SAVE, SAVE! That’s the way to make America good 
for the boys to come home to. Pay up debts, put money in 
life insurance, savings bank, War Bonds. Every cent you 
save now helps to keep prices down—and when the war is 
won you'll have use for that nest egg you’ve laid away. 





GOO Re Pats 


A HOME OF YOUR OWN, a better farm, a real vacation, 
something to retire on—these are things worth saving for. 
Store up your money now while prices are high. There’s a time 
to splurge and a time to save: today, while money’s coming 
in, is a good time—the right and patriotic time—to SAvE! 


4. Buy only what you really need. 


4 THINGS TO DO 


2. When you buy, pay no more than ceiling prices. 


Pay your ration points in full. ' 
by “a HELP 


to keep prices down and help 


4 Keep your own prices down. Don’t take advantage 


of war conditions to ask more for your labor, your KEEP 


avoid another depression 


services, or the goods you sell. 


4. Save. Buy and hold ail the War Bonds you can— 
to help pay for the war, protect your own future! : g 


Keep up your insurance. 


A United States War message prepared by the War Advertising Council; approved by the Office of War Information; and contributed by this magazine in cooperation with the Magazine Publishers of America 


188 


OFFICE APPLIANCES, March, 1945 














ae eS 








OFF 





















TO ALL GUNN DEALERS: 


Although deliveries are slow, we are doing the best job we can under war- 


time conditions. Your patience and understanding are greatly appreciated 


adit 


and we hope you will bear with us when we do not give you delivery prom- 


ises based on anticipated production. 


GUNN FURNITURE COMPANY 


GRAND RAPIDS 2 





MICHIGAN 
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SSSA AAS 


HIGGINS 


THE CLASSIC VOCABULARY) 








Masters of art have something to say speedily, 















BRONZE BOWL, TWO FEET IN DIAMETER. definitely and without fumbling or evasion. 
EXECUTED BY DUDLEY V. TALCOTT, : . 
FAMOUS EXPLORER, WRITER AND ARTIST. Higgins American Drawing Inks are the overwhelming 










eles Mol Meola KiEMelilcMeleclitil-aMlilicla-tii-teMaMelD 
accurate ‘‘vocabulary’’ to express their thoughts. 
Higgins precise performance registers your 


mind pictures with a new and classic facility. 
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A SINGLE patriotic retailer in the East 
has donated over 150 pages of advertising to 
War Bonds—and made over 40,000 individ- 
ual sales! 

He’s just one of the thousands of far- 
sighted retailers who knewa good thing when 
they saw it, and climbed on the bond wagon. 

Representative, too, is the midwest re- 
tailer whose sales in 9 months, without ad- 
vertising, amounted to $35,000. During the 
next 9 months, with advertising, his War 
Bond sales topped the impressive total of 
$315,000! At the same time, he made what 
he rightly called a “profitable investment” 
in the future of his community—and his own 
store! This is also true of the countless pro- 


gressive retailers who are giving floor space 


—in one case the entire first floor on Pearl 
Harbor Day—to bond selling activities. 
Every War Bond you and your organiza- 
tion sell is an immediate aid in curbing in- 
flation. A constructive help, too, in building 
economic security for your community! 
Healthy reserves in War Bonds will enable 
families to carry on comfortably through 
the reconversion period — maintain normal 
living standards —and look forward with 
confidence. Their reserves are your re- 
serves—and your community’s reserves! 
The growth of your business is dependent 
upon the growth of your community. Adver= 
tise ... display ... sell War Bonds to help 
win the war—and peacetime prosperity for 


your community—and your store! 


The Treasury Department acknowledges with appreciation the publication of this message by 
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AMERICAN RETAILERS ARE SELLING MORE AND MORE WAR BONDS 


% This is an official U.S. Treasury advertisement prepared under the auspices of Treasury Department and War Advertising Council. * 
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GRAY RUBBER PERFECTION 
ERASES INK, PENCIL, TYPEWRITING 
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NO. 121 ELLIPTIC NO. 900 SUEDE 


Handy shape for ver- Soft gray texture, 
satile uses in Office, modified octagonal 
Drafting Room, School shape. A typists 
' ’ & Home. favorite. 
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Part of the complete quality line of 


B | LE Weldon Roberts &nahens 


>> 


























7a “ # + . 
4 Correct Mistakes tx Any Language 
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WELDON ROBERTS RUBBER COMPANY 


of. Newark 7, New Jerse 
in 9 a tie y 


Watting 


for take-off signal 


Our production units are all set and. ready to go 
the minute we get the starting signal for full 
scale manufacture of Error-No line-by-line copy- 


holders. 


Right now we are accepting orders for these 
famous high quality all-steel copyholders. De- 
livery dates are still uncertain, though, because 





>\\\ war work naturally gets priority. 
TR 
THE D AWS CORP. When Error-No copyholders start coming off the 
—— production line, it will be first ordered, first filled. 
DIVISION OF THE Even though we can’t guarantee a definite delivery 


date, we probably can ship your order much faster 
than you would expect. 


HALL-WELTER CO. 


ROCHESTER 7%, N. ¥. 
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7 hanks for being so patient. 
Thanks for waiting. Thanks for 
understanding why we can’t yet 


offer you the gleaming new Royal- 





chrome Furniture we'd like you to 


have right now. 


Until Victory is assured—our 
sleeves will stay rolled up on vital 


work for Uncle Sam. When the 





job is done, you can expect to see 








the famous Royal Line of Tomorrow ; 
—with all the familiar features C 
you’ve liked—plus new ones ¥ 
you'll like even more! The Royal J ‘ 
Metal Mfg. Co., 175 North Mich- ' c 





igan Ave., Chicago 1, Illinois. 


LINE OF TOMORROW 


Metal Furniture Since '97 


my \\pipt H /7, 
Royal Steel Folding Chairs « * = « Royal Housewares 


Dis TimeCtive fyanrtyat 
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The outstanding quality of HEYER'S Complete 
Line of Supplies for Gelatin and Spirit Type 
Duplicators is responsible for the major success 
and ever increasing demand for this fast, inex- 
pensive and flexible method of printing. 

Thousands of operators in offices, schools, 
churches, clubs, stores and restaurants have 


proved HEYER Quality—not only in HEYER 


HEKTOGRAPHS and Roll or Film Duplicators, 
but also in HEYER Supplies. 


And regardless of the machines they operate 
—Heyer, Ditto, Vivid, Standard or others, they 
insist on HEYER HEKTOGRAPH Inks, Carbon 
Paper, Pencils and Ribbons and HEYER Spirit 
Fluid and Spirit Carbon, knowing that they con- 
tain the secret of producing master copies which 


insure perfect DUPLICATION. 


Recommend HEYER PRODUCTS—They build sales and GOOD-WILL. 
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She loves to type. 


Some day. from her flying fingers. words will 
' lol , , bat take wing that shape the destiny of men 
‘roeves o as she atches > ‘tters ° pi " . . 
cr eyes gat up a oS ERNGS IRS SEL and their affairs . . . words that inscribe 
l 


ul 


uietly form and march straight and : ; . 
q ieir thoughts and ideas in black on 


‘ae across » sheet . ° 
true across the she white... words that pour out their hopes 


It fascinates her... to see the letters move and aspirations. 


at her command. every time she presses 
For she symbolizes many American girls 
a chubby finger. - 
growing up and grown. 
It's so simple ... and so much fun , ; bats 
Girls who. like millions of others during 
spelling out the words she knows. ; , 
the past fifty years, have been given the 
advantage of sturdy, accurate ... and always 


dependable . . . Underwood Typewriters. 





But she’s doing more than that! She’s learn 


ing the way to give wings to words . 


ee ee ee ik the Underwood way. The way to develop . , , 
ey aren oe ae + eel he ed 1 skill she'll need ke So look to the Future Secretary of America 
al antl cece ( ey . the speed and skill she need to take . : 
~ the girl with the Underwood touch 
enance service in 366 cities from coast over her important job of the future ; : ' 
ust is mair ed for r to give wings to your words, 
I - Fisher "A oe tit ‘Ma h, ; Her job as Secretary of America! . 
idding M Look to her and her Underwood to give 
. Our I at Bridgeport Your secretary. perhaps or another an attractive picture of you in every letter 
a... mine business mans. you write. 
ag awarded f he j uct r 
’ prects wt er ¢ f sa ‘ - ‘ee ‘ 
skill and cra Underwood Elliott Fisher Company on« park avenue, New York 16, N.Y, 
° 
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